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pptenso, *Quartzlite 500” 


Only the Appleton Intenso “‘Quartzlite 500” is 
precision engineered to meet the lamp manufacturer's 
efficiency and operating standards for the new 500- 


watt, filament type, iodine cycle lamp. 

Its new, compact design was specially devel- 
oped for this powerful lamp to give your customers 
19% greater, constant light output of 21 lumens 
per watt ... and twice the average life of a con- 
ventional 500-watt lamp. 

That’s not all! Now, attractive lighting instal- 
lations can be made compactly, easily, economi- 
cally. The special weatherproof unit design also 
puts light where it is needed. Its extremely sharp 


cutoff—in a rectangular beam spread—eliminates 
the usual need for beam overlap, yet provides 
adequate, uniform light for innumerable appli- 
cations indoors and out. 

For increased lighting efficiency in Industry « 
Commerce « Recreation « Transportation, sell 
the versatile Intenso ‘‘Quartzlite 500’’. . . ideal 
for signboards, displays, outdoor sports, building 
security, mobile equipment, storage areas and 
many other uses. 


Contact your Appleton Field Engineer or write today for 
Bulletin QL 560. 


Sold through franchised distributors only 


PPLETON 


electric company — 


Also manufacturers of: 


3} eeOkn 
xplosion-Proof “ST” Series 


Lighting Connectors Automatic 
Fixtures Reelites 


1701 Wellington Avenue, Chicago 13, Illinois 


4y 


Outlet Boxes, 
Covers, 
Switch Boxes 
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The cable you see here is not interlocked armor. It is 
Simplex’ new C-L-X...the completely sealed cable 
system. 

Completely sealed against liquids and gases. 

Protected against mechanical damage by a continuous, 

corrugated metallic sheath. 

As pliable as unsheathed cable because of its corrugated 

design. 

Needs no separate duct or conduit in any environment. 


Nonferrous sheaths can be designed to function as 
grounds or shielding. 
Simplex C-L-X is impervious to liquids and gases, is re- 
sistant to all forms of mechanical damage, and is as pliable 
as unsheathed cable. 
Available with sheaths of steel, aluminum, copper or 
bronze, and with or without outer plastic jacketing, 
Simplex C-L-X provides the ideal solution for almost any 
installation, particularly those in which cable life is limited 
by severe ambient conditions. 
Write today for illustrated brochure containing application 
and engineering intormation. 


WIRE & CABLE CO. 


Cambridge, Mass. «+ Newington, N. H. 


Only Simplex C-L-X... 
the Completely Sealed 
Cable System...is Built 


for Torturous Conditions 
Like This 


Simplex C-L-X combines cable and duct in one integrated system. Metal, in the 
form of a continuous flat strip, is formed into a welded tube around the insulated 
cable. The metal tube is then corrugated to form Simplex C-L-X 
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A recent NAED committee report made some pertinent 
comments concerning the subject of labeling and packaging 
of products: Here are some quotes ~ 
bussing diagrams on the package la 


‘ 


“ime 


eee t 
ty 


bels of panels and 


Sue ens 
<3" 
. 


“inclusion of 
switches would be helpful.’ 

; standardization of colored labels 
would eliminate a great many errors in th 


designating 250 and 600 volt equipment 
e warehouse. 


Both of these procedures have been standard with Square D 


for a iong time. 
quote from the same re 


Here's another 
“Jt was recommended that the Square D Company 
on the inside cover label, the catalog numbers of al] com 
in their equipment.” 


o these quotes to emphasize qa point-- close 


quipment 
rtant and 


s and for easy reshippinég: 
in standard quantities which 
We have emphasized 


informative labeling istance readability: 
In many cases, We have diagt a devices for added 


clarity: We have packaged par s for simpler stocking 
anda easier conversion an 


fort to make Square D equipment easier for you to 
It pays off for eweryone 


e encourage 
economica 


ad maintenance. 


This ef 
sell is @ continuing one. 


concerned. 
sincerely, 


w. J- Moriarty 
Manager, Distributor Relations 
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ENGINEERED 
FITTINGS 


M. STEPHENS 
MEG. INC. 
814 EAST 29TH STREET 


LOS ANGELES 
ADams 


11, CALIF. 


THE FOLLOWING IS A LIST OF SALESMEN 
REPRESENTING M. STEPHENS MFG., INC.: 
(* Means rep. carrying stock) 


*Brenner Electrical 
Sales 
305 Velasco 
Houston, Texas 


Mr. W. A. Smith 
Brenner Electrical 
Sales 

P O Box 13001 
Dallas 20, Texas 


Mr. W. D. Reese 
Brenner Electrical 
Sales 

2608 Parkview Drive 
Austin 5, Texas 


*A. Lee Clifford & Co. 
1801 W 18th St. 
Indianapolis 7, Ind. 


Forrest E. Durnal 


1121 Edgewater Ave. 


Ft. Wayne, Ind. 


Charles W. Pfeiffer 
c/o A. Lee Clifford 


& Co. 
1905 Bardstown Rd. 
Louisville 5, Ky. 


Bill Crichton 
& Associates 
Riverview, Florida 


Mr. C. R. Maddox 
5601 Suwannee Ave. 
Tampa, Florida 


Mr. C. R. Stegin 
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317 N. 11th St. 
St. Louis 1, Mo. 
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Credit and Collections 
ELECTRICAL WHOLESALING is a mem- 
ber of the Audit Bureau of Circula- 
tions (symbol, below) and proud of it. 
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WHAT is ABC? It’s a voluntary, co- 
operati and non-profit association 
which ensures dependable circulation 
statements. 

What does that mean to you? The 
publisher who submits his publication 
to the supervision of ABC affirms in 
the strongest possible way that his 
primary obligation is to his readers 
and that he owes the standing of his 
publication to a voluntary demand by 
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those readers. 

The ABC symbol tells you that the 
reader of ELECTRICAL WHOLESALING 
is the boss—and that we editors know 
it. When we study our audit report, 
we find verified circulation data that 
tells us whether or not we have earned 
the cash ballots—your paid subscrip- 
tions—that reward editorial initiative 
and leadership. 

* * * 

With the retirement of Dr. Dexter 
M. Keezer September 1 as a vice 
president of McGraw-Hill and director 
of the economics department, Douglas 
Greenwald has been named manager 
of economic services—as noted on the 
masthead above. Dr. Keezer continues 
with McGraw-Hill as consultant. 

Although the baseball season ends 
this month, EW offers a double- 
header in this issue. Two instalments 
in our Salesman’s Technical Notes ap- 
pear—making up for the one not run 
in September. 
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| FRANCE fe N 
7 DRYER CORDS 


Featuring “‘Flush-Fit’'’ Molded-on Plug 


NEW COMPACT DESIGN! Special Carol molded-on plug 
only one-half the size and weight of ordinary types... 
fits flush against receptacle. 

NEW FLAT CORD! Parallel conductors . . . more flex- 
ible, easier to install than ordinary cords. Attractive, 
modern gray color. 

NEW ADJUSTABLE STRAIN RELIEF! Fastens cable securely 
to outlet box. 2-way locking design. 


NEW EXCLUSIVE PACKAGING! “See-Thru” vinyl bags re- 
place ordinary sleeve-packaging ...cleaner, easier to 
stock . . . make eye-catching merchandising display. 


Cords also available in sturdy, reshipper cartons. All 
specifications—part number, gauges, ratings, length—on 
both types of package. Gauges also stamped on termi- 
nals for clear identification after unpacking. 





Available in full range of sizes and ratings. 
Order now...and SEE the difference in sales! 








When you call 
for cable, ‘ 
call for...... ™ ) 


yk cal COMPANY 
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t Company, Inc., Pawtucket, Rhode Island 
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TAP THE 
PROVEN SOURCE 
OF 
STEADIER PROFITS! 


NEW VINYL 


CUBE TAPS 


The Original and still 
the Industry’s Standard 


Completely unbreakable Elec- 
trix Vinyl Cube Taps look better, 
they sell better. Cost you less. 
And behind those facts is an un- 
equalled quality story of service 
and satisfaction that builds repeat 
sales... makes Electrix the most 


outstanding line in its field. 


Why not sell the best. . . espe- 
cially when profits come bigger 
and easier. Sell Electrix Vinyl 


Cube Taps. 





CORPORATION 


Ashton ° Rhode Island 











LETTERS TO THE 





EDITORS 





Stop Being Bankers 


Dear Sirs: 

I read with a great deal of inter- 
est your article in the August issue 
of ELECTRICAL WHOLESALING, entitled 
“Credit and Collections Today,” on 
page 43. 

You will recall, Tom Preston wrote 
an article on our credit policy which 
was published in ELECTRICAL WHOLE- 
SALING, March 1955 issue (page 36). 
Tom told the truth about our tough 
policy on credit. A number of good 
distributors ridiculed me and even 
told me at the convention that year 
that I was a liar, that we did not 
cut off accounts on the 15th prox 
that had not paid their bills in 
full and that they did not believe 
one word of the article. ... 

Our credit policy is still the same 
as it was in 1955, only a little bit 
tougher. 

1. We first do not grant credit to 
just anyone. They must have as- 
sets that warrant credit. 

2. We still put accounts COD on 
the 15th of the month that have 
not paid their bills in full. 

3. We now charge 1% interest per 
month carrying charges on any 
account after 30 days. 

4. We place accounts in the hands 
of our attorneys after 60 days 
and charge the account attorney 
fees and all collection costs. 

5. We require our attorneys to enter 
suit and get judgments or file 
material liens on all accounts 
that have not paid within 60 
days. 

6. We do not nor have we ever 
aged accounts. We figure there 
are only two types of accounts: 
the nice folks who pay their bills 
and the “SB’s” that don’t. 

7. We have a minimum charge of 
$5.00 and a minimum truck de- 
livery of $25. 

8. We very politely advise ac- 
counts that do not run an aver- 
age of $50 per month that we 
cannot continue to make charge 
sales to them, and ask them to 
pay cash for their future pur- 
chases. 

9. We are now in the process of 
screening accounts that run from 
$300 to $10,000 per month to 
see if those accounts are prof- 
itable. 

10. Some accounts can take too 
much personal service and han- 
dling to where they cease to be 
a profitable account; these ac- 
counts will be told, if found to 
be unprofitable, that we can no 


longer take care of their require- 
ments, 

Frankly, we still feel as we did 20 
years ago—that the overextension of 
credit is the greatest injustice you can 
do that account. We certainly feel that 
the very greatest injustice any distrib- 
utor can do is to take his good cus- 
tomer’s money and lend it to his com- 
petitor. The financing distributor is the 
greatest enemy of the good-paying 
customer and a detriment to our in- 
dustry. The sooner the financing dis- 
tributor is eliminated, the better our 
industry will be. This goes for the 
manufacturer who finances a dis- 
tributor also. 

The amusing part of your August 
article is that the distributors who 
are in such financial trouble have 
brought this on themselves. We have 
had two distributors go broke in 
Houston: one claimed he had $41,000 
worth of assets and $124,877 worth 
of liabilities. Funny thing: his $41,- 
000 worth of assets were sold for $9,- 
000; and a lot of our so-called good 
manufacturers were selling this dis- 
tributor, and are their faces red at 
the moment. Frankly, I personally 
hope they do not even get two cents 
on the dollar because they should 
never have been selling this distributor, 
and second they were letting him run 
as much as six to eight months behind 
in paying his bills. 

To those men who ridiculed me 
back in 1955, I would like you to 
know we charged off $840 total bad 
debts last year—and I have judgments 
on over $600 of that $840. 

Manufacturers are as guilty as dis- 
tributors on over-extension of credit. 
They have put warehouses around the 
country and sell anyone who has a 
letterhead that calls himself a distribu- 
tor. I feel sure some of these man- 
ufacturers are soon, if not already, 
going to be in the same shape as our 
distributors on long past-due accounts. 

We the distributors are not bankers, 
and the sooner distributors and man- 
ufacturers alike realize this and get 
out of the banking business, the better 
our industry will be. 

To the distributor who does not 
have the guts to collect his money 
every month and to carry his own 
inventory in his own warehouse and 
make a reasonable profit—so long, 
friend, and we sure are glad to get 
you out of our industry... . 

F. A. DEWALCH 
PRESIDENT 
SOUTHERN ELECTRIC SUPPLY CO. 
HCUSTON, TEX. 
e Emphasis via italics is the author's, 
via boldface is EW’s. 
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100 amp 2-POLE 





THAT TAKES ONLY 


2 SPACES 


Now... the EQ-P 2-pole 100 amp circuit 
breaker is available to. make the Uni-Pak load- 
center even more flexible than ever. It is the 
first and only plug-in 100A 2-pole that takes up 
only two pole spaces! 

I-T-E plug-in circuit breakers plus the I-T-E 
Uni-Pak give you the best and most flexible 
loadcenter line available today. Dual rated Uni- 
Pak loadcenters plus the 100A 2-pole allow you 
to convert the economical main-lugs-only load- 
center to a single main disconnect. In addition, 
the space saving EQ-P 100A 2-pole allows you 
more branch circuit space. 

For additional information, write I-T-E Cir- 
cuit Breaker Company, Walker Division, 125 
Bennett Street, N. W., Atlanta 9, Ga. Ask for 
Bulletin NI-100. 
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TIMES and TRENDS 
“So Long, Friend...” 


There’s nothing that gladdens our editorial heart more than to read letters 
prompted by our articles. Whether they praise us or pan us, we feel such letters 
rate consideration for publication. This is part of our philosophy that a reader 
has the inalienable right to agree or disagree with us—on our own pages. 

Further, we welcome letters that throw further light on a subject we have already 
covered. This month, we’ve got one of these—and it’s as white-hot as a welding 
torch (page 6). Distributor Frank DeWalch, of Southern Electric Supply Co., 
Houston, Tex., is sizzling about the present credit and collection situation. He 
feels that manufacturers and distributors are equally responsible. And he doesn’t 
mince his words in saying so. In fact, his finale is so much to the point that it 
bears repeating: 

“ |. . We—the distributors—are not bankers, and the sooner distributors and 
manufacturers alike realize this and get out of the banking business, the better 
our industry will be. 

“To the distributor who doesn’t have the guts to collect his money every month 
and carry his own inventory in his own warehouse and make a reasonable profit— 
so long, friend, and we sure are glad to get you out of our industry. .. . ” 

To which, we should add amen . . . au revoir . . . or something. 





Of Spiffs and Surveys 


“Spiffs are wonderful.” Or spiffs—‘“they stink.” These two abbreviated view- 
points were expressed in a recent opinion poll of distributors by ELECTRICAL 
WHOLESALING. Between them are a host of intermediate sentiments—with most 
leaning toward an anti-spiffing pusture. Another majority belief developed by the 
survey is that spiffing by manufacturers is increasing—on products ranging from 


water coolers to cable. 

These opinions are expressed in detail—geographically, philosophically, prac- 
tically and pungently—in this issue (page 70). While this article doesn’t represent 
the last word on the subject, it offers a good start (approximately 4,000 words). 
And, we should add, our pages remain open to the opinions of uncontacted 
distributors and salesmen who wish to be heard on spiffs. 

The opinion poll technique as presented in this issue will be increasingly fea- 
tured in issues ahead. Through the medium of McGraw-Hill’s nine domestic news 
bureaus, we can speedily, conveniently and economically interview a national 
cross-section of electrical distributors on any timely subject. Case in point: spiffs 
were a hot topic at the NAED Eastern Region Meeting in late August. A national 
opinion poll seemed in order. By the first week in September, our news bureaus 
were teletyping the verbatim replies to questions put to 41 distributors by tele- 
phone. Result: a roundup article in the October issue—one that will help crystallize 
thinking on the subject and perhaps lead to an industry consensus. 

Our spiff story falls under the heading of “Research,” which is a regular function 
of any responsible businesspaper. In today’s fast-moving economy, research is the 
tool that can pinpoint trends and facilitate decision-making—that is, the right 
decisions. Research, in our view, takes in market research, distribution research, 
product research—along with opinion research. 

Also under the heading of research in this issue are the results of a mail survey 
dealing with industrial electronics—specifically, what products your industrial 
customers are buying and from whom they are buying them (page 86). While 
the electrical distributor is making a creditable showing in selling many electronic 
products, he could do better. Significantly, his customers think so: majorities of 
industrial purchasing agents and chief electrical men believe buying electronic 
replacement parts from electrical distributors is a “good idea.” 

So much for surveys. But it’s our view—and we trust yours—that EW is the 
intercom of the industry. And our lines are always open for ideas. 


jetta 


Editor 
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These Weaver Mast Kits provide 


everything needed for low roof 









service entrance installation ex- 
cept the conduit. All parts are 






designed for easy installation 
without tools. Six standard kits 


cover most installations or, on 












request, Weaver will pack special 
kits. Individual items may, of 






course, be ordered to meet local 






requirements. 
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Distributors 
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Graybar Execs Move 
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Harvey Aluminum and Kaiser Aluminum & Chemical Corp. have 
announced 5% price cuts in the sale of rigid aluminum conduit. 
The decrease was made, according to spokesmen for both firms, 
to remain competitive with the price cuts made by rigid steel conduit 
producers announced last month. 


In the electronics market, transistor prices fell sharply last month 
due to, as manufacturers put it, “increased competition and im- 
proved production techniques.” “Prices fall overnight as capacity 
keeps growing,” said one transistor manufacturer. Another manu- 
facturer has reportedly reduced prices on industrial-type transistors 
an average of 25% in the past year. Further price reductions in the 
field are forecast. In the first seven months of this year, U.S. factory 
sales of transistors totaled 67.5 million, up from 42.1 million a 
year ago, according to an industry source. 


Englewood Electrical Supply Co., Chicago, Ill. has purchased 
Schomer Electric Supply, Inc., Aurora, Ill., according to George 
Albiez, president of Englewood. The Aurora outlet will continue 
to be operated as Schomer Electric Supply, Inc. until such time 
as it will be integrated with the Englewood organization, Albiez 
said. The acquisition of the Aurora firm increases the number of 
Englewood’s distribution centers to six. 


Identical bids for electrical equipment have turned up among 
Canadian electrical wholesalers, in Vancouver, B.C. Latest bids 
were for electrical cables and wiring supplies. Brettell Electric, Ltd., 
reportedly won a contract to supply 700 lbs. of solid bare copper 
wire manufactured in Ontario, despite a motion by one city alderman 
to draw lots among three identical bidders. 


The Moock Electric Supply Co., Canton, Ohio, and its three branches 
in Akron, Youngstown, and Mansfield, Ohio, has been bought by 
Westinghouse Electric Supply Co. Westinghouse acquisition became 
effective September 30th with the purchase of the assets and name 
of the company for an estimated $2 million, according to H. M. 
Moock, president. 


With October 31st set as the postponed date for the first trial of 
electrical equipment producers on federal antitrust charges, the 
twentieth indictment was handed down. The latest charge involves 
companies engaged in the sale of power capacitors. Named as 
defendants were General Electric Co., Westinghouse Electric Corp., 
McGraw-Edison Co., Ohio Brass Co., Sangamo Electric Co. and 
Cornell-Dubilier Electric Corp. No individuals were named. 


Graybar Electric Co., Inc., has made the following executive changes, 
according to W. E. Henges, president of the company. Vice presi- 
dent R. B. Sayre has been designated a voting trustee; treasurer 
W. B. Whaley has been elected a director and appointed a member 
of the executive committee; assistant secretary and comptroller 
R. D. Paine has been elected to fill the post of secretary and comp- 
troller A. C, Lamperti; A. R. Comi will fill the post formerly held 
by Paine. 
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Phelps Dodge Armo-Lok (Type ACV) is the first varnished cloth insulated, PVC belted, galvanized 
armored cable rated up to and including 5,000 volts to be listed by the Underwriters’ Laboratories, Inc. 
This cable offers a most efficient method of power distribution for industrial plants and utilities. 

For information about complete Armo-Lok Cable systems, write to Phelps Dodge, 300 Park Avenue, 


New York 22, New York. 


PHELPS DODGE COPPER PRODUCTS 
CORPORATION 
300 Park Avenue, New York 22, N.Y. 





SALES OFFICES: Atlanta, Birmingham, Ala., Cambridge, Mass., Charlotte, Chicago, Cincinnati, Cleveland, Dallas, Dayton, Denver, Detroit 
FortWayne, Greensboro, N.C. Houston, Indianapolis. Jacksonville, KansasCity, Mo., LosAngeles, Memphis, Milwaukee, Minneapolis, New Orlear 
New York, Philadelphia, Pittsburgh, Portiand, Ore., Richmond, Rochester, N.Y., San Francisco, St. Louis, Seattle, Tampa, Washington, D.C 
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NEW PRODUCTS 





Entrance Switch 


Suitab!e for 200-amp service, unit 
has "add-on" feature 


Switch comes factory-assembled with 
a main 200-amp pullout, four 30-amp 
or 60-amp pullouts, and 12 fused 
branch circuits. One or 2 pullouts 
and 2 or 4 branch circuits can be 
added at any time, according to man- 
ufacturer. Also features hinged main 
pullout. 14%%-in width is designed to 
allow installation between studs. e 
Arrow-Hart & Hegeman Electric Co., 
Hartford, Conn. 


Planter-Lights 


Two new types of planter-lights 
are available 


Model No.V-1690 (chain hung) and 
V-1695 (wall unit) are suitable for 
kitchens, dinettes, family rooms, and 
over fireplaces. Units are made of pol- 
ished brass. e Virden Lighting Div., 
John C. Virden Co., Cleveland, Ohio. 


Wall Fixture Bracket 


Suitable for offices, schools, and 
hospitals 


All cast aluminum unit features hinged 
door frame with white glass dif- 
fuser, wiring for either two 100-w 
incandescent lamps, or two 15-w flu- 
orescent lamps and 4-in cast aluminum 
junction box, gasket machine screws 
for weathertight installation. Finished 
in satin anodized aluminum for per- 
manence and protection against cor- 
rosive atmospheres. e McPhilben 
Lighting, Inc., Brooklyn 37, N.Y. 
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Relay 


Need for exhaust valve said to be 
eliminated 
Diaphragm assembly said to eliminate 
need for exhaust valve on pneumatic 
timing relay. Timer maintains accu- 
racy and reliability even in dustiest 
environments through - self-cleaning 
filter system that protects timing as- 
sembly from destructive effects of all 
airborne foreign material, according 
to manufacturer. Exhaust air is 
forced back through intake filters to 
blow them free of dust which may 
have collected during intake. e Cut- 
ler-Hammer Inc., Milwaukee, Wis. 


Fluorescent Lamps 


Flat, rectangular concept intro- 
duced in fluorescent lighting 
Thin, rectangular glass plates are said 
to be no more than 1'%-in thick. 
New unit is said to be 12-in square 
and about 1'%2-in thick with rear con- 
tacts. Designed for use in modular 
fashion. Available in 40 and 50-w 
models. ¢ Lamp Division, Westing- 
house Electric Corp., Bloomfield, N.J. 


Photoelectric Control 


Works with time clock te provide 
automatic light control system 


Photocell unit of Model 6801 turns 
lights on during any period when 
natural light intensity falls below a 
set level, and time switch continues 
to provide pre-set on and off periods 
regardless of natural light conditions. 
Combination of controls avoids nec- 
essity of resetting time clock to allow 
for seasonal changes in length of day, 
and the need to manually turn lights 
on during dark periods of day. e The 
Fisher-Pierce Co., Braintree, Mass. 


Disconnect And Power Fuse 


Combines by-pass and power fuse 
into one unit 


Used in conjunction with SPST hook- 
stick-operated disconnect, it provides, 
by-passing of OCR; disconnecting of 
recloser leads; and power fuse protec- 
tion while recloser is out of service. 
Type BLP available with fuse unit 
mounted either to right or left of 
center of switch. Units available 
in voltage ratings of 7.5, 15 and 23 
kv; in continuous current fuse rat- 
ings of 100 and 200-amps; and in 
continuous current switch ratings of 
200-amps. e A. B. Chance Co., 
Centralia, Mo. 





Terminal Boxes 


Weatherproof units designed for 
200-amps, |25-250-v service 


Galvanized steel boxes contain from 
3 to 5 bus bars to provide easy wir- 
ing connections for use in outdoor 
wiring. Models with 3 bus bars are 
used with single phase service and 
4 bar models with 3-phase service. 
e Hoffman Engineering Corp., Anoka, 
Minn. 


Sunlamp 


Designed with three-position focus- 
ing 
Designated the “Sun Valley” model 
109, unit is mercury-vapor type. Outer 
plastic housing protects against hotter 
chrome-plated metal reflector. Unit 
use’ 425-w ultraviolet tube. Goggles 
included. Operates from _ standard 
110/120-v 60-cps household power. 
e Sperti-Faraday, Inc., Adrian, Mich. 


Cable 


Plastic jacketed 
sheathed type available 
Called Thermo-Triex, cable’s outer 
covering consists of special polyvinyl- 
chloride compound which is designed 
not to deteriorate. Covering is said to 
be highly resistant to flame, impact, 
oil, alkalis and acids. e Triangle Con- 
duit & Cable Co., Inc., New Bruns- 
wick, N.J. 


non-metallic 


Night Light 

Unit is made of electroluminescent 
light source 
Light can be adjusted flat against wall 
or at any angle from wall up to 90 
deg and may be hung at any desired 
height. Unit offers three outlets into 
which other electrical equipment may 
be plugged. Unit is said to be five 
times brighter than other similar night 
lights. e General Electric Co., Sche- 
nectady, N.Y. 
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The men who reall 


Meet Jim Mahaney, seasoned veteran of 22 years 
in the electrical construction field... 
superintendent for the Coopman Electric 
Company; contractors specializing in complex 
commercial and industrial electrical 

installations. Jim, who has supervised some 

of the most interesting jobs in the West, 

insists on quality products... like those 
manufactured by Efcor, for a 

trouble free job. 


For instance, in the University of 

California’s new University Hall, Jim and 

his men have used Efcor fittings and 

boxes in an installation that they will 

be proud of for years. Men like 

Jim Mahaney take pride in their work 
the men who really know— 

know Efcor. 


EFCOR 


ELECTRICAL FITTINGS 
CORPORATION 


WOODSIDE 77, NEW YORK 
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NEW PRODUCTS 





Fittings 
Die cast aluminum units said to be 
copper-free 


Die cast fittings are made in both 
copper-free and copper bearing al- 
uminum. Series OR, specification 
grade, copper-free aluminum Pylets 
and blank covers have PEC-9 Epoxy 
coating. Series N, standard grade, 
copper-bearing aluminum Pylets and 
blank covers, for normal applications, 
have an alkyd-melamine finish. Both 
series have taper threaded hubs for 
liquid tight joints. e The Pyle-Na- 
tional Co., Chicago, Ii. 


Starter Housing 


Suitable for custom hub arrange- 
ments 


All-aluminum, explosion-proof manu- 
al motor starter housing is now avail- 
able. Housings in this GMMS series 
are equipped with mounting lugs for 
convenient installation, and large 
screw-type cover for easy access. Set 
screw on cover maintains proper align- 
ment of control buttons with starter 
motor. They are front operated. e 
Killark Electric Mfg. Co., St. Louis, 
Mo. 


Luminaires 

Units are thermoelectrically cooled 
Units are said to achieve maximum 
light output over a wide range of tem- 
peratures. At 77-deg F ambient tem- 
perature, light output is said to be 
72% higher than a similar conven- 
tional model. Used with any high out- 
put lamp, thermoelectric device inside 
fixture automatically adjusts to differ- 
ent lamp bulb diameters. Luminaire 
is 6-ft, 4-lamp, shallow unit employing 
4 thermoelectric heat pumps for spot- 
cooling fluorescent lamps. e Line Ma- 
terial Industries, McGraw-Edison Co., 
Milwaukee, Wis. 


Switch 


Designed for thin-wall construction 
applications 
Unit is designed to fit 144-in boxes 
and allow ample space for wiring. 
Switch is only %-in deep from face 
to back and is said to provide solu- 
tion to problems created by thin-wall 
construction methods. Rated at 15- 
amps, 120-277-v, ac only, switch is 
available in single-pole, double-pole, 
three-way, and four-way types and 
can be supplied in Ivorylite or brown 
Bakelite. e Arrow-Hart & Hegeman 
Electric Co., Hartford, Conn. 
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Fixtures 


Plastic diffusers said to provide 
soft illumination 
High impact plastic shield suits it for 
both home and commercial installa- 
tions. Called Even-Glo, unit is suit- 
able for kitchen, dining and family 
rooms. Available in two and three 
lamp units. Both fit flush against ceil- 
ing, and are wired for 60-cycle 110- 
125-v ac, low power factor, instant 
start. Available in 1434-in and 23-in 
diameter sizes. e Markstone Mfg. Co., 
Chicago, Ill. 


Rectifiers 


Designed for two to eight-amp 
range applications 


Sixteen new medium current silicon 
rectifiers are available. Continuous 
peak inverse voltage ratings of various 
models range from 50 to 600-v. Both 
positive and negative polarity units 
are available. e General Electric Co., 
Semiconductor Products Dept., Liver- 
pool, N.Y. 


Reflector Bulb 


For use in residential, commercial 
and industrial lighting 


New bulb is 50-w reflector type. Lamp 
throws beam of controlled light suit- 
able for uses as highlighting in home, 
short-throw display lighting in com- 
mercial establishments, and close-up 
supplementary lighting for inspection 
in industry. e General Electric Co., 
Cleveland 12, Ohio. 


Suspension Clamp 


Side-opening type suitable for hot 
line work. 
Side-opening suspension clamp No. 
5880 eliminates need for intermediate 
link between clamp and _ insulator, 
maker says. Only one bolt needs 
tightening to secure conductor, ac- 
cording to manufacturer. e Lindsey 
Mfg. Co., Pasadena, Calif. 


Intercom 


Unit is complete 
sound system 


transistorized 


Complete built-in unit includes two- 
way room-to-room intercom, AM/- 
FM radio, remote input receptacles 
for connecting Hi-Fi or stereo equip- 
ment, electronic door chime which 
can be heard automatically above 
sound of radio or phonograph. Plug- 
in mounting and pre-wiring permits 
easy connecting and mounting into 
wall box. Entire master station can 
be removed for servicing by simply 
disconnecting FM antenna leads. e 
The Rittenhouse Co., Honeoye Falls, 
N.Y. 


Connector 


Designed to accommodate cable 
and flexible conduit 


Two new malleable iron two-screw 
type, open throat clamp connectors 
available for round or oval shaped 
cords. Connectors will house conduc- 
tors ranging from .217-ins to 1.00-ins. 
Other type connectors will cover range 
from .310-ins to 1.090-ins. e Gedney 
Electric Co., New York, N.Y. 


Wire and Cable Strapping 


Tying system is composed of two 
components 


System, called Insuloid Strapping, has 
a high grade PVC plastic belt and 
stud-like insert. Installers wrap strap 
around the wire or cable run to be 
held and snap-in a stud. Available in 
75-ft coils and two widths—e-in. 
and %2-in. e Electrovert Inc., New 
York, N.Y. 


Press Button 


Unit is palm-operated for stamping 
presses 


Available for mounting in machine 
cavity or in_ oil-tight enclosure, 
new press button has heavy-wall die- 
cast construction. Pushbutton surface 
(over 7'%-sq ins) is extra thick 
to provide long life despite abrasive 
contact with work gloves. Key lock 
is provided for by-passing button if 
desired. e Square D Co., Milwaukee, 
Wis. 
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THERE’S 


A REAL DIFFERENCE 
IN SAFET Y-SWITCH 


SAFETY! 


The real difference in safety . . . and the difference is very 
real . . . lies in switch performance under electrical load. 
You can spot this difference instantly when you compare 
the action of BullDog Vacu-Break® Safety Switches. 


When you operate Vacu-Break Safety Switches under load, 
there is no blinding flash, no dangerous arc ‘“‘explosion’’. 
The exclusive Vacu-Break design double-breaks the circuit, 
confines the arc within the enclosed switch head, smothers 
and extinguishes it instantly. Maintenance of contact 
points is virtually eliminated, and you don’t have to open 
the switch-box door to know the contact is broken. 









The operating handle is connected directly to the Vacu- 
Break heads. Push the handle “‘Off’”’ and contact is bro- 
ken positively every time. There are no toggles, triggers 
or springs to depend on. You know the switch is “Off’’ 
without looking. 


Clampmatic® assembly gives clamped pressure contact, 
speeds “‘break’’. This means positive, safe operation, and 
long, trouble-free switch life. In safety switches, the real 
difference in safety lies in design and performance. Com- 
pare BullDog Vacu-Break Safety Switches with other 
types, and then see the difference! 


Unretouched photographs of the arc in 100-Amp 600-volt switches operating under 90-Amp 440-volt load with 40% to 50% power factor. Pictures taken at instant of break. _ 
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Vacu-Break Safety Switches confine dangerous, destructive arcs 
inside arc chambers, and smother them instantly. 


oe VACU-BREAK HEAD 


PRING 


—_———e CLAMPMATI( 


MOVABLE CONTACT SLUG 


T™ CENTER INSULATING BARRIER 








Open knifeblade switches permit arc “‘explosions"”’, burning and 
pitting contact points. The result—fire hazard and switch damage. 


Cutaway of Vacu-Break switch head, showing movable contact slug 
inside arc-smothering closed chamber. Clampmatic spring as- 
sembly gives bolt-tight contact, speeds ‘‘break’’, increases switch 
life. 


BullDog Electric Products Division, I-T-E Circuit Breaker 
Company, Box 177, Detroit 32, Michigan. In Canada: 
80 Clayson Rd., Toronto, Ont. Export Division: 13 East 40th St.; 
New York 16, N.Y. 


For Safety’s Sake—Buy Vacu-Break 





BULLDOG ELECTRIC PRODUCTS DIVISION 
1-T-E CIRCUIT BREAKER COMPANY 
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NEW PRODUCTS 





Portable Heater 


Two new units added to manu- 
facturer's line 


Model 106, forced air radiant heat 
portable features instant heating rib- 
bon elements, thermostatic control, 
safety tip-over switch. Unit is 19-in 
wide, 17-in high, 612-in deep. Offered 
in contrasting mocha and gold colors. 
Operates on 120-v ac, 1650-w, 13-7- 
amps. Model 105, has ribbon heating 
elements, positive action “on-off” 
switch, safety tip-over switch. Unit is 
15%-in wide, 17-in high, 612-in deep. 
Operates on 120-v ac 1,320-w. 

e Fasco Industries, Inc., Rochester, 
N.Y. 


Tap Connectors 


New line of spacer type connectors 
introduced 


Tap connectors of “H” frame design 
for cable sizes from No. 6. solid 
through 400 MCM stranded alumi- 
num or copper cable, available. Use 
conventional “O” and “D” compres- 
sion dies up through 4/0—standing, 
and utilize a new die size “N” from 
4/0 through 4—MCM stranded cable. 
All connectors are made of high con- 
ductivity EC Grade aluminum extru- 
sions assuring cool running contacts. 
Use of spacer permits recommendation 
of this connector with copper, alumin- 
um or ACSR. ¢ Penn-Union Electric 
Corp., Erie, Pa. 


Limit Switches 


For use where large quantities of 
oil and coolant are present 

New line of potted limit switches is 
said to exclude all foreign materials 
and liquids. Units are pre-wired, and 
conduit entrances are sealed with 
epoxy resin. Four No. 14 wires 5-ft 
long are furnished as standard, and 
switches also are available with leads 
of any other length required. 
e Square D Co., Milwaukee, Wis. 


Portable DC Power Supply 


Designed specifically for laboratory 
work 


New portable de power supply plugs 
into any convenient 60-cycle, 95/ 
130-v circuit. Filtered direct current 
output has range from 0/45-v, and 
capacity of 0/2.5-amps. Unit is con- 
tinuously adjustable and stabilized 
+ 1% at any output setting regardless 
of any ac fluctuation, maker says. 
Available also in permanent rack 
model. ¢ Acme Electric Corp., Cuba, 
N.Y. 
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Receptable 


Unit has 3-wire “U" ground con- 
venience outlet 


Designed to provide lampholder and 
safety outlet for appliances and tools 
used in homes, workshops, and plants. 
Features include 1-in plaster-cleaning 
mounting screws, shareholder groove, 
bronze contacts, electrical porcelain, 
and 4%-in base diameter for a 4-in 
box. Unit can be mounted in any posi- 
tion. Receptacle rated at 250-w, 
125-v, and outlet has 15-amp, 125-v 
rating. No. 854-S. e Circle F Mfg. 
Co., Trenton, N.J. 


Floodlight 


Complete with garden stake, wall 
bracket and lamp holder 


New weatherproof home floodlight 
(model R114J) designed for decorative 
lighting or for outdoor lighting pur- 
poses. Unit is complete with garden 
stake, wall bracket, lamp holder for 
PAR-38 lamp pre-wired with cord and 
plug, and installation hardware. e Rab 
Electric Mfg. Co., Inc., New York, 
N.Y. 


Connectors 


New 90 deg steel connectors use 
no screws 


Connectors No. 305—%-in and No. 
306—'2-in have no screws or parts 
to assemble and feature hinged snap- 
caps. Units twist into flex and one 
extra twist locks them in place, man- 
ufacturer says. To pull wires through, 
flip cap open—pull wires—snap cap 
shut. e Tomic Sales and Engineering 
Corp., Detroit, Mich. 


Exit Light 


Features all 
struction 


cast aluminum con. 


New wafer thin “50 line” is of all cast 
aluminum construction with stenciled 
face or glass inscription panels, 2-cir- 
cuit wiring for either incandescent or 
fluorescent lamps, for 120 or 277-y 
systems, and integral downlight, pro- 
viding illumination of doorway in the 
event of an emergency. Internal cast 
hinge-and-lock eliminates all external 
hardware—door remains in open posi- 
tion for relamping. e McPhilben 
Lighting, Inc., Brooklyn, N.Y. 


Immersion Heat Unit 


Features an offset thermostat well 
for temperature control 
New type immersion electric heating 
control unit is now available. Fea- 
tures offset thermostat well for a more 
precise temperature control setting 
and improved visibility for the 
thermostat dial. Two series: TPD in- 
cludes standard 112-in IPS plug for 
all models. Available in 118-v or 236- 
v with capacity of 2,000 or 2,500-w; 
TPC series has 1-in plug and is avail- 
able in 118-v or 236-v in capacities 
ranging from 500 to 1,500-w. 
e Coolerator Div., McGraw-Edison 
Co., Albion, Mich. 


input Regulator 


Control suitable for electric ranges 
and other applications 


Bimetal input regulator controls wide 
selection of inputs to heating element. 
Designed for 240 or 120-v ac. Can 
be suited for other ac voltages also. 
Will handle loads to 15-amps. Con- 
trol provides inputs from 5 to 100% 
of the heating element being con- 
trolled, maker says. Size, 1%4-in 
square and 1'\4,-in in depth. Op- 
erates with single coil element or 
double coil element. 

e Indiana Div., Robertshaw-Fulton 
Controls Co., Indiana, Pa. 


Relay 


Suitable for direct current appli- 
cations 
New fast release relay, known as 
Type 1 relay, is applicable to direct 
current operations requiring rapid 
opening and closing of circuits. Unit 
delivers high-speed operation or mar- 
ginal operation depending on selection 
of coils and proper adjustment. Long 
coil construction permits use of high 
resistance coils and may be engineered 
to operate on as little as .002-amps. 
e Lakewood Controls Corp., Crystal 
Lake, Ill. 
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en for business... YOUR 
business! 


ROYAL Portable Cords 


have the quality, the reputation, and the packaging to open up more 
sales and profits for you! There’s a complete range of cord types and 
sizes, serviced by Royal’s nationwide sales organization. Rubber, 
neoprene, thermoplastic portable cords. Fixture wires. Lamp cords. 
Machine tool wires. Thermo cables. Bell wires. Coaxial cables. And 
more. Stock up now on the fastest-selling cord line . . . the line that’s 
preferred by users . . . the line that means business — for you... 
Royal! See your Royal representative. 
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ELECTRIC 


en associate of 


ROYAL ELECTRIC CORPORATION 
PAWTUCKET, RHODE ISLAND 


In Canada: 
Royal Electric Company (Quebec) Ltd., Pointe Claire, Quebec 
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QUALITY LINE OF 


SCREW 
ANCHORS 





NAME 


“Hi-RED” PLASTIC SCREW 
ANCHORS Fasten anything... 
anywhere! Tremendous holding 
power (outdoors or indoors) in 
concrete, brick, cinder block, 
tile, wallboard, glass, wood, 
etc. Sizes for No. 4 screw up 
to %” lag...sold in kits or 
cartons. SAVE UP TO 70% 
... MILLIONS IN USE! 


“WALLY” PLASTIC SCREW 
ANCHORS FOR HOLLOW 
WALL USE The only plastic 
screw anchor with “‘toggle- 
bolt" action—lower end backs 
up and bulges behind wall ma- 
terial, holds permanently. Can 
also be used in solid materials. 
One size for Nos. 6-10 screws. 


SELF-DRILLING ANCHORS 
3 new improved types: FLUSH 
(hand), “4” to %”...SNAP- 
OFF (power), %” to 7%”... 
TIE-WIRE (power), 7/32” hole. 


TOGGLE BOLTS Standard 
“Spring-Wing” type and Tum- 
ble Toggles (2 styles). All 
popular sizes—with round, 
mushroom and flat heads. 


LEAD ANCHORS Copper 
coated STEEL insert for greater 
strength. Ten popular sizes, 
6-32 thru %4-10. FREE setting 
tools. 


WOOD SCREW ANCHORS 
Made of high grade lead. Use 
in concrete, brick, masonry etc. 
All popular sizes, %x%”" to 
% x2", 


EXPANSION BOLTS All 


parts zinc plated and assem- 
bled as a unit. Sizes from 
3/16 x 1” to %2x 8” in popular 
iengths. FREE setting tool. 


LAG SCREW SHIELDS 


For cut or rolled thread lag 
screws. Made of special rust- 


ue 


jreciotont alloy. Sizes 4" to %" 





in long and short lengths. 
SEND FOR “Hi FASTENER CATALOG 


FIRM en 


ADDRESS 
: 


a a 


HOLUB INDUSTRIES, Inc. 


450 ELM ST. © SYCAMORE, ILL. 
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@ A huge, $22-billion reclamation program during the next 40 
years has been forecast by the Bureau of Reclamation for the 17 
western states. This program—roughly at the same pace as in the 
past, but 2.5 times faster than during the 1950’s—would develop 
6,280,000 kw of new hydro power generating capacity. 

The new federal generating capacity would be located as follows. 
Colorado River Basin, 1,763,000 kw; Central Pacific area, 1,065,- 
000 kw; Pacific Northwest, 750,000 kw; Missouri River Basin, 
254,000 kw; Gulf Basin, 142,000 kw; Great Basin, 125,000 kw; 
Arkansas-White-Red River Basins, 124,000 kw. In addition, the 
California state water plan would account for 2,057,000 kw. 

This program would account for development of about 90% of 
potential federal hydro power sites in the present reclamation states, 
75% of potential non-federal hydro power sites. 

Actually, the reclamation program involves a noticeable shift 
toward federal reclamation development, as more complicated, 
“project type” reclamation development becomes necessary. More 
high-lift irrigation pumping facilities, calling for a large amount 
of pumping power capacity, plus larger storage dams, will mark 
the coming reclamation projects. No radical shift in type of project— 
salt water conversion, inter-basin water transfer, weather control— 
are expected until after the year 2000. 

The bureau also expects its future program to move eastward 
into new states as they are added to the reclamation area. This 
won't come about for at least the next decade. But “the time will 
come when more elaborate, project-type facilities will be required 
and in demand” in the East, says the bureau. These projects won't 
be feasible by private or local groups. 


* * * 


@ The U.S. Treasury’s new 2% bond series for REA borrowers 
has drawn nearly $4-million from investing co-ops since the bonds 
first were made available July 1. The bonds, redeemable on 30 
days’ notice, can be bought in $1,000 multiples, and are intended 
as an answer to criticism that co-ops who borrow money from the 
U.S. Government at 2% shouldn’t invest their reserves at a higher 
figure. 

A survey of the first 30 co-ops to buy the bonds shows the 
following: The “average co-op” that has bought these new 2% 
bonds has a gross electric plant investment of $2,842,601, total 
assets of $2,724,143, and a long-term debt of $2,133,284. Located 
mostly in the midwest, these co-ops have an average of 4,844 
customers, 1,561 miles of distribution line, and an average annual 
residential customer load of 4,161 kwhr. Almost all of the 30 
co-op buyers had an average depreciation & amortization reserve 
of 25%—near or slightly above the national average. 

in other comparisons, the “first 30” borrowers had higher resi- 
dential loads, revenues per mile, customers per mile than the average 
co-op; and they had lower investment ($587) per mile than the 
average ($868). These 30 co-ops also had returned 5.8% of their 
REA loans in advance payments (4.2% average), and invested 
9.8% of their total assets in investments or special funds (average, 
7.85%). 


* * * 


e The controversial federal Burns Creek hydro power project 
(90,000 kw) on the Snake River, Ida., died in the House Interior 
Committee this year, after a quorum failed to appear for a vote 
on the issue. The project must be introduced as a new bill in the 
1961 Congress, if backers hope to enact it into law. 
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Type BBl 


welds a permanent 
electrical connection 
easily and economically 


to any copper conductor 
— 


or steel structure 3 Weld anywhere with light- Pour powder into mold, tap. Close cover, ignite with flint 
aa weight THERMOWELD. Starting powder won't mix gun. THERMOWELD forms 

Self-contained, needs no with welding powder, as- liquid copper which fuses 

external source of power. sures positive firing. conductors into solid mass. 


NORWALK CONNECT. e BICC-BURNDY Ltd., Prescot, Lancs., England @ In Continental Europe: Antwerp, Belgium @ TORONTO, CANADA 





NEW 4-WAY 
POCKET TOL 


that'll do a first-class job 
of selling itself ! 


a real ‘‘working partner” for removing 
backs of TV sets and installing antennas 


It's a 1/4” nut driver! 
Fits Parker-Kalon screws. 


Genuine Xcelite 
plastic handle — 
shaped and 
balanced for 
working ease. 
Equipped with 
pocket clip. 


me) J it's a 7/16" 
nut driver! 
Ideal for 
antenna 
installations. 


3 t's a No. 1 
Phillips 
screwdriver! 


Double-end blade 
inserts in 7/16” hex 
opening. Just push 
it in or pull it out! 
Patented spring 
holds it firm. 


It's a 3/16” 
slotted screwdriver ! 


Put “No. 600” 
on display 

right away! 
Merchandising 
card (easeled and 
punched) 

holds ten. 


ORCHARD PARK. N.Y. 


Canada: Charles W. Pointon, Ltd., Toronto, Ont, 


XCELITE, INC. « 
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ARCS AND SPARKS 





The Case Against 
The Direct Sellers 


By Paul E. Bowers, Manufacturers’ Agent, Buffalo, N.Y. 


HE increasing trend of manufactur- 

ers selling direct to consumers and 
contractors is creating a problem for 
the electrical wholesaler and for the 
ethical manufacturer. There is not, 
nor can there be, any justification for 
this practice, and I doubt there are 
any who can present a sound reason 
for this procedure. I must, of course 
except the case of OEM material, al- 
though there are times when that case 
is pretty weak. 

Certainly, one excuse is, “But it got 
us the order,” but that is about as val- 
id as dealing from the bottom of the 
deck to win a card game. If you are 
in business for the sole purpose of 
selling direct, then this excuse might 
be acceptable. But, if you expect to 
take certain orders direct and others 
through, and with the assistance of, 
the electrical wholesalers, you are 
seeking to play both ends against the 
middle and are undermining the sys- 
tem of supply distribution without 
which the electrical manufacturers 
could not have built their business to 
the volume it has reached, at the 
profit they have enjoyed. If this were 
not true, why do the leading manufac- 
turers continue to sell their material 
strictly through electrical wholesalers? 

In the city in which I live, three 
buildings have recently been erected 
for which the owners, in two cases, 
and the tenant, in the other, purchas- 
ed the lighting equipment directly 
from the manufacturer. These man- 
ufacturers have distributors in the 
city, and there were local contractors 
on the job. I challenge anybody to 
present an honest reason, other than 
expediency, why this equipment should 
not have been soid through regular 
channels. And I would like to point 
out that expediency is never an honest 
reason. 

The bricks, concrete, roof, floor, 
etc. for these buildings were not 
purchased direct, and there would be 
just as much reason for the direct 
purchase of the lighting equipment. 
But it would seem there are those in 
the lighting industry who are lacking 
in the ethics or courage or both. 

A frequent excuse is, “The owner 
insisted on buying direct.” Let him 
insist all he wants, but there is no rea- 
son why any should heed him. If all 


materials were purchased direct by 
the consumer, these owners would be 
out of business and, if such owners 
wish to operate in one way on pur- 
chasing and another on selling, it is 
time somebody had the courage to 
present them with the facts—and I 
offer the following experience that the 
presenting of such facts can be profit- 
able. 

An electrical contractor asked me 
to call on a builder for whom he was 
doing the electrical work on a new 
plaza in which this builder also owned 
a dress shop. I showed the owner sev- 
eral iliustrations of lighting fixtures 
from which he selected one and asked 
the price. I quoted him user prices, 
with full protection for the contrac- 
tor and wholesaler. His reaction was: 
“I can buy fixtures direct from a lo- 
cal manufacturer for far less money 
than that.” I agreed he could and 
stated my material could not be 
bought direct and, as politely as pos- 
sible, pointed out that his dress shop 
and the stores in his plazas could not 
exist if everybody bought direct from 
the manufacturer. 

Most certainly, I didn’t get this or- 
der. My price wouldn’t have been low 
enough even at distributor’s cost. 
But another tenant of the plaza want- 
ed some fixtures somewhat better 
than the type the builder furnished, 
and the builder told him, “See that 
triend of the electrical contractor; any- 
body who can maintain a policy as 
strict as that has to have good mater- 
ial.” 

This order was twice the size of the 
one for the dress shop, and I would 
never have been considered for this 
job if I had sold direct to the builder 
as he would have known my material 
was run-of-the-mill or worse if it were 
sold direct. I am not holding myself 
up as an example of integrity. I like 
orders just as well as anybody else, 
but it so happens I have always re- 
presented manufacturers whose poli- 
cies did not permit selling direct; and 
all of us, by the way, are still in bus- 
iness. 

There is one way, and only one 
way, to function in this electrical bus- 
iness, and that is to sell through ac- 
cepted channels. Either we function 
in that way or the electrical contrac- 
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LPI Trend luminaire for schools and offices has lumi- 
nous side panels for lighting efficiency with excellent 


brightness control. Diffusers offered: clear ventrolens, 


white ventrolens, or polystyrene egg-crate louver. 


New LPI Trend luminaire now makes comfortable, 
high illumination levels practical for low-cost installations 


a prismatic-control 


While lighting engineers recommend the new higher 
foot-candle levels in schools and offices, they also demand 
comfortable illumination with carefully controlled 
brightness. LPI’s new Trend series is designed specifi- 
cally to meet these standards at a sensible price level. 
The series lives up to performance requirements of speci- 
fiers and users, it fills contractors’ needs for an economi- 
cal, easy-to-install system, and it meets the distributor’s 
requirements for a profitable, engineered line. 

The patented design of the Trend luminaire combines 
luminous side panels with efficient diffusers. Both are 
engineered in shape and transmission characteristics to 
provide increased foot-candie levels while closely ap- 
proximating the Illuminating Engineering Society’s 
“scissor curve” for visual comfort. 

Completely luminous, wrap-around side panels make 
the Trend luminaire strikingly attractive, and contribute 
to its high efficiency and excellent brightness control. 
Direct glare is well below levels commonly associated 
with conventional fixtures. A choice of three diffusers 
makes possible economical, engineered solutions to 
problems of direct and reflected glare. 


You can offer clear ventrolens 
diffuser type previously available only in substantially 
more expensive luminaires), white ventrolens for even 
better brightness control, or a new polystyrene egg-crate 
louver which provides 55 
and lengthwise 


shielding both crosswise 


Trend Series luminaires are offered in the following 
sizes for 430ma rapid-start lamps: 4 ft. x 12 in. unit for 
two lamps, 4 ft. x 16 in. for three lamps, 4 ft. x 16 in. for 
four lamps, and 8 ft. x 12 in. tandem arrangement for 
four lamps. This lets you provide the proper units for 
any application requirements. Luminaires can be surface 
or pendant mounted, individually or in continuous rows 


For complete information on LPI’s new series, send 
for the Trend Bulletin 


FLUORESCENT 
LIGHTING 


Lighting Products Inc., Highland Park, Illinois 





RAWLINSON ENDORSES TORK’s 
SELECTIVE DISTRIBUTION 
POLICY 


4 


‘ee i 
ah | 


Percy Rawlinson (right) likes the inquiries and sales leads given him by TORK 
Sales Representative Paul Matthews. Providing local leads and national pro- 
motion are all part of TORK’s backing for its selective distributors. 


—_ 


“T’m all for selective distribution” said Mr. Rawlinson, leading Dallas, 
Texas, electrical distributor. “And”, he continued, “I’m all for TORK’s 
policy of selective distribution. It pays off for me.” 

“TORK and I feel that honest and correct relationships with legitimate 
distributors are the only way for a manufacturer to do business. It’s 
made for a closer relationship, in both investment and promotion, be- 
tween myself, the distributor, and TORK, the manufacturer. For ex- 
ample, when my salesmen promote the line, I know they’re not wasting 
their time — for we’re protected by TORK.” 

Paul Matthews added: “TORK isn’t interested in diluted distribution. 
And, we work closely with and for our distributors. Non-stocking dis- 
tributors, who must bid on TORK specs, are referred to Rawlinson. 
Leads and inquiries, developed by TORK’s national advertising and 
promotion, are turned over to Rawlinson Electric Supply — as with 
all our distributors.” 

“The TORK line and selective distribution is truly a ‘profit package’, 
Mr. Rawlinson concluded. The true completeness of the TORK line 
makes for better customer service. We get the benefit of TORK’s good 
profit line ... plus protection by the manufacturer ... plus support 
by the manufacturer — and we at Rawlinson wind up with an unbeat- 
able combination as TORK’s stocking distributors.” 


® SELECTIVE DISTRIBUTION 

@ BETTER CUSTOMER SERVICE 
@ WIDELY SPECIFIED 

@ TRUE COMPLETENESS OF LINE 


TORK 


in Canada: Dominion Electric Manufacturing Co. Ltd., Toronto 





TIME CONTROLS, Inc. 
MOUNT VERNON, NEW YORK 


Continued from page 20 
tor will be selling only the labor on 
the jobs. 

There are some electrical wholesa- 
lers who sell direct to the owners and 

or builders without protection for 
the contractor on the job. It has always 
been the accepted practice for whole- 
salers to sell direct to those compan- 
ies with electrical maintenance depart- 
ments, but there is no more reason 
for them to sell direct to other con- 
sumers than there is for the manufac- 
turer to do so. And I have found the 
better electrical wholesalers agree 
with this opinion, as they are not in 
business just for one particular order, 
which is probably the reason they are 
the better wholesalers. 

Now, I would like to hear some of 
these direct sellers present their case. 
Do they obtain any of their business 
through the wholesalers or contrac- 
tors? If so, why don’t they respect 
their customers and not fast deal them 
when opportunity presents? Could they 
sell all their production at the same 
profit by selling direct? If so, why do 
they expect and seek business from 
the contractors and _ wholesalers? 
What would be their opinion of the 
manufacturer of one of the integral 
items of their products if that manu- 
facturer sold them those items for cer- 
tain jobs but sold direct to the con- 
sumer or other jobs? 

For example, let’s get really absurd 
—suppose a socket manufacturer sold 
sockets to the lighting equipment 
manufacturer for certain jobs but 
sold direct to the user on others. How 
would the manufacturer feel about 
that? Sound silly? It is silly, but 
no more so than having an electrical 
contractor install all the material up 
to the outlets and then have the 
owner say, “Here are some fixtures I 
bought so your work will operate.” 

I am not so much critical of the 
direct sellers as J am sorry for them. 
I’m always sorry for those who don’t 
know any better than to fast deal 
those without whom they would not 
be in business. There are those who 
say, “But they make money.” 

Success is not what one gets but 
what one becomes, and none have be- 
come very much who consider a fast 
buck good business. Usually, the dir- 
ect sellers copy the products and 
cash in on the promotions of the eth- 
ical manufacturer; they seldom create 
anything. They will place orders 
through the distributors only if the 
credit of the buyer is doubtful. 

What’s the cure? It’s simple—the 
contractors and distributors refuse to 
do business with them. There are 
enough of the honest manufacturers 
with whom they can deal without hav- 
ing to be dealt from the bottom of 
the deck by fakers. 


ELECTRICAL WHOLESALING—October, 1960 





Fittings for every need 
from one reliable source...RACO 


As an electrical distributor, your fitting require- 
ments vary drastically. Today, a contractor asks 
for large service entrance fittings. Tomorrow, the 
request is for smaller sizes. One contractor needs 
aluminum, another steel—still another, malleable 
iron or pressure cast. 
When you handle Raco, you have the fitting for 
every need—the fitting to answer any problems 
4 your contractor may have. 

Boxes for every job Simplify your ordering, inventory and shipping 
Raco boxes offer you more volume-building benefits problems. Make your next order complete—order 

than any other... the right box for every job. fast selling Raco fittings and boxes. 


Most versatile and complete line of roughing-in materials. 


RAcCO@ ALL-STEEL EQUIPMENT INC. 


Aurora, Illinois 
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control center switchboard 


panelboard 
enclosed circuit breaker 


New and exclusive from Federal Pacific—Rotary Handle 





circuit breakers—the simplest, safest molded case breakers 





in the industry. Here is the one sure way to eliminate 





troublesome mechanical linkages to forget all externa 
mechanisms to be absolutely certain of positive opera 
tion and true handle indication. Integral cylinder lock an 
locking ring for up to three padlocks are standard on al 





breakers. Federal Pacific breakers can be locked “on” o 
“off” independent of door position. Four frame sizes—1 

to 800 amperes— meet all requirements for panelboards 
switchboards, control centers and individually enclosed 
circuit breakers. Write for Bulletin 1425, Dept. FP-4 
Federal Pacific Electric Company, Newark 1, New Jersey 
FEDERAL PACIFIC. SBLECTRIC COMPAN 


FRE 


growth through creative energy 





“OUR HEAD TOO BIG?” 


NO! 


we've just 


: enlarged 
Beit the hat! 


~~ 
ayy 


és *, 


sig oN es S 


os rE” We are proud of our recently expanded plant because 
it gives us more room to grow. But more important, 

we can now carry a larger and more complete 

inventory which will help us fill your orders faster 

than evér before. Test us, you'll see. Our service 


can’t be beat. 


Our model is two-year-old Karen 


Floyd, another granddaughter of 





Al Johnson, president of Alwalt 
Manufacturing Company and 


Circle A-W Products Company. 


Circle A-W Products Manufactured by Alwalt Manufacturing Company 


WIRING GUTTER AND FITTINGS go YACe METER AND BREAKER ASSEMBLIES 
TRANSFORMER CABINETS ae SCREW COVER-BOXES 
HINGE COVER-BOXES aa’ <= WEATHERPROOF BOXES 
UTILITY BOXES ro CABINET BOXES 
HINGE COVER WIREWAY AND FITTINGS S METER TROUGHS 


CIRCLE AW PRODUCTS Co. 


P.O. Box 1171, Modesto, Calif. 
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Circuit Breaker Panelboards 










_. 10 amps. 2-pole and 
_ 3-pole common trip breakers 





October, 


tie up less money 
in inventory 


| a a — Bae” 6 1 By Customers 


eRe bias .<—) ao k—J6 nig — 3 oat —)— 


Thermal-magnetic quick-make, quick-break 
mechanism whether manual or automatic 

. m 
Shorts or abnormal overloads can't hold | 
‘Tims lag feature prevents tripping 
on momentary overloads, ; 


10, 15, 20, 30, 40, 50 and 
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All you need is the basic enclosure, and a stock 
of Quicklag-P circuit breakers, to give over-the- 
counter delivery on practically any lighting 
panelboard order! Everything, except separately 
packaged breakers, is contained in one box, ready 
for fast, easy installation. 


Available with main breakers—or with main lug 
connections—from 50 to 225 amps. Contractor sim- 
ply removes K.O.'s in front and inserts breakers 
on the job. Frank Adam panelboards speed turn- 
over, increase volume, boost profits. 


Get the whole story..... Write for Bulletin 305. 


FRANK ADAM PANELBOARDS HAVE ALL 
THESE TOP SELLING FEATURES: 
One-piece code-gauge galvanized housings—4" easier-to-wire 
gutters on All sides—sequence bussing—Al current carrying 
parts are electro silver plated— instant panelboard adjustment 

for flush or surface mounting—plus many others 


RANK Since 1891 
BAM ELECTRIC COMPANY 
P.O BOX 357. MAIN P ¢ ST LOU'S 66. MO 
busduct + panelboards + switchboards + service equipment 


safely switches + load centers + Quikheter 


27 














NEW 
CUTLER-HAMMER 
174 ae) 


PANEL AREA 


197 SQ. IN 





VOLUME 
1480 CU. IN. 


PANEL AREA 
270 SQ. IN 


37% 
LARGER 





VOLUME 2540 CU. IN. 


71% LARGER 


LARGER 


VOLUME 2820 CU. IN. 
90% LARGER 


LARGER 





VOLUME 5750 CU. 
224% LARGER 


IN. 





PANEL AREA 
645 SQ. IN 


227% 
LARGER 





VOLUME 5775 CU. IN. 
288% LARGER 
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Now! A complete line of easy- 


to-install Cutler-Hammer Starters 
including a new compact Size 5 


7 sizes for use as components or as complete starters 
(Size OO, O, 7, 2, 3, 4 and 5) 


Now, with the new Cutler-Hammer com- 
pact Size 5 Starter you can offer all the 
advantages of a complete line, plus all the 
advantages of the famous Three Star line. 


The new Size 5 needs only an eight- 
inch deep case. Its open dimensions are 
just 13” wide, 15 3/16” high, 71%” deep... 
and is available as a non-reversing or re- 
versing starter or as a contactor. 

Even the wiring’s easier. The lugs un- 
bolt and are easily reassembled with the 
line and load cables in them. 

You still offer, of course, the famous 
Three Star advantages that have made 
Cutler-Hammer Starters so famous: de- 
pendable pivoted armature, vertical con- 
tacts that don’t collect dust, ease of in- 
stallation, ease of inspection and main- 


WHAT’S NEW? ASK... 


CUTLER-HAMMER 


Cutler-Hammer inc., Milwaukee, Wisconsin + Division: Airborne Instruments Laboratory + Subsidiary: Cutler 


tenance, plus many other features. Get all 
the new facts on the complete Cutler- 
Hammer line with Pub. LO-69-U247. Or call 
the Cutler-Hammer district office near you. 


What's new at Cutlier-Hammer? 
There’s a new spirit here. You can see it in 
the new products like the Size 5 Starter, 
for instance. We’re out to give the Cutler- 
Hammer distributor the best products, the 
best service, the most selling advantages 
possible. We’ve added sales engineers to 
give you more help in the field. We’ve cut 
the time it takes to get stock item modi- 
fications from a few weeks to a few days. 
And, your stocks get better back-up service 
thanks to our new  warehouse-stocking 
program. Get more details from the Cutler- 
Hammer sales office nearest you. 








Hammer International, C. A. Associates: Canadian Cutler-Hammer, Ltd.; Cutler-Hammer Mexicana, S. A 
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EVERY 3-YEAR-OLD KNOWS... 


what some transformer manufacturers have forgotten 


Before he could talk, Junior learned that resiliency absorbs shock—that a marble 
dropped on the floor makes more noise than one dropped on a pillow. Elementary? 
You’d be surprised how many transformer manufacturers forget this simple fact 
when they design a cabinet model. Or maybe you wouldn’t be surprised—maybe 
you’ve heard some of them roaring away. 

On every JEFFERSON dry type cabinet transformer the core and coil are com- 
pletely isolated from the cabinet—floating on a resilient cushion of rubber— 
minimizing vibration and sound. JEFFERSON gives you the quiet operation that 
is always desirable, and necessary in hospitals, libraries, offices and schools. 

They’re designed to last longer, too. JEFFERSON engineers have provided plenty 





of wiring space by mounting core and coil above the base so that wiring is never ee 
exposed to higher than ambient temperatures. JEFFERSON insistence on quality available in: 
is reflected by the fact that every cabinet must have three coats of paint— Single Phase— 
every bolt must be plated—a reassuring fact when your transformer must ae 
perform under humid conditions. Three Phase— 
These are just a few examples of the expert engineering that has made er 
JEFFERSON transformers the preferred line. 300KVA 


JeffersoOn ory rec TRANSFORMERS 


Jefferson Electric Company «+ Bellwood, Illinois 
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WAREHOUSE INVENTORIES CARRIED IN: 
ATLANTA KANSAS CITY 






Write today for new illustrated catalog 
of the Complete RED » DOT Line. 




































BALTIMORE LOS ANGELES 

BOSTON MIAMI 

CHICAGO MINNEAPOLIS 

CLEVELAND NEW YORK 

DALLAS PHILADELPHIA 

DENVER PITTSBURGH 

DETROIT PORTLAND, ORE. 

GREENSBORO, N. C. ROCHESTER yn in 

INDIANAPOLIS SAN FRANCISCO LP 
Seld only through authorized Electrical Wholesalers > 


& 
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Profit Parade of 


Carded 
Displays 


No one elsz offers such 
a variety of carded tools! 


Every card features new, 
fast-selling items! 

No shelf stock! Cards give 
visible inventory control! 


Each card a real profit- 
maker! 


NEW .. . DUS 1111 Display 
Features 1/4” nut driver plus regular 


and Phillips screw drivers, 


Distributor Net. . .$8.00 per card of 10 
Sells to the trade 
for only ...- $1.28 each net 


26 Cards From Which to Choose 





A $3.50 value 
leatherette type 
attaché case FREE of 
extra cost with pur- 
chase of six assorted 
cards (minimum 


order $35.00) 











VACO carded displays are your best bet for picking up extra impulse 
sales on extra profitable tools that sell on sight. Just keep the cards 
where customers can see them and they'll sell out in a hurry. Every one 
a sure-fire, popular item! Just pick the cards you want from the VACO 
selection (world’s largest) of 26 cards and watch them sell out! You'll 


be glad you did! 


Write for Literature Describing the Full VACO Carded Line 


VACO PRODUCTS COMPANY, 317 East Ontario Street, Chicago 11, Illinois, U. S. A. 
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At last--wall switches a 
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CONVENTIONAL WALL SWITCH AND PLATE 


For some time, there has been a critical 
designer-decorator need for pure white plas- 
tic wall switches, outlets, and plates. And 
ivory has passed for white long enough! 

Now, Bryant announces a line of true white 
plastic wiring devices including : conventional 


wall switches, outlets, and a variety of wall 


plates ...and, of course, the stunning all-white 
Fashion Plate® wall switch. pane 


FASHION PLATE WALL 


é 


nd plates that are really 





SWITCH OUTLET AND PLATE 


For additional information, contact your 
Bryant representative, or write The Bryant 
Electric Company, Bridgeport 2, Conn. 


The exciting things come from 


BiSeIRYANT 


THE BRYANT ELECTRIC COMPANY 
BRIDGEPORT 2, CONNECTICUT 





How would your customers 


* 
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like a wall switch like this? 


Build profits and prestige with the 
new, improved Fashion Plate switch 


.. the no-button, no-toggle, quiet, good-looking lux- 
ury wall switch that obsoletes every other switch 
on the market! 

. the only switch with the plate-sized actuator that 
can be backed with any color or pattern. A decora- 
tor’s dream! 

Whether you specify, sell or install Fashion Plate, 

this popular luxury wall switch adds to your reputa- 

tion and potential for increased business... through 

the pride and satisfaction of every customer who 

‘ buys it. It upgrades his home or building . . . and 
his estimate of your — 
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Improved design and Versatile, compact 
















+ + 
aim 
EES : ' 
8 ha 
vat & action New type of cir- design Fits all standard 
cular grip holds actuator switch boxes. Rated 15 and 
Here’ S how it looks Pattern possibilities are securely, but permits easy 20 ampere AC only, 120-277 
unlimited! Contrasting combinations of black or removal for decorating. volts. Single-pole, double- 
white frames, ivory or white actuators —or clear Unique over-center mecha-_ pole. 3-way, 4-way. 1, 2, 3, 
actuators that can be backed with paint, fabric, or nism, super-positive action, or 4 gang. 
wallpaper. One to four gang choice. no “hang-up,” no momen- 






tary contact, non-oxidizing 
silver-alloy contacts. 









and how it works 


A light touch at the top 
of the plate ... lights 
“ON”. A light touch on 
the lower half .. . lights 
“OFF”. No button or 
toggle to fumble for. 
Package-laden shoppers 
can operate it with an 
elbow. Quiet operation 
.. no loud snap. 


















Clamp-type, back wiring terminals 
A real time saver! Feed-through design is faster and easier 
than wrap-around terminals — and stronger too. 

Fashion Plate ... the only switch with plate-sized actuator that 
combines form and function so well. Get the full story on the 
new, improved Fashion Plate. 












Easy to install Interchangeable with any stand- 


WBERYANT 
ard wall switch. Simply mount switch and plate in 


box. Press in actuator. That’s all! Quality built, THE BRYANT ELECTRIC COMPANY 
safe and durable. Bridgeport 2, Connecticut 
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1. SELECTIVE DISTRIBUTION 2. TECHNICAL ASSISTANCE 
selected, authorized distributors On-the-spot technical assist 
will be protected in their specif unce by Rockbestos field engineers 
arketing areas t specialized cable applications 


ns 


Fow Rockbestos’ new sales 
is helping distributors — 


One of the six important contributions Rockbestos makes to 
the distributor's operation is technical assistance. Shown here, 
a Rockbestos field engineer in company with the distributor, 
provides on-the-spot assistance in solving a customer's cable 
problem. Backing him up at the Rockbestos plant there is a 
staff of research and development engineers as well as a cable 
design department whose function it is to develop cable con- 
structions involving unusual service requirements. 
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3. AGGRESSIVE SALES PROMOTION 4. PROTECTED DISCOUNTS 5. DISTRIBUTOR SALES TRAINING 6. TOP QUALITY PRODUCTS 
Rockbestos customer-aimed ad- Rockbestos guarantees its author We welcome the opportunity to Rockbestos’ most important asset 
vertising—backed by direct mail ized distributors full protection on train your men on applications and s the universal recognition of the 
catalogs, brochures, etc.—directs all business they develop sales techniques for profitable sell quality of its 5 jucts a reputa 
customers and prospects to you ing of Rockbestos products tion we will maintain and improve 


policy... 
sell wire and cable 





A few short months ago Rockbestos published a distributor sales 
policy, to our knowledge, the first of its kind in its field. Its objective: 
to expand the Rockbestos distributor organization. 


Trade reaction has been gratifying—supporting our conviction that 
today there is an ever-growing number of distributors who recognize 
that a truly profitable relationship rests on mutual cooperation. 


Published here are the six points upon which Rockbestos’ distributor 
sales policy rests. If you’re the kind of distributor who looks for this 
kind of assistance from the manufacturers you handle, there’ll most 
likely be a Rockbestos man around to see you soon. 


Or, if you’d like to talk about it sooner, get in touch with us. 
Contact the Rockbestos man nearest you or write directly 
to our executive offices. Rockbestos Wire & Cable Co., 
Nicoll and Canner Streets, New Haven, Connecticut. 


ROCKBESTOS 


WIRE AND CABLE CO. 








a division of CERRO DE PASCO CORPORATION 


Asbestos-Varnished Cambric, All-Asbestos, Varnished-Cambric, Thermoplastic and Silicone Rubber insulated Wires and Cab/es 
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when YOU choose 
T&B COLOR-KEYED® 
CONNECTORS... 


Patent Pending 





YOU CHOOSE THE ONLY COMPLETE LINE TERMINATE 
THAT COVERS THE COMPLETE RANGE 


FROM #8AWG To 1,000MCM — 
AND THE LOWEST INSTALLED COST! SPLICE 


@> 
Plus. : PIGTAIL ey 


THE NEW TBM8 HAND TOOL 
The only hand tool that installs connectors 
from #8AWG to 500MCM. 











..WITH THE MOST 

EFFICIENT HAND TOOL 

Designed for Code Copper Conductors. There’s a complete line for vet... TBM8 
All-Aluminum too! The COLOR-KEYED connector line is T&B Engineered 
for superior performance at Lowest Installed Cost. It is the only con- 
nector system with a full range of Tooling from pocket size hand tools 
to 40 Ton Hydraulic heads. T&B’s 65 years experience has proven that 


the correct tooling is as important as the correct connector. 





Patented 


*C-TAPS —ihe newest addition to the 
COLOR-KEYED Line. 


WRITE FOR COMPLETE LITERATURE 


SOLD COAST TO COAST EXCLUSIVELY BY YOUR LOCAL T&B DISTRIBUTOR 


THE THOMAS & BETTS CO. incorporated 


ates §«=ELIZABETH, NEW JERSEY IN CANADA, THOMAS & BETTS LTD. MONTREAL 
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ADVANCE BALLASTS 


INDIVIDUAL 
CARTONS 


me 1 Oy 


si BALLAST 
Ws, SALES 


ADVANCE Fluorescent Lamp Ballasts are easiest 
to sell because they are more convenient for your 
customers to use. They are easier for you to stock too. 


For further details on how you can in- The end labels on these convenient cartons enable 


crease your ballast sales with ADVANCE you to instantly identify the catalog number, the 


Fluorescent Lamp Ballasts in modern : 
individual cartons, contact your type ballast, the ballast voltage and other important 


cme or write, phone technical data. The boxes are rugged, stack easily, 
and require only a minimum of shelf space. They put 
an end to loose, dangling wires and keep your bal- 
last stock always factory-fresh. This saves you time, 
money and gives you better inventory control. 


ALL HPF BALLASTS CARRYING THE ADVANCE LABEL ARE DESIGNED TO CONFORM TO CBM SPECIFICATIONS 


"the Heort of the Lighting Industry” WANIANNOY lina 
=I =: “czas | TRANSFORMER CO 


2950 NO WESTERN AVE 
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Cornish... the complete line of cord sets and molded components 


Cornish... the complete line of electronic wires 


Cornish... the complete line of flexible cords and thermostat wires 


H. G. Anschuetz* Ira L. Arkin Company* John M. Fincke Company* Heimann Company* G. M. Howard* L. Morris Landers Co.* 
113-115 North 23rd Street 4929 North Damen Avenue 1848 North Main Street 1401 Fairfax Trafficway 1301 6th Street 251 Spring Street, S.W. 
Philadelphia 3, Pa Chicago 25, Ilinois Los Angeles 31, California Kansas City 41, Kansas San Francisco 7, California Atlanta 3, Georgia 

Arbeiter Company * Brenner Electrical Sales* Herman 0. Gerdts Heimann Company* Everett Jones H. L. Linder Elec. Sales Co,* 
3721 Washington Avenue’ P.O. Box 51 415 Lexington Avenue 1711 Hawthorne Avenue 4040 Mayfield Road 3911 Joy Road 

St. Louis 8, Mo. Houston 1, Texas New York 17, New York Minneapolis 3, Minnesota Cleveland 21, Ohio Detroit 6, Michigan 
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When you stock Cornish, you 
get the unabridged triple-bar- 
relled line of cord sets with 
the widest selection of molded 
components available to in- 


dustry, flexible cords, ther- 


mostat wires and electronic 
wires. Only Cornish is really 
complete, sold to you through 
accredited jobbers and backed 
by a coast-to-coast network of 
20 sales offices and 13 ware- 
houses for fast deliveries. Call 
your Cornish representative to- 
day—start your sales growing 
with the complete Cornish line. 


Stout Electrical Sales Co.* The Sanderlin Company* Mills Talbot & Company* A. J. Nelson Company 
338 West Fourth Street 129 First Avenue West > e h- 1 Flint Street P.O. Box 5502 
Cincinnati 2, Ohio Seattle 99, Washington <a at Nas a, Rochester 8, New York Denver 17, Colorado 
Pau! Lumpkin M. B. Squires Company al Mills Talbot & Company A. Norden, Jr. 

702 Builders Blvd. 1 Cedar Boulevard CORNISH WIRE COMPANY. P.O. Box 4212 54 Moraine Street 

P.Q. Box 961, Char. 1,N.C. Pittsburgh 28, Penn. 50 CHURCH STREET, NEW YORK 17, New YORK Hamden, Connecticut a Piain 30, Mass. 
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too much time in the huddle 


Indecision? I don’t know if it’s the 

cause or whether it’s that fierce desire 
to call the perfect play. But, the penalty for too much 
time is the same regardless of the reason. 

Like my business. I’m an electrical wholesaler off 
the football field. Buying right is just as important to 
my profit column as selling right, and sometimes I’ve 
been penalized for taking too much time deciding. In 
fact, you might call it too much time in the huddle 
because I call in some of the other boys, and among 
the bunch of us we can shoot a whole morning. 

Well, not long ago I started to do some thinking 
about a fellow who called on me representing Porce- 
lain Products Co. of Carey, Ohio. He said his com- 
pany has been serving the industry since 1894. He 
had a catalog showing some 127 different electrical 
supply items. They were top quality and showed the 


type of design and craftsmanship that only years in 
the business can accomplish, He also pointed out that 
by ordering from this one reliable source. I could save 
time making out purchase orders, receiving reports, 
checks, inventory sheets. There would be fewer ship- 
ments to check in and of course there would be a 
substantial savings in freight. 

He said Porcelain Products Co. could furnish a 
well rounded line, including wireholders, mast kits, 
house brackets, copperweld ground rods, racks, spools, 
clevises, wedge grips, split bolts and many others. 

Makes sense to me. Next order I’m sending to 
Porcelain Products. And, incidentally he said a copy 
of their new catalog was mine for the asking. Bet 
they’ll send you one too if you write. No obligation, 
of course. 

PORCELAIN PRODUCTS CO. 225 N. PATTERSON ST., CAREY, OHIO 
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Longer Life! Superior Dependability! 


THE ALLEN-BRADLEY 
LINE of BULLETIN 700 
RELAYS IS COMPLETE! 


== THESE IMPROVEMENTS 


£ ‘ “ae - ARE IMPORTANT! 
aN Ti pA ; — > These improved Bulletin 700 Type B 
Z \ \ gl Oe Kg and Type BX relays are establishing 













oo age “ new standards for relay life and re- 


oT = 

4 1G liability. New design increases me- 

pa my a )~=—Ss cchaaniical life by at least 5 times...a 

“ new contact motion insures at least 10 
times greater electrical reliability. 
Double break, silver contacts never 
need maintenance, and the new molded 
coil is impervious to the most severe 
atmospheric conditions. 

These new A-B relays—with their 
extra millions of trouble free operations 
at no increase in price—are a bargain 
in the relay field. Write for complete 
details, today. 









TYPE B general purpose relay 
shown with 2 N.O. and 2 N.C. con- 
tacts. Made with up to 8 poles in ff 
various arrangements. / 































TYPE BX universal relay shown 
with 4 poles having both N.O. and 
N.C. contacts. Additional contacts on 
the 6 and 8 pole relays are N.O. only. 








NEW 
ENCLOSURES 






TYPE BR Bulletin 700 convertible contact relay 









for the Bulletin 700 relays peiieeniiet Ried eid Bhi he th ond se 
are styled by Brooks Stevens estore rary samba melange a2 200 
—internationally famous in- 

dustrial designer. Note the No other relay offers such simplicity in 
“family” resemblance of changing cortacts from N-:O. to N.C 
these enclosures. or vice versa )— it takes only 60 seconds! 






NEMA Type 1 for general A four pole unit provides any of the 
purpose applications with contact combinations otherwise avail- 


wrap-around cover for able only with five relays of the fixed 

ready accessibility. It has a contact type. You can reduce your relay 
. “quality” appearance. a inventories: In tests, this relay has 
enh Sin 6 aadtnowre proved it will provide many millions of 
tor caplidiaaiden thet require trouble free operations. Double break, 
a watertight and weather- silver contacts never need servicing 
proof seal. Also, each relay can have one or two 
complete and full rated contacts added 
to its base--in the field—without in- 
creasing space requirements. If you 
don’t know about the Type BR relay, 
let’s get acquainted 


ALLEN-BRADLEY | woror 


anber buiah CONTROL 


Allen-Bradley Co., 106 W. Greenfield Ave., Milwaukee 4, Wis. * In Canada: Allen-Bradley Canada Ltd., Galt, Ont. 














NEMA Type 7 enclosure 
for NEC Class 1, Group D 
hazardous gas locations. 
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CLAYTON MARK 


FOR BOTH... 








ALUMINUM 


CONDUIT 


STEEL 


CONDUIT 


ie 


Now! You can buy both aluminum and steel conduit from 
one source of supply —Clayton Mark & Company! Pioneers 
in conduit since 1910, we offer the best, the safest and the 
longest-lasting conduit made under modern facilities. The 
availability of Aluminum Rigid Conduit from the same 
experienced manufacturer allows you to offer whichever is 
specified for the job . . . thus saving you duplicate paper- 
work, effort, time and money. Write today for literature 
and quotations on both aluminum and steel conduit. 


“THE CONTRACTORS FAVORITES" 





HOTKOTE GALVAKOTE ENAMELKOTE 
RIGID ALUMINUM CONDUIT 


CLAYTON 
(yn MARK 


AND COMPANY 


1900 DEMPSTER STREET - EVANSTON, ILLINOIS - U.S.A. 


cr 
c 


~~ 
g PUMPS Ce WATER WELL SUPPLIES ™ CONDUIT , UNIONS «—— TUBING 
(@ ~y & = @- 


























ALUMINUM CONDUIT 


e Lightweight 

e Corrosion-Resistant 
e Easy to Cut and Bend 
e Nor-Magnetic 

e U/L Approved 


e Color-Coded Thread 
Protectors 


e Meets Federal 
Specifications 


STEEL CONDUIT 





Durable and Sturdy 
U/L Approved 
Special Interior 
Enamel 

Wires Pull Through 
Easily 

VAlalord @fey- 1 (16 im Male-t-(6 1 
Meets Federal 
Specifications 


Noticed the 





Flexible merchandising for more sales. Sales... and profits . .. go up when merchandise is well displayed. 
That's why Virden Lighting developed its Flexible Display Program. Through the use of modular units, almost 
any space, regardless of its physical limitations, can be turned into a smart, profitable selling area. In addi- 
tion, Virden offers professional display counsel, will help Virden distributors and dealers lay out a complete 
new store, design a new display window or modernize an old-fashioned, unproductive area. It is this kind of 
vigorous support thatis helping Virden distributors capture more sales and profits in the lighting fixture market. 


VIRDEN LIGHTING 


a division of John C. Virden Company +* 6103 Longfellow Ave., Cleveland 3, Ohio 
SUBSIDIARIES: LIGHTING DYNAMICS, INC.. LOS ANGELES, CALIF. AND DALLAS, TEXAS; JOHN C. VIRDEN, LTD., TORONTO, ONTARIO 
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UP REPEAT SALES 


with quality Columbus fittings cee 


Customers will keep coming back for de- 
pendable Cotumbus brand conduit fittings. 
Rigid manufacturing inspections assure per- 
fect dimensions, gauge and tapping. Preci- 
sion chamfering and reaming make starting 
easy ... fishing and wire-pulling fast. You 
can seli Cotumbus fittings with complete 
confidence in the quality. 


In addition, you have the advantage of the 


Cotumbus warehouse network with distri- 
bution centers in 11 major cities spanning 
the country. This means fast service on your 
regular as well as emergency requirements 
at all times. 


Cotumbus brand fittings — packaged for 
efficient handling and storage—will help you 
boost repeat sales . . . and profits. 


Look for the U.L. label 
when you buy conduit fittings. 


Sold only through recognized wholesalers. 


THREAD ¢ GOOSENECKS * WALL PL 
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Orlando, Florida, Meets the Challenge of An Expanding Population with 


POWERIGHT 
PARANITE 


POWER CABLE 


‘a 


/ ‘alae | cy 
sia we. 
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conductor. Adaptable for aerial, direct burial or 


[ underground duct installation, wet or dry location. 

| : : 4 3 

B. Paranite CONTROL CABLES are produced in 

a complete range of insulation and jacket types. Rub- 

oe ber, PVC or Polyethylene insulations are available 
ees to meet a variety of service temperature conditions. 


The ORLANDO, FLORIDA, UTILITIES COMMISSION chose Paranite for 


its new generating plant at Indian River. From transmission line. . . to 
power cable... through control cable Paranite was specified to carry a, 
; ' 
the load in serving this dynamic and growing area 
; ‘ ' — ® 
It’s another case history of the nation wide acceptance of Paranite 
products and demonstrates once again Paranite’s 70-year reputation 
for quality wire and dependable service. Yes ...men responsible for f hs . 
“ . : ee * _? ¥ ner mea . nm «Cf? 7 «mS 
power distribution know “IF IT’S PARANITE IT’S RIGHT. were 










Since 7890 ” 
PARANITE WIRE & CABLE DIVISION S$ wn 
ESSEX WIRE CORPORATION, Marion, Indiana % ¢ 






MANUFACTURING PLANTS: Marion, Ind.; Jonesboro, Ind.; Tiffin, Ohio; Anaheim, Calif 
Sales Offices and Redistribution Warehouses in ali Principal Cities 
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PHASE OF MANUFACTURING 


your customers will appreciate your recommending 
BLACKHAWK’S complete line of E.M.T. fittings 


Blackhawk E.M.T. raintight connectors 
and couplings feature full, true, pertect 
threads for ease and speed of installa- 
tion. Bodies of heavy steel — cadmium 


and zine finished to eliminate corrosion. 

1)Compression Type Raintight E.M.T. 
Connectors - Available in sizes: 2” 
34” 1” |My" Jy" OM 


2)Compression Type Raintight 
Couplings Available in sizes: 
aes a Le Bae 


E.M.T. 


1,’ 


Blackhawk famous Snap-Straps— 
made to fit thinwall conduit, snaps tight 


| ait 
Blackhawk” 





o7 


es 


and holds its grip. Saves installation 
time! Made of heavy gauge steel, zinc 
plated after fabrication. Electrical con- 
tractors report big labor savings by 


using Snap-Straps. 


3)Snap-Strap for E.M.T. — Available in 


sizes: %”, %”, 1”, 1%”, 1%”, 2 


Scientifically formulated die cast alloy 
off-set 
labor-saving devices. 


fittings are proved to be real 


;)Crimp Type Blackhawk Offset—E.M.T. 


Connector available in sizes: 4”, %”, 1 


5) Raintight Blackhawk Offset — E.M.T. 


Connector available in sizes: 4”, %”, 1 
Blackhawk Split Steel Adaptors will 
adapt any female threads to the same 
size E.M.T. No other special parts are 
needed. Zinc plated. 


6) Machined Split Steel Adaptors — Avail- 
able in sizes: 42”, %4”, 1”, 1%”, 1%”, 2” 


Blackhawk’s new E.M.T. fittings are a 
Blackhawk 


methods of 


product of research and 


automated manufacture. 
Order a stock today to meet the demand 


for these quality made, E.M.T. fittings. 


ndustries DUBUQUE, IOWA where the new ideas come from 
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¥ Non-Raveling 
Y Straight Tearing 
VY High Tensile Strength 


Y Strong Adhesion 
y Highly Insulating 










For the 
finest 

in friction, fo 
rubber 


=~ MA TAT 


look to ACCURATE .”.. 
suppliers of 

“your best buy 

in tape.” 


“é 


FRICTION .... RUBBER.... PLASTIC 


ACCURATE MANUFACTURING COMPANY 
Gartield, New Jersey 











Se 


' 
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A new sales opportunity with the famous three star line 


New! Your customers save space 
and money with Cutler-Hammer's 


Size 00 A-C Magnetic Starter 


Takes up to 20% less space... costs 
your customers 18% less than Size O 
Starters. Now you can give your customers 
two big bonuses in control selection . . . a sav- 
ing in space and money. Both with the new 
Size 00 Starter 

Before, you had to recommend a larger 
starter in applications where it really wasn’t 
needed. But, now you can use the Size 00 for 
about 40% of the applications where the Size 
0 is usually used. 

With the new size and price you get with 
the Size 00 you’re going to sell a lot more 
than just Size 0 replacement business. Your 
whole Cutler-Hammer starter line will turn 
over faster. And the easy convertibility of the 
starting options on the Size 00 minimizes 
your stocking problems. 

The new Cutler-Hammer Size 00 Starter 
performs to the same high standards you ex- 


WHAT’S NEW? ASK... 


pect and get from all Cutler-Hammer Starters. 
And, you still can offer vertical, dust-free 
contacts, plus a choice of 2-coil or 3-coil over- 
load protection in the same small enclosure. 

Bulletin 9586 Size 00 Starter can be used 
on many general applications. Its maximum 
horsepower ratings: Three phase: 208/220 
volts, 1% hp. 440/550 volts, 2 hp. Single 
phase. 115 volts, % hp. 230 volts, 1 hp. It’s 
available open or in NEMA 1 enclosure. 
Send for Pub. LO-40-U247. 


Why you get more from Cutler- 
Hammer... we're planning ahead with new, 
better products to give you the competitive 
edge. We've developed new distribution tech- 
niques for better service. We've added sales 
engineers to give you more field help. Want to 
know more? Ask your Cutler-Hammer repre- 
sentative to tell you what’s new He'll be 
glad to. 


CUTLER-HAMMER 


Cutler-Hammer inc., Milwaukee, Wisconsin + 
Hammer International, C. A. 
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Division: Airborne Instruments Laboratory - 
Associates: Canadian Cutler-Hammer Ltd.; Cutler-Hammer 


Subsidiary: Cutler- 
Mexicana, S. A 








New Sola 
2-lamp_paralle| 
mercury lamp 
transformer... 


keeps other lamp burning should one lamp fail 


Sola’s new weatherproof 400-watt 2-lamp parallel trans- 
former puts an end to double outages. Because its circuit 
provides complete electrical independence between the 
two lamps, with negligible interaction, the failure of one 
lamp does not significantly affect the operation or light 
output of the remaining lamp. Sola’s proven constant 
wattage principle insures a regulated, safe power flow to 
the remaining lamp guards against damage from 
current surge. 


The smallest, lightest-weight transformer of its kind 
on the market, this new unit can help you cut outdoor 
lighting maintenance costs to the bone. Cased in anod- 
ized aluminum, it weighs only 47 pounds far less 
than equivalent units with steel cases—making it ideal 
for pole-top mounting with less wind loading and 
greater installation convenience. And because it has 
only one core-and-coil, it is far lighter and smaller than 
competing two-core parallel transformers. 


The case features a new kind of weatherproof seal 
to insure a positive fit with normal case expansion and 
contraction. Under ambient temperature changes severe 
enough to crack a solder seal, this flexible plastic gland 
“gives” to keep the seal tight and protect against mois- 
ture penetration to the internal components. 


54 








For parallel operation of two 400-watt H-1 
H-25, H-33 lamps 











Primary Voltage Cat. Wt. 

No. Temp. °F./ Lbs. in. in. 
100-130/200-260 77-10-246 -20 47 6% 12 
180-235 77-15-246 —20 47 6% 12 
240-315 77-12-246 —20 47 6% 12 





200-260 x 400-520 | 77-11-246 20 47 6% 12 


























Your nearest Sola representative will be happy to give 
you more information about Sola Constant Wattage 
Mercury Lamp Transformers. 


Write for Bulletin MV 
A Division of 


SOLA 


SOLA ELECTRIC CO. Cc + Corporation 


Busse Road at Lunt Elk Grove, Illinois 
HEmpstead 9-2800 (Chicago Phone: NAtiona!l 5-8630) 
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Gedney insulated throat for 
top protection, easier pull-through 





INSULATED THROAT BRASS 


Now you can order Gedney Liquid-Tite Connectors with the added 
protection of insulated throats. You get faster, easier pull-through .. ; 
eliminate dangerous wire fraying. Gedney Liquid-Tite Connectors 

are the finest, most efficient connectors available for use with liquid-tite 
conduits. They’re precision-made from top grade malleable iron... 
designed to give lifetime dependable service in oil- 

and water-tight flexible raceways. 


Gedney Liquid-Tite Connectors are supplied in standard sizes 
from %” to 2”... straight, 45° or 90°... with or without insulated throats. 
Be sure... specify Gedney. 


GEDNEY FITTINGS FIT 


As shown from left to right in 
illustration, Gedney Liquid-Tite 
Connectors consist of: 


« Locknut — nut stock steel — cadmium- 
plated. 

« Main fitting — straight, 45° or 90° 
angle — malleable iron — cadmium- 
plated. Insulated throat — optional. 

+ Grounding brass bushing — 1 piece 
— threaded to engage spiral of all 
type conduits. 

« Molded Vinylite sealing ring — pli- 
able — ever-lasting. 

+ Gland nut — malleable iron — cad- 
mium-plated. 
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GEDNEY 


ELECTRIC COMPANY 


EON 


AMERICAS BLOG. + RADIO CITY « NEW YORK 20 


Foundry, Rectory ond Shipping Point Terrywille, Conn 

















How Reynolds Aluminum Conduit helps 


CUT CONTRACTING COSTS 
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Here’s a cost-saving alumi- 
num conduit story told in 
pictures. It’s an actual on-the- 
job report from Continental 
Electric Company, San 
Francisco. Captions are by 
Mr. Robert D. Hardy of Con- 
tinental Electric. 


*‘New construction needs 
new materials,’ states 
Mr. Hardy. ‘We have found 
aluminum conduit in lift slab 
construction gave benefits 
never before anticipated with 
galvanized rigid conduit .. . 
we highly recommend the use 
of aluminum conduit.” 


Building: 
Belcher Apartme 
1800 Pacific Avenue at 
Franklin Street, 
San Francisco, California 


nts, 


General Contractor: 
George Belcher 
Electrical Contractor: 
Continental Electric C 
Architect: 
H. C. 
Engineer: 
August E. Waegemann 
“Lift-Slab” by Vagtborg Lift-S! 
Corporation 


ompany 


Bauman 


ab 


























AVAILABILITY 
NOMINAL DIMENSIONS (1)—Inches Threads " iinom weight 
Conduit Size }—— - —- ~ Q) per. 100 ft. 
Inches Outside Inside Wall Length per including 
Diameter Diameter Thickness ‘O tach one coupling 
-  & |  .840 622 109 97-11%" | 14 — 27.4 
—_% | 1.050 824 113] 97-11%" | 14 | 36.4 
_—. | ae _1.049 /.133 9-11" | 11% 53.0 
VA 1.660 | 1.380 | .140 9-11" | 11% | 69.6 
_1% | 1.900 | 1.610 145 9-11" | 11% | 86.2 
| 2 | 2a 2.067 154 9-11" | 11% 115.7 
24 2.875 2.469 203 9’-1014" 8 | 182.5 
= 3.500 3.068 216 910%" | 8 238.9 
~ BY 4.000 3.548 .226 9.10%" | 8 ~ 287.7 
a ae 4.500 4.026 .237 910%" | 8 ~ 340.0 
5 | 5.5638 5.047, | .258 | 9-10" | 8 | 4654 — 
6 | 6.625 6.065 280 | 9-10" 8 ~ 612.9 


1. Dimensions & weights are 
nominal unless otherwise 
noted. ss 

ye Lengths of conduit with 
coupling attached will be 
nominally 10 ft. 


American standard tapered 
pipe threads. Conduit cou- 
plings are tapped with 
straight threads. 


All Reynolds conduit bears 
the Underwriters’ Labora- 
tories Seal of Approval. All 
rigid conduit is Alloy 6063- 
T42. 
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IN PRE-CAST CONSTRUCTION | 








1 ‘**We threaded all sizes, including 14” and 34” 2 “Conduit benders were placed on the con- 

e aluminum conduit, and found that even on e duit that was installed in place to shift the 
smaller sizes, labor time decreased. Due to conduit from pre-stressed wires. In many 
lightness of aluminum conduit, one-third cases, conduit was moved three to four 
the man hours were used for moving the inches by employing hand tools.” 


large stacks of conduit.” 








4 ““ . . we found that after the pouring of the 
e slab, we had no damaged conduit and that con- 
tinuous pounding and battering had still left 


” 


3 **Pulling wire through the aluminum con- 
* duit did not prove to be any more difficult 


than installing wire in galvanized conduit.” ; : ont - 
our risers in proper position and condition. 


For complete information and names of Reynolds Aluminum Rigid 
Conduit distributors, call your Reynolds Sales Office or write 
Reynolds Metals Company, P.O. Box 2346-EC ,Richmond 18, Virginia. 


REYNOLDS ALUMINUM 


Watch Reynolds new TV show “‘Harrigan & Son”, Fridays, starting October 7; also, ‘All Star Golf’, 
Saturdays, resuming October 15—ABC-TV. And on Sunday, October 16, be sure to see the exclusive showing 
of America's new 1961 cars on The National Automobile Show, direct from Detroit over CBS-TV, 6 to 7 P.M. EDST 





October, 1960—ELECTRICAL WHOLESALING 57 











NE VV! 


Sure-seller to every contractor! 


het Se, Ee 








JET LINE’ 


NON-CONDUCTIVE 


RIGID ROPE 


Pat. Pending 


Replaces metal fish tape! 


USE IN ANY SIZE, ANY TYPE CONDUIT 








@ Non-conductor—braided poly jacket over solid poly core. 





@ Flexible—easy to push, easy to grip, won't “spring” out of hand, glides 
easily through conduit. 


@ Durable—can’t rust, won't separate, strong, long-life, rugged. 
@ Lightweight— weighs only 14 oz. 


@ 50’ and 100’ Lengths—costs less than any fish tape designed for use in 
all types of conduit! 








\ Re, “Guide Sleeve” of polyethylene, 12” length, included—for use 
(/ in feeding Jet Line RIGID ROPE into outlet boxes. 


Stock ... display ... sell Jet Line Rigid Rope .. . write 


JET LINE PRODUCTS, INC. 


615 FUGATE AVE., CHARLOTTE 5, NORTH CAROLINA 
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GEMERAL @ Evectnic 


' Take a tip from Arnold Stang... 


Take full advantage of the continuing 
General Electric Wiring Device 
Sales Assistance Program... 





at ~ = 


1 : G-E“BIG TOP” MEETINGS pep up your whole sales force about wiring device sales e brief salesmen with “pitches” 


The complete G-E Wiring Device 
can help you 


If you’ve seen our movie, “The Sound of unless you’re quick with reasons why. 

Opportunity,” you know it stars actor How do you upgrade YOUR hard-to-sell 

Arnold Stang. He plays the part of a customers? 

canny customer who has to be sold wir- Y frer eee G.I wiries deviets-end 

ing devices every step of the way. oud PKs WIEING GSVICSS AIX 
. ‘ P z take full advantage of this General Electric 

You can’t upgrade his order a nickel, Sales Assistance Program! 





2.G-E JOINT SALES CALLS teip you get vie 3,G-E DISTRIBUTOR OPINION POLL 


ger and better orders from your important prospects. A General invites your comments on samples of new G-E wiring devices 
Electric representative accompanies you or your men to help — returns your ideas to designers, where changes are often 
you sell and provide technical data made. General Electric is the salable line you help design! 










Me 
Bes a 
TOP | 
eatest Show on Earth J if i 
8 stanheet ic 2 ’ 
mt ‘ 





mY 
Se 


8n specific products that will help them beat competition e lay the groundwork for developing your full profit potential in this field. 


Sales Assistance Program 
in 8 different ways 


Progress /s Our Most Important Product 


GENERAL ELECTRIC 


GENERAL G2) ELECTRIC 






Sart 4. 


‘* 2. 
pe 
. ee 
~ 
4.G-E SAMPLING TO CONTRACTORS 5. G-E INQUIRY FOLLOW-UPS teip you get 
invites your customers’ suggestions — gives them a chance to the business of people who have been pre-sold by G-E adver- 





try new G-E wiring devices. It’s the final step in a marketing tising. General Electric mails product literature to each in- 
approach that assures the acceptability of G-E design, quirer, refers them to distributors for purchases. 


continued =—& 





- 








, i, Pe. 
e a 


6. G-E CALLS ON ARCHITECTS and engineers APPRENTICE TRAINING talks by G-E men in- 


drum up new sales for you. General Electric representatives form future customers about advantages of G-E wiring devices. 
help you with the exacting job of getting the right G-E devices General Electric cooperates with Joint Apprenticeship and 
written into the specs, Training Committee groups of the Electrical Industry. 


8. BIG G-E ADVERTISI NG, sales promotion, and __ interest in the quality and new ideas they can get in the com- 


publicity program helps inform your customers and builds plete General Electric line of wiring devices. 


Are YOU taking full advantage of all these services 
offered in the General Electric Sales Assistance Program? 


[_] Big Top Meetings [_] Distributor Opinion Poll [_] Inquiry Follow-Ups [_] Apprentice Training 


["] Joint Sales Calls [| Sampling to Contractors [] Calls on Architects [] Big G-E Advertising 


If you’re not... get in touch with General Electric Company, 
Wiring Device Department, Providence 7, Rhode Island. Let us 
show you how profitable G-E wiring devices can be! 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 





UNIFORM 
[iy GALVANIZED | 
i) THREADS 


CUTS INSTALLATION COSTS ~~ 
BY ELIMINATING RUSTY ~/ 
THREADS AND ASSURING - a] | 


FREE RUNNING COUPLINGS. ~~ \/ ” 
Ais ¥ a7 // / | 





OTHER STEELDUCT FEATURES THAT 
SAVE TIME AND CUT LABOR COSTS 


DOUBLE THREAD PROTECTION 


As the zinc protects the sharp, clean 
Steelduct threads from corrosion, Steelduct 

i d fiber-metal caps protect the 
threads from damage in rough shipping 
and storage conditions. Protectors are 
color coded for easy size identification 


KNURLED — NO WELD BEAD —_ 
New enamel plus knurled inner surface f ” 
and beadless weld of EMT reduces pull- <sietine 
ing effort 37%. Wiremen bend Steelduct be 
Bend-Aliner EMT to any degree without \ 


splitting continuous we Ided seam. 














Steelduct Conduit Meets Federal and ASA Specifications 


THE STEELDUCT COMPANY 


REPUBLIC STEEL BUILDING YOUNGSTOWN, OHIO 



























































ROYAL PVC Caps and Connectors 
in non-interlocking and ROYALOK (interlocking) types 


Why stock attachment caps and connectors in a variety of materials 
and designs when one all-vinyl line — Royal PVC — is right for every 
job, every customer? Royal PVC devices last longer because they’re 
made stronger — can’t break, crack or chip. Oil, grease, acid resistant, 
too. Other easy-to-sell features include dead-front caps . . . one-piece, 
all-vinyl connectors . . . blades and contacts permanently locked in 
solid vinyl. Black and grey; 2-wire, 3-wire, 4-wire, 125V and 250V. 


See your Royal representative for details on the big PVC line! 


--@n @sseciate of 


ROYAL ELECTRIC CORPORATION 
PAWTUCKET, RHODE ISLAND 


In Canada: 


Royal Electric Company (Quebec) Ltd., Pointe Claire, Quebec 


ELECTRICAL WHOLESALING—October, 1960 








compare 


CLARK CONTROLS... 


NEW Push 
Button Line 


“PM* Relay Line... 


with new “Color- Selective’ 
Conversion Kits 


Type “CY” Starters... 
the standard for longer 
operating life 


SEE FOR YOURSELF WHY 
THEY GIVE YOU MORE THAN 
ANY CONTROLS YOU CAN NAME 


The 
CLARK CONTROLLER 
Company 








Secnaenapeneeseseneetnee canna 


WIPING CONTACTS—a Clark Controller exclusive — 
assures minimum contact resistance at all times. As 
contacts close, unique Clark design creates a sliding 
action that wipes faces clean of dust and oil. 


DUAL COLOR-CODING — buttons and ferrules—in many 
separate colors, makes possible advantageous color-cod- 
ing of stations both by individual operating function and 
group function. 


THREE TYPES OF UNITS offer greater flexibility for 
any application: 


e Type HO Oiltight — Panel or Base Mounted 
e Type H NEMA | — Base Mounted 
e Type H NEMA |I—One Hole (Panel) Mounted 


The new Clark Push Button line includes a complete range 
of buttons, selector switches, pilot lights and push-to-test 
lights or lighted push buttons — available as individual 
control units or mounted in enclosures or on flush plates. 


Whatever your basis for comparison let your own 
performance check show you how Clark Type “CY” Starters 
outperform all other starters— give you more. 


DEPENDABILITY? Compare the Clark Type “CY” Starter 
in the toughest application you can find —then see for 
yourself how it continues to operate dependably where 
other starters fail. 


LONGER OPERATING LIFE? Make your own compari- 
son life test—then see for yourself how much better a 
Clark Type “CY” Starter holds up under any operat- 
ing conditions. 

OTHER ADVANTAGES? Your own comparison tests on 
installation, maintenance, and any other requirements, 
will let you see for yourself that the Clark Type “CY” 
Starter gives you more than any other A-C magnetic starter 
in every area of importance. 

Clark Type “CY” Starters are available in many combina- 
tions, in sizes 0 thru 4, and in a variety of enclosures and 
forms to meet every industrial application. 








More for your money with 


CLARK 
PUSH BUTTONS 


DEMONSTRATION? Ask your loca! 
Clark distributor or district sales 
representative for a demonstra- 
tion and free literature on the new 
push button line. Or, write direct 
to The Clark Controller Company 


More for your money with 


CLARK 
STARTERS 


MORE INFORMATION? Your local 
Clark distributor or district sales 
representative will be glad to help 
you set up your own comparison 
tests. Ask for literature on the 
complete Clark Type “CY” Starter 
line, too. Or, write direct to The 
Clark Controller Company 
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More for your money with 


CLARK 
RELAYS 


see for yourself why... 


Color-coded conversion kits help COMPLETE INFORMATION on Clark 


color-selective conversion kits is 


solve any relay circuit problem : 
available through your local Clark 
with building-block simplicity distributor or district sales repre- 
sentative. Or, write direct to The 
New color-coding of conversion kits by function now makes Clark Controller Company 
it possible for relay users to take even greater advantage 
of the versatility and flexibility of the complete, integrated 


line of Clark “PM” Relays. * 
Basic relays are easily modified on the job with a few \ 


simple conversion kits to give you a virtually unlimited 
number of circuit arrangements on convertible pole, 


universal pole, latch and time-delay relays. x6 aft 
The “modular construction” of all relays in the Clark “PM” 


line insures integrated uniformity, compactness and flexi- "Pee 
bility. Functional alignment in mounting results in neater, ? 
more uniform panels and most efficient utilization of 

valuable space. 


The 
CLARK CONTROLLER 


“Everything Under Contro/" Company 


Main Plant: C/eve/and 10 « Western Plant: Los Ange/es 58 
In Canada: Canadian Controllers, Limited, Toronto 





New from the only manufacturer of all cable accessories... 


BAKELITE INSULATING BUSHING FILL PLUG ee CLAMP 


LOCK NUT FLANGE GASKET VENT et 


ay 


i aff / / / 7. . ; 
ern. on 
: . e 


[ 


SS ee eee 


“La 
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BAKELITE SEALING DISCS 0” RING Ri coeas CHAMBER RS SEAL 


GaW Series 800 
interlocked Armor Cable Fittings 


. « » accommodate all commercially available interlocked armor cable 
. . . reduce installation time and effort 
. . . available for immediate delivery 


New GeéeW Series 800 Fittings not only terminate, but sup- GéW’'s Series 800 Fittings are an important addition to the 
port, ground, mount, and dead end on the widest variety only complete line of cable accessories available ... GaW 
of applications. They offer simplified, modern design in also offers the best engineering information service to 
only four basic pipe sizes to accommodate all interlocked assist you in any of the following areas: 
armor cable now being manufactured. Eight different fit- 
tings in each size means faster installation from simple 
armor clamps to compound-filled terminations used in Splice Kits and Boxes . . . Joints . 
any position. 
CHECK THESE SIGNIFICANT FEATURES: 
® High strength aluminum parts 
® Resistoyl® gaskets 


Potheads . . . Terminating Kits .. . 


All high and low voltage Cable Accessories 


Further proof that you save time and money by relying on 
RS seals proven on potheads, boxes, and switches the dependability of G&W’s constant product development. 
Interchangeable components For the detailed story on the new Series 800 Fittings, mail 
Water-tight construction the coupon below for your copy of Catalog H. 


60-1 


|p annem am 
reek’ GaW ELECTRIC SPECIALTY COMPANY 


3520 West 127th Street * Blue Island, Illinois 
[-] Send me a copy of Catalog H detailing facts about the new G&W Series 800 
Interlocked Armor Cable Fittings. 
| specify interlocked armor cable for the following applications: 





Name and Tile 
Compony:____ 
Address:___ 


superior quality standards Se salad ee a a ere eee ae 


— inspired specialized designs ee 
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What Are Spiffs— 
Bribery or Benefit? 


Do spiffs belong in electrical wholesaling? Taking a cue from a 
hot discussion that flared at a recent industry meeting, EW 
asked McGraw-Hill News Bureaus to sound out distributors 
across the country on spiffing. In all, 41 distributors were 
queried. Most said spiffs were on the rise—on products ranging 
from water coolers to cable. One distributor queried thinks spiffs 
are wonderful." The rest registered qualified ""O.K.s" or took 
dim views, with several adding: "spiffs drive us crazy." All 
distributors interviewed (except one) say that management must 
be consulted on a spiff before the salesmen are approached. 


creasing? Of the 41 electrical wholesalers queried 

by McGraw-Hill News Bureaus, 25 say yes, 16 say 
no. The majority of distributors are against spiffs—some 
of them being vehemently opposed. “Anti-spiffers” are 
saying that spiffs are an overrated sales aid, put into 
effect at the slightest provocation. “They are unfair to 
other worthy products;” “They take money out of man- 
agement’s pocket and put an insignificant amount in the 
salesman’s, who could be out making bigger sales,” 
“They can turn salesmen making money into children 
running after prizes;” “They might even be illegal.” 

Those distributors in favor of spiffs say that they give 
salesmen more incentive to sell and therefore open up 
more opportunities because the salesman has sold himself 
in the process. Other reasons: they stimulate sales; help 
young, backward salesmen; solidify company teamwork; 
make money for salesmen who don’t get much salary 
or commission. 

Several distributors say spiffs are fine if: 1. they can 
be controlled; 2. the product has an exclusive franchise; 
3. there are no competing brands with the line spiffed; 
4. they are offered on a well-known line where satis- 
factory volume of the full line is what counts; 5. they 
are just on specialty products; 6. there aren’t too many of 
them running at the same time. 

Solutions were offered by several distributors: 

e “If the manufacturer gave the incentive to the 
customer to buy, it would help all of us.” 

e “Holler at association meetings; that'll tone them 
down.” 

e “Tell them to take all the hot air out of their 
products and establish regular prices for everyone.” 

e “Let it be passed on to the distributor in the form 
of discounts or lower costs, instead of giving it away to 
the salesman. The house gets nothing on spiffs, yet it 
should be the house that gets the benefits.” 

Almost to the last man, distributors interviewed said 
that the manufacturer should never go to the salesman 
with his spiff before he consults management. “It’s a 
cheap way to get a hold of your sales organization,” says 
one distributor. Says another: “we have been known to 


A: MANUFACTURERS’ SPIFFS on products in- 


7@ 


step quite forcefully on the manufacturer’s man who tries 
to pull a trick like that.” 


SEATTLE: Pro and Con 


Seattle, Wash. distributors have mixed emotions about 
manufacturers’ spiff plans. One distributor says he sees 
some increase in the practice, calls it a bad trend and 
feels strongly that a manufacturer should consult man- 
agement before approaching salesmen. “If they did this,” 
he says, “it wouldn’t be so bad.” Another distributor is 
vehement about spiffs and says that “any manufacturer 
who approaches us with them can withdraw his line.” A 
third distributor sees no increase and no harm in them 
at all. Here are some more direct quotes: 

e “There is some increase in spiffs, particularly on 
electric heaters and also in distribution equipment. They 
range from $.50 to $1.50. It’s a bad trend because it 
undermines the control a distributor has over his sales- 
men. The manufacturer should talk to the management 
before the salesmen. If they did this, it would eliminate 
most of my objections.” 

e “Spiffs are probably increasing. I don’t really know 
because I’ve put a sudden stop to them here. As many 
as 50 separate plans have been in operation at once. 
Any manufacturer who approaches us with a spiff plan can 
withdraw his line as far as we’re concerned. We are the 
ones who tell the salesmen how to spend their time 





What Are Your Views on Spiffs? 


The subject of spiffs is still open for discussion 
on the pages of ELECTRICAL WHOLESALING. The 
opinions of 41 distributors published here—while 
significant and suggestive of a trend of thinking—are 
too few to be accepted as the industry’s last word 
on the subject. To all other distributors, EW says: 
“speak up.” Likewise, salesmen have a right to be 
heard, too. So, write us your views on spiffs and 
we'll consider them for publication—anonymously 
or attributed, whichever you prefer. 
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because we are the ones who pay their salary. If a 
supplier doesn’t like the way our men handle his lines, 
let him pay someone else to do it.” 

The above distributor says that spiffs have been gen- 
erally offered on electric heating items and lighting fix- 
tures, but they have “been creeping into construction 
items, too.” Most of them are for $1.00—“a dollar for 
this can, a dollar for that socket.” 

e “I see no increase in the number of spiffs and | 
see nothing alarming in them anyway.” 


LOS ANGELES: “Payola!” 


An opinion roundup in Los Angeles brought the fol- 
lowing quotes from electrical wholesalers: “Spiffs are 
all right as long as they are offered on a well-known 
brand;” “It’s like payola, because they result in salesmen 
pushing the items with the spiff pay-offs;” “They ought 
to be abolished, especially the cash incentives to sales- 
men;” “They are never equitable.” 

Two distributors say that spiffing manufacturers are 
violating the Robinson-Patman Act when they don’t make 
equal offers to all distributors. Another distributor feels 
that the salesmen cannot be blamed. “They work on 
small salary and commission, and extra money is most 
welcome.” The spiff trend in Los Angeles is on the 
increase in the appliance field (but not spectacularly 
within the last few years). In electrical supplies, dis- 
tributors are saying that there are spiffs, but any signifi- 
cant increase has been sporadic or seasonal in nature. 

Say some distributors: 

e “Nearly all major appliances seem to include spiffs. 
These range all the way from $2.50 to $25.00 per unit 
sold. Spiffs are definitely increasing in the appliance 
field. I think it’s a bad trend—much like payola because 


Salesman, sales manager—and spiffs. 


it results in salesmen pushing the items with the spiff 
pay-offs and using Sales effort to persuade customers to 
buy these, perhaps to the detriment of other non-spiffed 
items for which the customer may have expressed a 
preference. But you can’t blame the salesmen for push- 
ing spiff items with cash incentives. When they work for 
a small commission and salary, extra money is most 
welcome. The original interpretation or purpose of spiffs 
has been lost, too. Incentives are now offered to move 
obsolete merchandise and slow movers—hardly ever for 
the introduction of new models or even current mer- 
chandise.” 

e “Currently spiffs are offered on a load center line 
and lighting fixtures in the form of sales points based 
on dollar sales. Salesmen accumulate points and choose 
prizes from manufacturers’ catalogs. This fall, there will 
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be a spiff on lamps. It'll be a cash offer. Overall spiff 
offers in the electrical supplies and apparatus field seem 
to be seasonal in nature—they come in spurts when 
business or sales of these items fall off or become slow 
over a period of time.” 

The above distributor says he had no objection to 
spiffing as long as the “spiff is offered on a well-known 
line or brand of merchandise. Salesmen will not spend 
too much time selling spiffed items to the detriment of 
the full line, on which they must maintain a satisfactory 
sales volume. Spiffs serve to emphasize sales on items 
for which they are offered.” 

e “The whole thing is increasing, and I definitely 
think it’s a bad trend that might be clobbered with a 
little legislation. From where? From the Robinson- 
Patman Act. Recently, action was taken against a man- 
ufacturer who paid advertising allowances to selected 
dealers and did not allow the same to all dealers in 
the area. I would like to see spiffs abolished—especially 
cash incentives to salesmen. When a salesman carries 
two or three brands of the same product and there is a 
spiff on one of them, it is unfair to the other two.” 

e “They aren’t increasing now, but you should have 
been here two weeks ago when there were spiffs on 
conduit and wire. Currently we have a 3% spiff on 
cable. I think it’s a bad trend that might be a shade 
on the illegal side when spiffs are offered to selected 
distributors, or to all distributors but not on an equit- 
able basis.” 

All distributors interviewed in Los Angeles say that 
it is axiomatic that the manufacturer should go through 
the distributor’s management before they approach the 
salesmen. 


SAN FRANCISCO: Spiffs Galore 


Electrical wholesalers in San Francisco report that 
spiffs are increasing on lamps, circuit breakers, exter- 
nally operated switches, appliances, time switches, mo- 
tor controls and on other apparatus and supply items 
The majority of wholesalers in the Bay Area are op- 
posed to spiffs for three reasons: there are too many 
of them; spiff plans are a cheap way to get control of 
a distributor’s sales organization; too much paper work 
is involved. Here are some typical quotes: 

e “Spiffs are increasing on electrical apparatus and 
supply items, particularly on lamps. They have a quota 
basis (give away a linen set); some have dollar spiffs, 
others have baker’s dozens. I think spiffs are all right 
for some specialty products, but when you are working 
with many different products and manufacturers, it be- 
comes a great problem. All spiffs are different and it is 
difficult to keep them straight. The time element is 
mixed-up and difficult. Some so-called deals start and 
stop at different times. Some are offered one week and 
cancelled the next. Also, the amount of paper work is 
tremendous. It’s very hard to keep records. Manufac- 
turers must go through management first.” 

e “We are definitely opposed to the increasing trend 
in placing spiffs on apparatus and supplies which estab- 
lish a quota and offer premium points for sales based 
on quota and overage. We go along with them simply 
because salesmen hear of other companies doing it, and 
they want to get in on it. It's a very cheap way to get 
control of a sales organization. 

The above distributor also says that the best way to 
run a spiff (though “it’s better not to have them”) is to 
“let the electrical wholesaler run his own sales cam- 
paigns.” 

e “Salesmen aren’t really that attracted to spiffs 
here. They are trained to be profit-minded; they know 
that by pushing one product they may get Cash or 
premium bonus, but if this is done at the expense of 
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Spifts: Bribery or Benefit? (cont.) 





‘We Permit Some, Discourage All’ 


other lines which are left on the floor, there is no profit 
for anyone!” 

e “Spiffs have been slow to enter the apparatus and 
supplies field because of the great amount of paper 
work required. Ordering in broken quantities puts a 
great big damper on spiff paper work. Id like to see 
spiffs done away with entirely. If we are going to pay 
our salesmen, let’s pay them. It’s like the railroad 
worker considering a free pass on the railroad as part 
of his pay. You can’t eat a pass and you can’t live on 
spiffs. If a salesman earned a hundred a week on spiffs, 
he surely must have missed out on a lot of other sales.” 

This distributor says that manufacturers simply do 
not go to the salesman first. “If they did, we’d cut 
their ears off.” 

e “In the past few months, circuit breakers, motor 
controls and time switches have been much involved in 
spiffs, which consist mostly of point credits leading to 
merchandise prizes. Cash prizes are becoming less and 
less popular.” 

This distributor believes that a few spiffs can be 
healthy, but not too many. “If there are a myriad of 
them, we lose control of our sales effort and the whole 
thing can fly out of your hands, Sales management here 
has its own system of spiffs in which salesmen get 
additional bonuses for moving certain articles to clear 
inventory.” 

e “The manufacturer had better go through man- 
agement first or it'll be his last deal here. Since the 
sales manager has to sign papers on spiffs, they couldn’t 
get away with that. On the other hand, our salesmen 
might think we are narrow-minded for not letting them 
participate in the national program of a manufacturer.” 


DALLAS: Cheers and Boos 


Swinging along with the majority opinion, Dallas, 
Tex., distributors condemn the idea of manufacturers 
going to salesmen before distributor management in 
words such as: “We have been known to step quite 
forcefully on the manufacturer’s man who tries a trick 
like that;” or, “If the manufacturer’s man tries it once, 
he doesn’t try it a second time.” 

Most distributors here say that the trend is an in- 
creasing one. Some products spiffed are: switchgear, 
tools, time clocks, tape, small electrical appliances, 
lamps, conductors and lighting fixtures. One distributor 
says that he has initiated and used spiffs and “they have 
worked out very well. Just why they don’t get the de- 
sired results when a manufacturer uses them—why 
they only accomplish the purpose of the moment—I 
haven't been able to completely figure out.” Another 
distributor, indifferent to spiffs, says that he doesn’t see 
“any increase, trend, or anything else,” and adds that 
“a product worthy of its name doesn’t need a spiff.” 
Here are some quotes in detail: 

e “Spiffs on electrical supply items have increased in 
the last two or three years, but there hasn’t been any 
noticeable gain in the past six months. We don’t go in 
for them because we don’t think they are worth a 
whole lot to the distributor. In large part, spiffs just 
take emphasis from one product and shift it to another, 
so you really don’t gain. Usually we don’t talk about 
it or pass it on to our salesmen, It takes too much 
time and paper work. Advantages might come from 
spiffs if some protection or exclusive distributorship 
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could go with them. As far as who should consult 
whom—some have tried to go to our salesmen first— 
but they only tried once.” 

e “Spiffs are increasing on small appliances but not 
on apparatus and supplies. We have used them to great 
advantage to ourselves and have initiated them—espe- 
cially on items we want to close out. They work ex- 
tremely well. Trouble is, whenever a manufacturer uses 











More spiffs, more paper work, more problems. 


them they never seem to click. The manufacturer spiff 
seems to only get a desired end at a given moment— 
why I don’t know.” 

e “Spiffs aren’t increasing except a rare one on 
lamps. We, however, are all out for them and have 
spent thousands of dollars on them. They supply a 
special incentive for extra effort and can be a good 
business producer. As far as manufacturers go, we have 
been known to step quite forcefully on a manufacturer’s 
man when he tries to go to the salesman first.” 

e “We permit some spiffs but discourage all of them. 
There seems to be an increasing trend towards them, 
especially on lighting fixtures, light bulbs and conduc- 
tors. What’s the problem? Management might be satis- 
fied with brand number one, but maybe sell two or 
three lines of, let’s say, safety switches. The salesman 
wants a lawn chair. What does he do? He ignores 
brand number one and pushes brand number three.” 


ATLANTA: No Problems (Hardly) 


The majority of wholesalers in Atlanta, Ga., say that 
spiffs are increasing on such items as time clocks, cer- 
tain hand tools, lighting fixtures and lamps. In most 
cases, the prizes are in the form of cash. One distribu- 
tor has come up with a different arrangement that calls 
for a manufacturer to chip in along with the distribu- 
tor. The distributor pools all the accumulated money 
and uses it for staff entertainment. Another distributor 
also chips in on a 50-50 basis with the manufacturer to 
give the salesman a dollar for each unit he sells. 

Distributors in this city have found spiffs to be: “ac- 
ceptable under certain circumstances;” “acceptable only 
on main lines;” “bothersome but not much of a prob- 
lem;” “the same as any other incentive idea.” All dis- 
tributors agree that the manufacturer must see manage- 
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ment first, or, as one distributor puts it, “he would be 
most unpopular.” 

Here—in detail—is what distributors told EW: 

e “Spiffs have become more and more common in 
the last year or so on lamps and time clocks. We've 
pulled a switcheroo on the spiff arrangement that calls 
for the manufacturer to chip in so much and the dis- 
tributor so much towards a per-unit bonus for the 
salesman. We take all the money that accumulates, 
pool it and go fishing! When we figure we have a 
healthy sum for this, we hire a bus, shut our doors at 
4:30 on Friday afternoon and take off for a weekend 
of fun. Results? Everybody gets to participate and we 
find that it works better than money given on an indi- 
vidual basis. Everyone feels he must do his share, and 
it generates a sort of group responsibility feeling among 
the salesmen.” 

e “We can’t see that spiffs are on the increase and 
there has never been a real pattern in their use. When- 
ever there is an over-stocking or when a new product 
is to be introduced, we're likely to see a spiff pop up. 
We can’t condemn spiffs anymore than commissions— 
all of these incentive ideas are basically alike. However, 
if a manufacturer went to a salesman first, we would 
lose control. We know where we want the emphasis 
placed—and where it needs to be placed.” 

e “We run into spiffs very rarely. We haven't seen 
any at all in electrical supplies. I don’t think they have 
any really significant effect on business—they are usu- 
ally one-time promotions that produce only a short- 
lived increase on the specific items involved. We defi- 
nitely would expect a manufacturer to approach man- 
agement first.” 

e “They are bothersome, but there are a lot of 
bothersome things in this business, so they are not much 
of a problem. Time clocks seem subject to them—we 
have gone along with spiffs on a 50-50 basis with the 











Spiff prize nobody wants. 


manufacturer to give the salesman a dollar bonus for 
each unit sold. However, it’s not always a healthy thing 
for our business—such as when the manufacturer at- 
tempts to go through the salesman first.” 


CHICAGO: “Hollering at Meetings” 


In Chicago, it’s four distributors to two against spif- 
fing. Those who favor the practice do so with reserva- 
tions. Some products spiffed are: lamps, tape, fixtures, 
safety switches, specialized wiring devices, portable elec- 
tric heaters and time clocks. Most distributors say 
spiffs are not increasing on electrical equipment and 
supplies, and one distributor says that spiffs are found 
mostly on seasonal products. Here’s what EW heard 
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e “More and more, there’s a trend towards spiffing, 
but we’re hollering at association meetings and the 
practice is toning down some. I think it’s a very bad 
trend. Salesmen are paid to sell thousands of items and 
when a spiff comes along on one, we lose out. Why the 
salesman goes for it I don’t know, because it’s a 
something-for-nothing gimmick that doesn’t add up to 
any significant financial reward for the salesmen. The 
manufacturer is capturing the salesman’s time and takes 
money right out of the distributor’s pocket.” 

e “The manufacturer is asking for individual time on 
one item. This amounts to bribery in my book. It also 
creates an unbalanced sales program. In two words— 
‘they stink’.” 

e “If it can be controlled, the trend is a good one. 
That’s what we try to do here. But, if a manufacturer 
assumes too much of the salesman’s time and the spiff 
gets out of line, it’s a bad method, Naturally the man- 
ufacturer should consult management first. If used cor- 
rectly on the introduction of new products, it is good. 
If out of line on price and product—it’s bribery.” 

e “Lamps and testers are ‘spiffily’ predominant. 
They’re O.K. if they’re used right, but if they are too 
widespread they do damage to other items. If they are 
controlled in the hands of not more than two people 
during a year, they can be effective. Unfortunately, they 
do not contribute to the attention and loyalty of sales- 
men for their firm and tend to make them just men 
interested in prizes.” 

e “Too much paper work with spiffs. Also, salesmen 
tend to forget about promoting other products we are 
selling. That makes them poor representatives of us and 
the lines we carry. Besides, spiffs don’t produce results. 
“We don’t like to have our men lured with gimmicks.” 

e “Spiffs are insignificant. I don’t know why the 
salesman wastes his time and ours on them. Besides 
distracting his efforts, they are unfair to other worthy 
manufacturers’ lines. A spiff should be passed on to the 
distributor with lower costs or discounts on products 
instead of giving it away to one salesman. The house 
gets nothing on a spiff, yet it should be the house that 
gets the benefits!” 


DETROIT: One in Favor 


Only one distributor out of five interviewed in the 
Detroit area spoke out favorably for spiff plans. This 
firm said that a lot depended on distributor-manufac- 
turer relationship, duration of spiff and whether or not 
there is a competing line. Also, no plan “should usurp 
the distributor management’s right to make decisions 
on incentives for salesmen.” 

Here’s what distributors are saying about spiffs in 
Detroit: 

e “I won't have anything to do with spiffs. The few 
manufacturers that offer them are only a small part of 
the 200 lines we carry. When a salesman spends time 
on products that offer them, they mean a loss for us. 
Three spiffs are being offered right now: one on lighting 
and two on water coolers.” 

e “The most vital point regarding spiffs is that man- 
agement should be informed of them first. Several years 
ago manufacturers went to salesmen first and it caused 
a great deal of damage. The manufacturers promised 
it wouldn’t happen again. Also, we don’t want to get 
too involved with a particular product 

e “A cash bonus plan offered by our firm is much 
more effective than any spiff offered by manufacturers. 
In my opinion, the contest is a highly overrated sales 
aid, offered by the manufac.urer at the slightest provo- 
cation. There are so many, our men aren't interested in 
them anymore. We offer our salesmen $500 bonus at 
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Spiffts: Bribery or Benefit? (cont.) 





‘They're Driving Us Crazy’ 


the end of three months on a certain line of lamps. 
This is much more attractive to them and we are in con- 
trol. Spiffs aren’t needed in the wholesale business at all.” 

This distributor does not object to the salesmen know- 
ing about spiffs first, but he does feel that management 
should have the right to specify where half the volume 
of the prize goes. 

e “Have no use for them. Manufacturers should take 
all the hot air out of products and start pumping in a 
regular price for everyone.” 

e “Depends on distributor-manufacturer relationship. 
If a prize is offered on a product with no competing 
line, a contest can be more effective in increasing sales 
for the distributor than if there is a competing line. If 
a competing line is handled, the contest may only shift 
sales of the product for the distributor. However, no 
plan should usurp management’s right to make deci- 
sions on incentives for salesmen. A contest also de- 
pends on its duration. It should be fairly short—no more 
than 60 days.” 


OHIO: Varies from City to City 


Distributors interviewed in five Ohio cities came 
through with such quotes as “nothing wrong with it;” 
“It’s wonderful;” “It’s an exceptionally bad practice;” 
“It drives us crazy.” However, all distributors queried 
agree on one point: spiff plans by manufacturers must 
go through distributor management first. 
CANTON—“I don’t think spiffs are increasing greatly, 
and the only thing I can say that spiffs are placed on 
is air-conditioning. There’s nothing wrong with them in 
my opinion because in a great many cases they stimulate 
sales. When it helps the products and the salesmen, it’s 
O.K. with me. Last year we had a salesman who was 
quite backward until he won a trip. He’s improved a 
whole lot since. But, the manufacturer must consult man- 
agement first—we may have something else planned.” 
COLUMBUS—“The number of spiffs is increasing. 
There are the usual ones on fluorescent lighting and 
some new ones on time switches. Prizes are in the form 
of cash. We don’t think it does much good, and it could 
get very confusing if a lot of them are running at the 
same time. There’s no coordination in these cases. When 
there’s no coordination, it fouls up the salesmen.” 

The above distributor claims that manufacturers have 
approached his salesmen first and then come in and told 
management about it . . . “which leaves the sales manager 
right in the middle with no alternative. Manufacturers 
should always consult management first.” 
AKRON—“It’s an exceptionally bad practice and the 
numbers are increasing. Most of them are in the form 
of cash on lighting fixtures. If I had to take some kind of 
stand right now, I'd say, no spiffs, anytime, anywhere. 
The manufacturer is, in effect, bribing our salesmen, 
buying the salesmen’s time. The manufacturer should 
come to management first. If it’s being offered around 
and our salesmen get wind of it, we’re still in the posi- 
tion of taking bread and butter right out of the sales- 
men’s mouth. In our own store, let us be the ones to de- 
cide.” 

The above distributor says the whole logic of the 
spiff is wrong. If some steps are necessary to move a 
surplus or introduce a new product, he says, let the man- 
ufacturer give the incentive to the customer. “It’s the 
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customer in the end who deserves the spiff, and if the 
manufacturer gave the customer a good product or an 
incentive to buy, it would help all of us. If it’s legal, a 
committee of electrical wholesalers should sit down and 
discuss it and set up some sensible objectives. Right 
now it’s like a cancer growing in the wrong direction. 
It should be sliced out of existence. With spiffs, the 
salesmen not only neglect other manufacturers’ products 
as well as other products of the same manufacturer. I 
would love to see an all-sided report on this topic.” 
CINCINNATI—“Spiffs are staying about the same 
around here. There’s no increase that I can see and there’s 
nothing in the supply line. It’s all on appliances. I am 
of the opinion that the control of spiffs is the important 
thing. For example, if the incentive is very large, it 
creates an abnormal situation in which the salesman 
spends more time on the spiffed product than it is worth. 
Management must be able to balance the incentive. I 
definitely think spiff plans are a bad trend. They divert 
the salesmen’s attention and other products suffer unless 
management is in control.” 

CLEVELAND—“Spiffs are increasing on fans, chimes, 
signal controls and on time switches. It’s either a cash 
or point system going towards a gift. I think spiffs are 
wonderful when they create business and stimulate sales, 
but I think at all times management must be consulted 
first. We might be overstocked. We could be trying to 
push something else and a spiff plan might be against 
our policy. It’s our experience that an individual sales- 
man or counterman will go out of his way to make a 
sale or an opening when he can get some direct benefit 
from the sale.” 

e “They’re trying to increase them but I’m not going 
along with it. Manufacturers must see me first, but I’m 
putting a stop to the practice. You get five or six going 
at the same time and it’s a mess. They’re driving us 
crazy. Our salesmen are too busy to be bothered turning 
them in. It’s a damn nuisance and a big headache. 
They’re like flies on all kinds of products: transformers, 
switches, controls. It’s usually in the form of cash, either 
paid direct or by issuing credit, or by distributor par- 
ticipation.” 


NEW YORK: Counter-Spiffs 


In New York City, distributors say that there are a 
lot of spiffs floating around on lighting, time clocks and 
on appliances, but they aren’t increasing at the present 
time. New York distributors go along with the rest of 
the country in saying that manufacturers must go through 
distributor management first before they approach sales- 
men on incentive plans. 

e “The way business is right now, spiffs don’t hurt. 
They are good in the sense that they encourage the sales- 
man to do a better selling job (especially since they are 
working on commission) and therefore sell themselves. 
When they sell themselves, they leave big openings for 
more sales of spiffed and non-spiffed products.” 

e “I think they ought to work spiffs on a point sys- 
tem here. I know they do in other places . . . you know, 
a salesman gets so many points and then a prize.” 

e “What do we do when salesmen start concentrat- 
ing on a spiffed product and leave the others alone? We 
even it out by running counter-spiffs. That gets ’em 
moving.” 
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VacCasluN IS LNIEKRUPIED sometimes tor friendly calls on customers, as shown here. Salesman Phil 
Hickey (right) of New England Electric Supply Co., Pawtucket, R.I., takes time off to visit John L. Rock, 
Ill, manager of Butler Health Center, Providence. Hickey has sold lighting fixtures here. 


The Salesman’s Other Side 


The salesman's side you normally see on these pages deals with busi- 
ness activities. But there's another side—the personal side—you don't 
normally see. To improrent this view, EW chose Phil Hickey as typical 


of thousands of sa 


By Robert S. Bush 


nel more than ever are becoming 

substantia] citizens with cultural 
interests. And typical of the high level 
of individuals coming into the business 
is Philip A. Hickey, Jr., salesman for 
New England Electric Supply Co. of 
Pawtucket, R.I. 

Unlike many men entering the elec- 
trical wholesale business, Hickey’s 
dominant background experience was 
in graphic arts before he started work 
with New England Electric three years 
ago. After being graduated from the 
Rhode Island School of Design in 
Providence, the salesman eventually 
went into business for himself as a 
graphic artist. 

e An Asset—Jumping from art to 
selling a complete range of industrial 
electrical products has not been a 


Pet tore th distributor person- 
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radical departure, says Hickey. 

“On the contrary, I have been able 
to put much of my knowledge of art 
to practical use in the electrical whole- 
saling business,” the salesman explains. 
“By being able to draw perspective 
into a lighting layout, for example, 
where drawings of fixtures are pic- 
tured with a background drawn to 
scale, it is possible to impress a 
prospective customer better than with 
just a verbal description of the fixture.” 

Being an artist, Hickey finds that 
well drawn sketches give the customer 
a much better idea of what he wants. 
In addition, the salesman says that 
such sketches provide him with sales 
tools his competitors don’t have. 

e Homework—During the evening or 
on weekends, Hickey continues with 
his art work not only as a hobby, but 


esmen and followed him on part of his vacation 


also as part of his business obliga- 
tions. Often. he is requested to paint 
signs stressing particular products to 
be shown at New England Electric 
Supply. Occasionally, he will paint 
sign cards to be used by the distributor 
at sales meetings or at electrical shows. 

“The transition from one type of job 
to another takes a lot of effort,” Hick- 
ey says. “Basically, practical experi- 
ence is necessary.” 

To supplement this, the 44-year-old 
salesman has studied extensively at 
home and has taken several electrical 
correspondence courses. 

If there is any free time left, 
or when he is on vacation, Hickey 
spends most of his time with his wife 
and six children going to the beach 
or visiting famous landmarks through- 
out New England. 


For how salesman Hickey spends his vacation, turn page 
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WHETHER ON VACATION or during weekends and evenings, Hickey 
takes advantage of free time to increase his knowledge of electrical products 
and the industry. Here, he studies an electrical correspondence course. 

PUTTING BACKGROUND of graphic art to 

use, Hickey is able to prepare professional de- 

signs and layouts for use in his work 


The Salesman’‘s Other Side (cont.) 





Vacation Includes Sightseeing Trips 





BREAKFAST AT HOME is a big event at the Hickey resi- ANOTHER FAVORITE PASTIME is spending an entire 
dence. On weekends and during vacations, the salesman evening with his family in the recreation room watching 
enjoys eating with his four boys and two girls television. Mrs. Hickey is at left, above 
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A FAVORITE pastime is visiting famous 
landmarks with his family. Here, he tours 
“The Breakers” in Newport, an estate 
overlooking the Atlantic Ocean 


DURING vacation this year, Hickey took SALESMAN TURNS BARTENDER when neighbors and friends spend an 
his children on a boat ride between New evening socially at his home. Hickey’s favorite beverage is beer, which he 
port and Jamestown, R.1 keeps in a refrigeration unit behind the bar 


WITH APPRECIATION of music, the 
salesman often listens while his daughter, 
Virginia, 10, practices. Most of his chil- 
dren play some musical instrument 
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A LARGE exporter receives a sales call 
from Pete Gandolfo (left), vice president 
of OHM. Largest export order for 
OHM in 1960: $100,000. 


CHECKING out invoice on electrical exporting equipment is 
Bill Johnson, president of OHM. Average order, says John- 


son, runs approximately $5,000. 
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Exporting Can Be 


OHM Electrical Supply Corp., Elmsford, N.Y., says ex- 
port wholesaling is a sleeper market with a multi-million 
dollar potential. To sell it takes specialized knowledge, 
different warehouse equipment and market diversification. 


By Herb Cavanaugh 


IVERSIFICATION of markets 
D and electrical equipment, plus 
well-grounded personnel, are the 
keys unlocking profitable export 
wholesaling markets for OHM Elec- 
trical Supply Corp., Elmsford, N.Y. 
Building up a _ reputation with 
dependability and service are two 
other business tools empowering 
OHM to successfully sell electrical 
supplies for export to such foreign 
market areas as Europe, the Far and 





Middle East, Africa, South America, 
Puerto Rico and Scandinavia. 

e “Sleeper Business”—William  L. 
Johnson, president of the firm, says 
export selling of electrical equipment 
normally handled by the electrical 
distributor is a “sleeper business (not 
too many firms in it) with a different 
type of customer who looks for your 
ability to produce and give expert 
service. It’s a field,” says Johnson, 
“that has a multi-million dollar an- 





CRACK quotation men, such as Charlie Grillo (above), are 
what wholesalers need to break into export wholesaling. 
Grillo knows every kink and curve of the business. 
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A Million Dollar Business 


NEW packing and labeling materials are needed in the warehouse—close to $1,000 
added investment. Some of it is replaced every month, depending on amount of 
sales. In picture above, warehouseman stencils crate prior to delivery to docks. 


nual potential.” 

e Good Profit—OHM’s export busi- 
ness amounts to about 33% of the 
total annual sales volume for the firm. 
Accounts are steadily increasing, says 
Johnson. At present, export accounts 
amount to 100, and an average of 
125  machine-made statements are 
mailed each month. 

“Our largest order this year has 
been for $100,000,” says Johnson. 
“Average orders,” he adds, “amount 
to about $5,000 and foreign govern- 
ment representatives have come in to 
us with million dollar deals.” In this 
field, Johnson says that most of the 
jobs are on bids and the only promo- 
tion done is when the salesmen sell 
themselves. 

What about profit? According to 


October, 1960—ELECTRICAL WHOLESALING 


Peter M. Gandolfo, vice president of 
OHM, “exporters don’t expect the dis- 
tributor to work for nothing—we 
get a good profit. It’s as profitable 
as any top industrial account. What 
cur exporters do want are depend- 
ability, service and sometimes the im- 
possible—but we meet all demands.” 
e Anything Electrical—Export 
wholesaling is selling anything elec- 
trical to: 

e export firms; 

e international 
industrial firms; 

e large contractors who do con- 
struction work here and aoroad. 

The electrical distributor can make 
deliveries to the shipping docks from 
stock taken out of his own ware- 
house; or, working in very close co- 


divisions of large 


operation with a manufacturer-sup 
plier who has an export representa- 
tive, can have equipment such as con- 
duit, motor controls, fittings and 
switchgear drop-shipped to the pick- 
up points 

There are times when OHM will 

import electrical equipment to fill an 
order for export. At other times, 
OHM will go to as many as 20 differ 
ent sources of supply to fill an order 
If a specific brand is asked for by 
the export firm and OHM doesn’t 
have it, the distributor will obtain 
the equipment at a premium from 
another distributor. 
e All Part of Service—‘It’s all part 
of something that plays a very im- 
portant role in this bus‘ness,” explains 
Johnson. “That something is service, 
and your ability to produce.” 

Previously, OHM’s part in export- 
ing was getting the order, boxing it, 
shipping it, billing it and submitting 
export documents to the export house 
or customer. “Now,” says Johnson, 
“we are arranging the shipment of 
equipment for our contractor-custom- 
ers. It’s a lot of work, but the cus- 
tomer appreciates it and thinks of 
you next time a big order comes up.” 

According to Charles Grillo, 
OHM’s crackerjack quotation man, 
the following steps have to be taken 
for shipment arrangements: 

e call the steamship companies 
and get the rates for electrical ma- 
terials shipments; 

e contact the 
and make out 
insurance; 

e coordinate date and departure 
time of ship with your delivery sched- 
ules. Steamship companies have to be 
checked for this. 

“For electrical 
wholesaling is a 


forwarder 
booking 


freight 
papers for 


distributors, export 
referral business,” 
says Gandolfo. “Once you gin 
a hard-earned reputation by giving 
service (and then some), your busi- 
ness will grow like Topsy.” 
e Three Things Needed—Besides the 
necessity of having a special trucking 
service and being near to exporting 
facilities, the distributor—according 
to Johnson—needs thrée things if he 
wants to break into export wholesal- 
ing. They are: 

1. diversification; 

2. well-versed personnel; 

3. additional investment 
rials handling equipment 


in mate- 
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Exporting (Cont.) 





Special Investment Required 
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INVGICE above shows what typical order in export wholesaling looks like. OHM 
sells material for export to Africa, Asia, Europe, Scandinavia, Puerto Rico 


The distributor needs a_ special 
trucking service because electrical 
equipment has to be delivered to the 
shipping point right on time. If the 
boat is missed, says Johnson, you'll 
be stuck with a lot of equipment on 
your hands. It could be flown, he 
says, but air freight costs too much. 
“The very fact that export wholesal- 
ing is essentially a service business 
requires that you be close to export- 
ing facilities,’ adds Gandolfo. “If 
you're too far away, you're cutting 
down your chances of meeting your 
deadline date for delivery.” 

e Diversification—OHM not only 
sells hard to export customers, it also 
hits four other markets—all domestic. 
These other markets are industrials, 
domestic contractors, municipals and 
utilities. “We call it diversification by 
design,” says Johnson. “Besides mak- 
ing us fairly recession-proof, it en- 
ables us to increase volume and profit. 
By carrying ‘everything from motor 
controls to pole line hardware, we 
can service the demands of both do- 
mestic and foreign markets.” OHM 
says as time goes on, the firm will 
diversify even more, possibly going 
into a full-scale (foreign & domestic) 


electronics operation. 

e Personnel—Johnson says the firm 
has the ability to handle all the mar- 
kets it has zeroed in on. “Our men 
have all the product knowledge that 
is necessary. We have hired a special- 
ist for the utility market and at the 
present time we're training another 
man to go out and call on our export 
customers. 

“If a salesman is a good PR man 
and he’s lean and hungry,” says Gan- 
dolfo, “he can learn the kinks and 
curves of export wholesaling and go 
out and get the business. He doesn’t 
have to speak two languages. The 
best way to get your salesman is to 
make him yourself. 

“Warehousemen? They can learn 
the new warehouse procedures eas- 
ily. Clerks have to learn a new way 
of entering orders (see illustration) 
and you have to know how to con- 
vert our standard weights and meas- 
ures into the foreign system. This 
can all be done without hiring any- 
body new,” says Gandolfo. 

What the electrical distributor does 
need, says OHM, is a man who knows 
his way around in every phase of 
the export field—especially for pur- 





chasing and quotation procedures. It 
takes a lot of initial knowledge to 
enter the field, and a well-grounded 
specialist is just the fuel a distributor 
needs to get the new business off the 
ground. 

e Added Investment—lIt takes close 
to $1,000 of packing and labeling 
materials, plus replacement of some 
of it every month—depending on the 
amount of business you do. OHM 
gives this quick check-list as a neces- 
sary prerequisite for the electrical dis- 
tributor who wishes to enter export 
wholesaling: 

e wooden boxes. OHM has six dif- 
ferent standard size wooden crates 
for packing electrical equipment. If 
irregular sizes come up on an order, 
they buy lumber and make boxes 
themselves. 

e paint. The boxes must be painted 
a certain color, as specified in ex- 
port purchase order. Reason: identi- 
fication is made easier—especially in 
foreign countries where illiteracy is 
high. 

e water-proof papering; 

e scale for weighing crates; 

e steel strapping; 

e stapling machines; 

e stenciling machines. 

The cost of boxes and other equip- 

ment is included in the prorated total 
on the customer’s bill. 
e Getting the Order—iIn nailing 
down an order from any export cus- 
tomer, the salesman brings or mails 
in inquiries. Quotation man Charles 
Grillo works up a quote and gives 
it to the salesman. The salesman then 
brings it back to the export customer 
and goes over it with him to make 
sure he understands it (while the 
salesman does a selling job). 

The purchase order (see illustra- 
tion) is then mailed in by the cus- 
tomer or brought in by the salesman 
to OHM, where it is broken down 
and filled, or drop-shipped by a manu- 
facturer, who is working in close 
cooperation with the distributor. 

Johnson says that there is no prob- 
lem with credit or collections. “We 
receive irrevocable letters of credit, 
and sometimes we get paid before 
the equipment is even shipped. 

“Admittedly,” says Johnson, “the 
business does have its headaches. 
Everything does have to be letter per- 
fect; you might be required to do the 
impossible; it’s a deadline service busi- 
ness that has to be met on time and 
you can get some mighty odd orders. 

“But for the distributor who knows 
he can handle it, it’s a blue-chip busi- 
ness as big as the bounds of his 
imagination.” 
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An Anonymous Distributor Asks: 





Where's the Sales Manager? 


Statistics are swell, but they can't replace first-hand knowledge obtained in 
the field. So, Mr. Sales Manager, move from behind your desk and into the field. 


keep the baseball fans happy during the long winter 

months, and computing batting averages is the 
easiest way to teach a child decimals and percentages 
Yes, statistics are interesting. They can be very helpful 
But they also can serve as the biggest ball and chain 
since Adam gave up that rib. 

In days of old—before super highways, jet airplanes 
and trans-continental trains—vice presidents in charge 
of sales, sales managers and regional managers would 
get out with their salesmen to find out what was going 
on in the territory, to find out why one product seemed 
to be moving very well in one area and another in 
another area. These poor misguided souls didn’t know 
anything at all about BPI’s (Buying Power Indexes), 
the relationship between mean temperature and the sale 
of safety switches, the correlation between the relative 
success of curly-haired salesmen versus bald-headed 
men. These poor fellows only knew what went on in 
their territory, and they knew it by getting out frequently 
enough so that their customers and distributors knew 
them well enough to bare their souls. 

Today, however, we are very fortunate. The man in 
charge of sales never has to leave his office. For ex- 
ample, if the sales of *4-in locknuts were off last year 
while the sales of 1-in locknuts were up, he knows and 
can prove that this differential in sales was caused by 
the drought that extended throughout the Southwest 
and affected the jet stream in the Northeast. This makes 
it very nice and, of course, does cut down on sales 
expense although admittedly clerical expense is increased 
100-fold. 

It’s always nice to learn from our statistically-minded 
sales friends that our sales of lamps should increase by 
3.6% because the BPI has gone up in our area an 
equivalent amount. If only we had enough nerve to 


S TATISTICS are an American phenomenon. Statistics 








Ask and You Shall Wait 


Two years ago—in the October 1958 issue— 
ELECTRICAL WHOLESALING published, “Ask and You 
Shall Receive” (page 60). This article, which clob- 
bered electrical manufacturers for meeting com- 
petition with “extra 5’s, 10’s and even 25's,” truly 
rocked the industry. It pulled requests for over 5,000 
reprints and was widely quoted in speeches, letters 
and advertisements. 

Since that time, we have been exhorting our 
anonymous distributor author to put his pen to 
paper on other subjects. At last he has come through 
with, “Where’s the Sales Manager?” In a few, well- 
chosen words, and in mellower terms than his first 
piece, he attempts to jar manufacturers’ sales man- 
agers loose from their stacks of statistics. 
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tell our figure-happy friend that the increase in this 
BPI is a result of a new candle manufacturer in our 
area who would like to use his own product to light 
his factory, perhaps he would modify his quota some- 
what. But this would be meaner than milking a cow 
with rings on. Our friend is so happy under his pile of 
statistics that any shock such as this would disillusion 
him beyond any psychiatric help. 

Of course, the distributors are just as guilty as the 
manufacturers. How often do you see a sales manager 
for a distributor organization who is really the price 
clerk or service manager? He is so busy working out 
spiffs on products that couldn't be given away, that he 
hasn’t had a chance to see any of his customers in five 
years. 

It’s true that all sales managers do work hard on 
potential accounts, but established customers are left in 
the hands of salesmen with little or no support from 
the home office, except, of course, Dow Jones’ averages, 
population growth figures, and the consumption of fish 
per capita. Yes, it’s an unhappy day when a prospect 
becomes a customer, for then he becomes a punchcard 
—not a person with emotions. 

But it may be important to find out why an established 
customer bought in the first place and has continued to 
buy for years. In fact, it may be more important for 
future growth than the excuses and promises a potential 
customer gives for not buying. The statistical depart- 
ment can’t get this information; a questionnaire doesn’t 
solve the problem; only the trained sales manager can 
get it and only from his old friends, the guys who have 
been paying the rent for years. 

It may also be a shocker that sometimes sales are 
really way behind actual potential and not neck and 
neck as the statistical seekers might believe. For what 
is the potential? The statistician can show a correlation 
between sales and BPI, but if in some territory the 
correlation is a coincidence, don’t blame him. He can 
only feed into his machine figures—not blood. Remem- 
ber the raw figures come from the field; the desired 
results from the sales department; the correlation, if 
any, from the statistical department; the proof from 
the sales manager. 

On Broadway, the “Music Man” had an opening song 
explaining all of a salesman’s gimmicks, but ended with 
the refrain, “But you gotta know the territory.” Sound 
advice for anyone. 

Yes, statistics are a help. They confirm some opinions 
you form in the field; they can serve as a red light on 
other judgments; they can signal trouble spots; they are 
a useful tool for the sales manager, but they are de- 
signed to supplement and not replace the first-hand 
knowledge obtained in the field. 

So trade in the air conditioning in your office for an 
air conditioner for your car and get out and meet the 
people who breathe life into your statistics. 











Self-Service 


That's the story at AA Electric Supply Co., Lancaster, 
Pa., where self-service was only part of a complete mod- 
ernization program which has increased sales volume 80%. 


CONTRACTOR Fred Geiter, using one 
of the supermarket type carts, gets a head 
start on the morning’s work by filling his 
own order from serve-yourself racks. 
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ASSISTANCE is always available, par- 
ticularly in the wire-cutting area. Here 
Harold Rodnan (left) helps contractor 
measure a length of cable. 


i HE CUSTOMER’S NEEDS are 
T the most important thing in the 
world to the customer. And he’ll 
trade where he can satisfy his needs 
fastest. With our self-selection setup 
he can do just that,” claims William 
G. Lehman, president of AA Electric 
Supply Co., Inc., Lancaster, Pa. 
“Competition in our industry for 
the most part is on an equal level; 
beating it,” adds Lehman, “means of- 
fering the customer more than such 
conveniences as good parking facili- 
ties or quick delivery. You have to 
provide him with super-service.” 
Fashioning superior service at AA 


82 


By Brad Ketchum 


mt 
hse Onoeial : 
CUSTOMER EASE is emphasized by open shelving designed for easy selection aad 


faster purchasing. Large signs help identify product locations, also stimulate impulse 
buying. Hot items and specials are located in front of the racks where countermen can 
easily point them out. Note the variety of commercial fixtures displayed above aisles. 


Electric Supply involved more than 
adoption of supermarket type cus- 
tomer-flow and the switch to a “serve- 
yourself” setup. Relocation and ex- 
pansion replete with fresh merchan- 
dising ideas were other factors which 
paved the way for the new house 
with an emphasis on service. “But,” 
as the AA president explains, “self- 
service alone is responsible for our 
30% increase in our in-the-house 
sales in the last six months.” 

“Why does our self-service work?” 
Lehman continues. “Primarily because 
the contractors like it—they find they 
can come in here now and get out in 


a third of the time it used to take.” 
Comments John Fralich, local con- 
tractor, “This system is great. I can 
get in here early, wheel my cart 
through the racks and see what I 
need. There’s no waiting for a clerk 
to help me, and no delay in getting 
what I came for. If I forget any- 
thing on my way over, I see it when 
I get here and pick it up. When I 
get to the counter, there’s always 
someone to check me out and,” he 
adds, “a hot cup of coffee is waiting 
for me while he’s doing it.” 
Customers enter AA Electric Sup- 
ply’s new house through a rear en- 
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Boosts Sales 30% 


trance from an area affording ample 
parking facilities. Inside the door are 
carts, supermarket style, ready to be 
wheeled quickly and easily up and 
down well-lighted aisles between racks 
set up for streamlined traffic flow. 
Finding an item is facilitated by large 
signs hanging above each aisle de- 
scribing the items in each rack. 

Says F. H. Geiter, contractor, “At 
first, with self-service, I thought I'd 
lose a lot of time finding what I 
needed. But it’s no problem with the 
signs. The time it takes me to find 
something, is the time it takes me to 
read the signs.” 

Once a customer has circled the 
racks and selected his purchases, he 
then wheels the cart up to the check- 
out counter, also near the rear en- 
trance. There a clerk is ready to an- 
swer questions, point out “specials,” 
or quickly write up the order to help 
him get back to the job. 

Treasurer and counterman Harold 
Rodnan explains, “If a customer 
wants conversation at the counter, 
we've got it; if he’s in a hurry, we 
skip the informal chatting and speed 
him out.” 

The self-selection setup has re- 
ceived an enthusiastic response from 
the contractors; a response which is 
paying off for AA Electric Supply— 
as the firm’s president is quick to 
point out. 

“Before self-service,” he says, “the 
counter area and everything behind 
it was forbidden territory. Now, the 
shelving is open and the customer 
has the freedom of the place—this 
makes good sense. He doesn’t have 
to ask us what we have in stock be- 
cause he can see what we have in 
stock, and having the freedom of the 
place promotes friendliness . . . and 
impulse buying.” 

“Where a customer would buy half- 
a dozen switches, he now buys 10. 
He sees that switches come in a pack- 
age of 10, so he takes the package. 
Bigger invoices are just part of it,” 
Lehman continues. “Since we can 
easily see what’s low, we save time 
on restocking and re-ordering. Keep- 
ing an adequate amount of stock is 
no problem, and it means better serv- 
ice,” says Lehman. “Another advan- 
tage rests in taking inventory—a proc- 
ess which used to require several 
days. Now we can do it in a day.” 

Tailoring its operation to the needs 
of the customer began at AA Electric 
Supply last January when the firm, 
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FIXTURE SHOWROOM with residential 
atmosphere is under the direction of Nel- 
son Kuhn (above), who assists customer 
in proper lighting selection. 


having been under new management 
and ownership for several months, 
inaugurated a complete program of 
relocation and expansion. 

e Relocation—At that time the firm 
was tucked in an alleyway  se- 
cluded in the shadows of an abandon- 
ed brewery. Its setup consisted of a 
counter operation carried on in the 
dimly lighted atmosphere of a small 
display of fixtures. Though the new 
owners, veterans of electrical whole- 
saling, realized an increase in sales 
after several months of operation, 
they were quick to conclude that 
limited service and inadequate inven- 
tory were strangling any appreciable 
increase in volume. 

Within 100 yards of their building 
lay an ideal solution to the problem 
of removing obsolete conditions — 
the empty brewery with over 10,000 
sq. ft. of space, parking facilities in 





ait oe 
FROM THIS—Bill Lehman, president, 
closes the door on limited service, inade- 
quate inventory, obsolete conditions; and, 
with fresh outlook, moves .. . 








the rear, and frontal on a main 
thoroughfare. With acquisition of the 
brewery and a fresh business outlook, 
the process of moving was begun. 

e Expansion—From a small plant 
with a limited parking area, a con- 
gested dock, a single entrance and a 
hidden location, the company expand- 
ed to a two-story structure which 
now houses a spacious lighting show- 
room; two office areas; a ground- 
floor warehouse for conduit and 
heavier equipment; a _ second-floor 
warehouse for portable apparatus and 
supplies; and the self-service and 
counter area. 

However, expansion at AA Electric 
Supply included more than stepping 
out of the alley, onto main street 
and up to competition. The entire 
concept of service was expanded. 

“Our aim,” explains Lehman, “is 
to benefit the customer in service and 
convenience. To do this, we’ve done 
more than expand our layout and 
delivery services. We've set up a tele- 
phone service—a shopping service for 
unusual items, all on a no _ profit 
basis. No one can carry everything. 
If a customer wants an item we do 
not stock, we're willing to shop for 
him and get it—and he knows it. 
Many of our new accounts stem from 
our willingness to consider the cus- 
tomer. And the savings we make on 
the floor pay for any phone calls.” 

“In short,” Lehman concludes, “all 
of our innovations, tailored to the 
customers’ needs, highlight service. 
As for our self-selection setup, it’s 
a natural merchandiser which spells 
low overhead. It saves time and 
money for the company and for the 
customer .. . and we can prove it.” 
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TO THIS—Now, operation is contained 
in attractive two-story building with self- 
service setup, spacious lighting showroom, 
plenty of parking area. 














Generators: A Big New Market? 


Distributors on fast-developing Long Island say selling 
generators will be big business soon. Wholesalers can 


get on the ground floor. A prime target: contractors. 


HERE’S a new market budding 
Teo around the US. and it 

fits in logically with the electrical 
distributor’s business. 

The new market is selling gasoline 
operated, portable generator units to 
the contractor and various other users, 
such as: large housing developments, 
schools, hospitals, farms, firehouses, 
summer cottages, hunting lodges, elec- 
tric motor shops, lawn mower people, 
mills, railroads, ice cream _ trucks, 
plumbers, carpenters, floodlighting ins- 
tallations, new rural homes, ad infi- 
nitum. 

e Basic Need—Generators are the 
only source, other than the local util- 
ity, from which the contractor can get 
a basic need on the job—electricity. 
He needs it to run his power tools and 
lights. Generators are necessary where 
there are overhead lines that can be 
blown down in bad weather and in 
suburban areas where the utility has 
not brought in permanent lines. They 
are needed in rural, growing areas 
and by the contractor who wishes to 
save money (rather than pay to have 
the utility bring in a temporary line), 
time and labor costs. 

e Advantages — Portable generators 
can be sold in conjunction with power 
tools. They can be carried from the 
electrical distributor's warehouse, out 
and into the contractors’ pick-up truck, 
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AT BAY SHORE Electrical Supply Co., Inc., Bay Shore, N.Y., they are talking-up 
generators over the counter. L. to r.: Bob Perkins, Bob Cronk, Charlie Maresca 


with ease. They eliminate running 
wires at construction sites, because 
they can be toted from place to place. 
In addition, generators are economical 
to run. 

e Main Competitor—The prime ob- 
jection of electrical distributors to 
taking on a generator line is that 
his “contractor-customer already has 
them.” The question here is: Where 
did the contractors get them? 

The big competitor in the field, 
according to a number of distributors 
interviewed on fast-developing Long 
Island, N. Y., is the manufacturer 
who sells direct to the distributor's 
customer. “But,” says one distributor, 
“he can’t do as much as we can for 
generators because he has only one 
man. We have an entire sales force. 
If the distributor wants, he can move 
into this market and make it his own. 
You have to do it slowly though,” he 
says, “a little bit at a time, until you 
are sure of the market potentialities. 
Then you can start with salesmen, 
promotion, direct mail—the works.” 
@ Normal Profit—The distributors on 
Long Island report that the minimum 
amount of promotion that has been 
done (floor displays, over-the-counter 
talk) has netted a nice annual profit. 
Average back-up stock is four. Aver- 
age yearly turnover is 5 times. Normal 
profit amounts to about 20-25% 


e Finding Your Market—Before the 
electrical distributor takes on a gen- 
erator line he should consider three 
big points: 

1. Does the line have a competitive 
price? 

2. Is it portable . . . light in weight? 
Can a contractor carry it out of your 
warehouse? 

3. Are there service stations nearby? 
A big factor. You don’t want to get a 
bag of bolts back with a message say- 
ing “fix it yourself.” 

Also, the distributor should investi- 

gate the market potentialities in his 
area. Question contractors. Find out 
where they get their generators. If 
you're thinking of carrying other than 
portable-type generators, check out 
Dodge reports, talk to engineers and 
architects. 
e Selling the Market—After you've 
weighed the advantages and disadvan- 
tages and you decide to take a crack 
at it, here’s what one manufacturers’ 
agent has to say: 

“Start off slow. Order a piece at a 
time. No electrical distributor should 
stock a unit above 3500-kva. It’s better 
to keep in the area of 1,000-w and 
2,500-w generators, but make sure you 
get a manufacturer who makes large 
generators too—in case you get orders 
for bigger units.” 

Large generators are always drop- 
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AT GE Supply, Hicksville, N.Y., 


Howard Sommers complete generator counter display. 
branch netted close to $3,000 in generator sales. 


shipped. “We never see them,” says 
one Long Island distributor who has 
sold a few. “It’s just a billing opera- 
tion.” 

Another distributor says the best 
way to start off is to order just one 
or two pieces and display them in the 
counter area. “They actually sell them- 
selves—but they'll go faster if the 
counterman Calls attention to them. We 
recently sold two in a period of ten 
days.” 

Here’s how electrical distributors in 
various sections of L.I. have sold-up 
generators: 

e Andy Beldy, co-owner of A.C. 
Electric Supply in Smithtown L.lI., 
says that his generator customers are 
98% contractors. “It’s really a build- 
er’s item,” says Beldy, “because it’s 
being used for running portable tools 
and lights on the job. Right now we're 
aiming at hospitals and schools, playing 
up the civil defense angle.” 

A bread and butter item? Beldy says, 
“not yet, but give it a little time and 
it'll get out of that accommodation- 
item class. Where else can the contrac- 
tor come in, buy all his electrical 
equipment plus the power to run it? 
He saves time, money and paper work 
and gets good service to boot.” 

© Bob Loewy, branch manager of 
General Electric Supply Co., Hicks- 
ville, says generators for portable 
power supply are a very important 
item. “We stock three and four at a 
time with a six-time yearly turnover. 
Last year, we netted close to $3,000 
from sales of generators.” The firm’s 
big customer is the contractor. 

Loewy says that his branch is push 
ing generator sales by having salesmen 
drop literature off at customer offices 
and by prompting its countermen to 
call attention to generator displays in 
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Pete Bisbano (left) and 


In °59 
Chester Smiley, 


AT A.C. Electric Supply, Smithtown, N.Y., 
inspects new gas-operated generator with Eastern Sales Mgr., 
Empire Corp., Milwaukee, 





Andy Beldy (left) 


Wis 





GENERATOR installation, sold by South Bay Electric, Patchogue, N.Y 
N.Y. As a matter of policy, 


Lakeland firehouse, Lake Ronkonkoma, 


the counter area. “Generators for port- 
able power supply are selling not only 
because of the labor and time saving 
features they offer the contractor,” 
explains Loewy, “but also because of 
their light weight. Give it a while and 
the market will really go.” 

e Bay Shore Electric Supply Co., 
Bay Shore, L.I., keeps a back-up stock 
of seven portable generators. The 
firm’s turnover last year was five times. 
rhe profit was approximately $2,000. 
According to Charlie Maresca, “gen- 
erator sales really boom after a hurri- 
cane. When lines come down people 


., is located at 
Smiley checks 
with ultimate user Frank Roster, board chairman of Lakeland Fire District 


need power for heating and lighting. 
But it’s a year-round item for the elec- 
trical distributor. We talk it up over 
the counter and have found that a good 
many times, just having a counter 
display will sell them (Bay Shore has 
several different sizes on display).” 
“Previously,” says Maresca, “war 
surplus generators clogged up the 
market for the distributor. Now they 
have obsolesced into nothing and con 
tractors have to buy all over again 
Building booms and generators go 
together,” he says. “If the distributor 
handles it right, he can’t miss.” 
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Are You Missing Out on 
The Electronic Market? 


In a recent EW survey of industrial buyers, majorities of purchasing agents and 
chief electrical men indicated they would be interested in buying electronic prod- 
ucts from electrical distributors. This growing market is being served by several 
sources—and while the electrical distributor is doing well, he could do better. 


distributors are 
meeting the electronic buying 
needs of many chief electrical 
men and industrial purchasing agents, 
as evidenced in a recent survey con- 
ducted by the research department 
of ELECTRICAL WHOLESALING. 

But, although electrical distributors 
are meeting these needs, they are not 
maximizing them. 

This is shown clearly in the charts 
on the opposite page. For example, 
the two classification of buyers were 
asked to list the type of source from 
which they purchase 11 different elec- 
tronic products. As shown, out of 
173 chief electrical men replying to 
this question, 86.1% said they place 
orders for tubes through the electronic 
distributor. This compares with 33.5% 
who prefer the electrical distributor, 
9.8% who prefer the manufacturers’ 
salesmen, .6% for the electrical con- 
tractor and 2.3% for “other” classifi- 
cations. 

Comparing the two charts, indus- 
trial purchasing agents buy tubes at 
an even smaller percentage from the 
electrical distributor, compared with 
purchases from the electronic distribu- 
tor. | 
e Exceptions—Of the 11 products 
listed, chief electrical men indicated 
that they purchased only two at a 
higher percentage from the electrical 
distributor than from the electronic 
distributor. Of 151 replying to the 
question, 56.3% purchase relays from 
electrical wholesalers. This compares 
with 52.3% who purchase from elec- 
tronic wholesalers. 

For connectors, 52.5% of those 
answering said purchases are made 
from electrical distributors; 46.6% 
are made from the electronic sources. 

Throughout the survey, there was 
a strong indication that chief electri- 
cal men are much more active in 
buying from the electrical distributor 
than are the industrial purchasing 
agents. For this latter group, they 
consistently rate the electrical distrib- 
utor as their third choice of supply, 
with the electronic distributor first 
and the manufacturers’ salesmen as a 
close runner-up to the electronic 


7 LECTRICAL 


distributor. 

e The Reasons—Both classifications 
of buyers of electronic products 
stressed that the most important fac- 
tor in choosing a supplier depends 
basically on the availability and de- 
livery of these products to them. Of 
131 chief electrical men questioned 
about this, 78.6% mentioned availa- 
bility as their first consideration. 

Only 6.9% estimated that price 
was a deciding factor; 5.3% listed 
customer service as the most impor- 
tant reason, while 8.4% said breadth 
of stock would influence them most. 
The remaining .8% listed numerous 
other reasons, such as location of the 
supplier and the frequency in which 
the supplier’s salesmen call. 

Industrial purchasing agents place 
more emphasis on price. Although 
70.9% also list availability of prod- 
ucts as their first choice, 18.8% be- 
lieve price is most important in 
choosing a supplier. 

During the past 12 months, 96% 
of the chief electrical men replying 
said they had purchased tubes for 
replacement. This compares’ with 
62.3% of the purchasing agents re- 
plying who had purchased tubes. 
Other items purchased in quantity 
included relays, transformers, recti- 
fiers, capacitors, resistors, connectors, 
potentiometers, panel meters, diodes 
and transistors. 

With few exceptions, purchasing 

agents made purchases in this same 
order, as far as quantity and need 
were concerned. 
e Dollar Volume—Approximate ex- 
penditures for electronic components 
in 1959 by chief electrical men showed 
the largest volume in the $101-$500 
group. For the OEM market, the 
largest number of expenditures were 
between $2,501 and $5,000. 

Three electrical men said they 
spent between $40,000 and $50,000 
for replacement items, while one said 
his firm purchased more than $500,- 
000 worth of products as original 
equipment. 

While many purchasing agents spent 
between $100 and $500 for replace- 
ments, a near majority—43.2% —an- 


swering the question said they spent 
between $100,001 and $2,500,000 for 
use in original equipment. 

e Distributor Role—There is no 
doubt that there is a good market for 
electronic components. From the fig- 
ures above, there is a good indication 
that the dollar volume spent for these 
products is large. 

Why, then, is not the electrical 
distributor getting more of a share 
of this market? ELECTRICAL WHOLE- 
SALING asked this question of both 
chief electrical men and _ industrial 
purchasing agents: “What do you 
think about purchasing electronic re- 
placement parts from your electrical 
distributor, the same one from whom 
you buy electrical apparatus and sup- 
plies?” 

Significantly, majorities of chief 
electrical men and purchasing agents 
thought this was a “good idea.” Here 
is a breakdown of the replies: 

e Chief electrical men: “good idea” 
—55.6%; “not a good idea” —40.5%; 
other replies—3.9%. 

e Industrial purchasing agents: 
“good idea—58.7% ; “not a good idea” 
—35.9%; other replies—10.9%. 

Some of the following replies— 
both pro and con—may assist you in 
your future sales techniques in this 
market. 

e “It’s okay if stock is adequate.” 

e “It would be convenient and time 

saving.” 

e “We prefer specialized sources 

for better service.” 

“The electrical distributor car- 
ries inadequate stock.” 

“It’s okay if service is equal.” 
“It’s okay if price is competi- 
tive.” 

“No objection if competitive on 
delivery, price, service and 
breadth of stock.” 

e “Two separate specialized fields 

should not mix.” 

e “Service would not be as good.” 

e “It would save paperwork and 

centralize purchasing.” 

Copies of the complete study are 
available. Write: Research Depart- 
ment, ELECTRICAL WHOLESALING, 330 
W. 42nd St., New York 36, N.Y. 
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How two classes of buyers rated their electronic sources* 


“Based on answers to this question: Please name your local source of supply from whom you buy each of the tol- 
lowing electronic component parts, and check the nature of this source’s business 


How industrial purchasing agents answered this question 


Electronic Electrical Mfr. Or Electrical 

Distributor Distributor Mfrs’. Salesmen Contractor Total 

* % ® % & * % , ® % 
Tubes 79 ‘ 22 : - 100 100.0 
Transistors 42 . f 19 : - ; 56 100.0 | 
Rectifiers 46 ; 28 ‘ . 74 100.0 | 
Diodes 42 . , 24 . ~ ‘ 63 100.0 
Capacitors 57 : . 34 ; 93 100.0 | 
Resistors 58 : > 30 ' , 86 100.0 | 
Transformers 43 ‘ : 37 . . - 92 100.0 
Relays 37 42.1 ’ 37 ; . 88 100.0 
Panel Meters 38 47.5 . 26 , : 80 100.0 


Connectors 37 47.4 ‘ 20 . 100.0 


Potentiometers 44 59.4 





—— ————— 


How chief electrical men answered this question 


Electronic Electrical Mfr. Or Electrical 
Distributor Distributor Mfrs’. Salesmen Contractor Others Total 
a % # % # % = % * % = % 
Tubes 149 86.1 v7 88 ‘ 4 2.3 173 100.0 
Transistors 59 ; 15 f , 3.0 66 100.0 
Rectifiers ‘ 46 d . 1.4 144 100.0 
Diodes 68 . 21 . t . 1.2 81 100.0 
Capacitors 112 : 49 , , 3 , 144 100.0 
Resistors 118 ° 36 , ‘ , . 143 100.0 


Transformers 88 . 82 . 29 R ‘ , 160 100.0 


Relays 79 ; 85 ° 37 ° : : 151 100.0 


Panel Meters 57 53.8 47 y 27 : r 100.0 | 


Connectors 55 46.6 62 52.5 22 ; : ; 100.0 | 


Potentiometers 81 73.6 27 +24.5 16 . ° 100.0 





NOTE: # in tables above indicates number of respondents, who in some instances named several sources. 





October, 1960—ELECTRICAL WHOLESALING 





A salesman's ready fact-file detailing . . . 


What You Should Know 
About Modern Motor Contro 


Here's a package of the latest practical information on the operation, 


application and installation of motor controllers and control circuits, 


especially prepared for your immediate use by EW's technical consultant. 
This comprehensive analysis details what you ought to know about the se- 


lection of equipment, laying it out and hooking up of circuits. 


By Joseph F. 


of the most dynamic areas of electrical utilization. 
Expanding constantly in scope and detail, electric 
controls of all types are finding application in industrial, 
commercial, institutional and even residential buildings. 

More and more control is used for an ever-widening 
array of electric motored machines, with the trend to 
automatic operation bringing more complex control 
equipment and circuits. For the electrical distributor’s 
salesman, these factors pinpoint the need for sound 
technical understanding as the cornerstone of any control 
selling program. 

Everyday considerations in the sale of motor control 
equipment involve selection of the right type of unit for 
each job, layout of the control circuits and installation of 
the equipment. The task requires knowledge of the oper- 
ating characteristics of various controllers, of National 
Electrical Code requirements and of tested and proved 
circuits and equipment hookups. The following provides 
needed information on all phases of control work. 


T HE TECHNOLOGY of control today represents one 


Basic Requirements 


Minimum safety requirements for the application of 
controllers to electric motors are contained in the 
National Electrical Code. Important provisions include 
the following: 

1. All motors must be equipped with suitable controllers. 
The term “controller” includes any switch or device 
normally used to start and stop a motor. 

2. Any controller must be capable of starting and stop- 
ping the motor it controls, and, for an alternating- 
current motor, must be capable of interrupting the stalled- 
rotor current of the motor. 

3. The general rule on the rating of any controller is 


McPartiand 


that the device must have a horsepower rating which is 
not lower than the horsepower rating of the motor 
which it controls. Specific exceptions to this rule are made 
in the case of small motors and for circuit breakers 
because they have sufficient interrupting ability. These 
exceptions are as follows: 

a. The branch circuit protective device may serve as 
the controller for motors under %-hp which are nor- 
mally left running and are not subject to damage from 
overload or failure to start. Clock motors are typical 
of this application. 

b. A plug and receptacle connection may serve as 
the controller for portable motors up to '%-hp. 

c. A general-use switch rated at not less than twice 
the full-load motor current may be used as the con- 
troller for stationary motors up to 2-hp, rated for oper- 
ation at 300 volts or less. Or an ac snap switch may 
control a motor load up to 80% of its rating. 

d. A branch-circuit circuit breaker, rated in amperes 
only, may be used as a controller. If the same circuit 
breaker is used to provide overcurrent protection for the 
motor circuit, it must be rated accordingly. 

e. For sealed (hermetic-type) refrigeration compressor 
motors, selection of the size of controller is slightly 
more involved than it is for standard applications. Be- 
cause of their low-temperature operating conditions, her- 
metic motors can handle heavier loads than general 
purpose motors of equivalent size and rotor-stator con- 
struction. And because the capabilities of such motors 
cannot be accurately defined in terms of horsepower, 
they are rated in terms of full-load current and locked- 
rotor current for polyphase motors and larger single- 
phase motors. Selection of controller size is accordingly 
different than in the case of a general-purpose motor 
where horsepower ratings must be matched 
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For controllers rated in horsepower, selection of the 
size required for a particular hermetic motor can be 
made after the full-load and locked-rotor currents of 
the motor have been converted. To get this equivalent 
horsepower rating, which is the required size of controller, 
the tables in Article 430 of the NEC must be used. First, 
the nameplate full-load current of the motor is found 
in Table 430-148 to 430-150 and the horsepower rating 
which corresponds to it is noted. Then the nameplate 
locked-rotor current of the motor is found in Table 
430-151, and again the corresponding horsepower is 
noted. In both tables, if the exact value of current is 
not listed, the next higher value should be used. If the 
two horsepower ratings obtained in this way are not the 
same, the larger value is taken as the required size of 
controller. 

Some controllers may be rated not in horsepower 
but in full-load current and locked-rotor current. For 
use with a hermetic motor, such a controller must have 
current ratings equal to or greater than the nameplate 
full-load current and locked-rotor current of the motor 


Types of Controllers 


Depending upon the characteristics of any motor— 
hp rating, voltage, dc or ac, single or multi-phase—and 
the conditions of use, various types of motor controllers 
are suited to specific tasks: 

Based on the voltage supplied to the motor on start- 
ing, there are two types of controllers for ac motors— 
(1) full-voltage starters, in which the full value of rated 
voltage is applied to the motor; and (2) reduced-voltage 
starters, in which less than the full line voltage is ap- 
plied initially to the motor, with provision for applying 
full voltage when the motor is rotating, to minimize the 
amount of inrush current. 

Although any polyphase induction motor can be started 
on full-voltage, without doing damage to the motor, such 
starting of larger motors may damage the driven load 
and will produce severe voltage disturbance in the dis- 
tribution system due to the very high starting current. 
Starting current generally runs from six to eight times 
the normal running current. Only the full-voltage starters 
will be discussed here, since they are the most widely 
used. 

Common types of full-voltage starters are as follows: 
Manual Starters—The simplest manual starting switch 
is the 1- or 2-pole fractional horsepower toggle switch. 
These are used for infrequent starting of single-phase 
motors on 120 or 240 volts. The unit is basically similar 
to the common wall switch, but generally will have to 
include running overload protection to open the circuit 
when the motor overloads or stalls. 

Another type of manual starter is made for use with 
single-phase or polyphase integral-hp motors. This con- 
tains a switch assembly in an enclosure, with either 
pushbuttons or a toggle handle protruding through the 
case for operating the contacts. Overload protection is 
included. Such starters are available for use up to 742-hp. 

Manual starters do not have low-voltage or under- 
voltage protection. As a result, a power failure will 
stop the controlled motor but will not disconnect it from 
the supply. The contacts remain closed and the motor 
will start immediately upon return of power. This can 
be hazardous if anyone has his hand near the driven 
machinery and does not expect the motor to start auto- 
matically upon return of power. Manual starters should 
be opened on power failures to avoid such hazard. With 
the proper hookup of its coil, a magnetic starter protects 
against restarting of a motor under the same conditions. 

Manual starters find wide application where remote 
control or automatic control is not needed, where the 
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What You Should Know (cont.) 
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Hookup and Protection of Remote Control Circuits 
for Magnetic Motor Controllers 


yntroller 
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Operating 


A) Remote control circuit< 
conductors in racewoy 





Remote pushbutton 
~ station 


In general, remote contro! conductors must be protected against 
overcurrent. The code states that such conductors can be satis 
factorily protected by overcurrent devices which are not of the 
time-lag type and are rated at no more than 500% of the 
carrying capacity of the control circuit conductors. However, the 
code modifies this requirement for motor control circuits as fol 
lows: The remote contro! conductors above (A) may be properly 
protected by the branch circuit overcurrent devices (8) if these 
devices are rated or set at no more than five times the current 
rating of the contro! conductors. if the branch circuit overcurrent 
devices were rated or set at more than five times the rating of 
the contro! conductors, the contro! conductors would have to 
be protected by separate protective devices located “at the 
point where the conductor to be protected receives ts supply ( 
And in the case of motor contro! circuits, the branch circuit 
protective devices may be of pec htt: type and sfill qualify 
as protection for the contro! conductors. |t should be noted that 


the overcurrent protection is me roe for the control conductors 


and not for the operating coil. Because of this, the size of con 
trol conductors can be selected to allow application without sep 
arate overcurrent protection 
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operator is in attendance at the driven load and where 
conditions eliminate the above-mentioned hazard of un- 
expected restarting after power failure. Manual starters 
are also made for reversing rotation of a motor. 
Magnetic Starters—A typical magnetic starter has a 
contact assembly similar to that used in the manual 
starter; but instead of requiring mechanical, hand-ap- 
plied force to open and close the contacts, the magnetic 
starter uses electromagnetic energy to actuate the con- 
tacts. Control of the electromagnetic energy may be 
exercised by hand-operation of a pushbutton which ener- 
gizes a solenoid coil in the starter or an automatic switch- 
ing device—time switch, float switch, pressure switch— 
may be used to energize and de-energize the solenoid 
automatically, opening and closing the starter without 
any personal attention to the operation. The former 
type of operation is actually manual operation of a 
magnetic device. The latter operation is strictly auto- 
matic. 

A big advantage of the magnetic starter is that the 
starter can be opened or closed by means of a switching 
device controlling the solenoid and mounted remote 
from the starter assembly. This remote control may be 
either manual or automatic as described above. 

Other advantages in the use of magnetic starters derive 
from the operation of the control circuit for the electro- 
magnetic coil: 

Undervoltage Protection—This type of protection, also 
called low-voltage protection, is obtained from a mag- 
netic starter when the assembly includes a set of holding 
contacts for use with momentary-contact pushbuttons. 
In such hookups, when voltage fails or drops too low, 
the starter opens because the operating coil is not ener- 
gized. This protects the motor against high current op- 
eration on low voltage and also assures that the motor 
will not restart upon return of power. Under such con- 
ditions, the starter coil must be re-energized by again 
pushing the START button. 

Undervoltage Release—This type of protection is ob- 
tained when a maintained-contact device is used to ener- 
gize the operating coil. Upon voltage dip or failure, the 
starter will open because the coil will not hold the con- 
tacts closed. But because the coil circuit is completed 
through a maintained switch device—toggle switch, float 
switch, pressure switch, time switch, etc.—the starter 
will reclose and the motor will start up automatically 
upon return of power, unless some means of disconnect 
is opened in the motor circuit. There is, however, defi- 
nite protection of the motor against operating on low 
voltage. 

Although the magnetic starter is used extensively as 
a purely control device in an individual enclosure, it is 
also used in combination with switches and circuit break- 
ers to provide a combination motor disconnect means 
and controller in one enclosure. A combination starter 
consists of a magnetic starter with either a fused or un- 
fused switch or a circuit breaker. The combination unit 
accomplishes the same switching, protective and control 
functions as two separate units, offering economy and 
ease of installation in addition to assuring proper co- 
ordination among the components. 

Basically, the advantage of the combination starter 
lies in its ready and convenient compliance with Code 
circuit requirements. The Code requires that motors 
and controllers be equipped with a device which can 
be used to disconnect them from all ungrounded con- 
ductors. 

Such disconnecting device may be a motor circuit 
switch rated in horsepower or a circuit breaker, with 
certain exceptions for small motors and those rated 
over 50 hp. And when branch circuit short-circuit pro- 
tection is also required, fuses may be used in combina- 
tion with the switch or a CB will serve both purposes 
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More important motor control know-how .. . 
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Minimum Requirements for Motor Running 
Overload Protective Devices 


Running over'oad 
protective devices 





es 





\ 
A 


Motor controller 


: 1. Motors over | hp, under 1500 hp and without an integral thermal 


protector 


Protective device set for not more than 125% of motor full- 
load current for motors having a temperoture rise not over 
. 40C, or set for not more than 115% for motors of other types. 


Portable motors of | hp or less, manuolly started and within sight 


from the starter location— 
The branch circuit overcurrent device is sufficient running 
overcurrent protection. 

3, Motors of | hp or less, automatically started; motors of | hp or 
less, manually started and out of sight from the starter locat- 
ion; or motors of | hp or less which are not portable — 

For motors without integral thermal protectors, protective 
device set for not more than 125% of motor full-lood 
current for motors having a temperature rise not over 40C, 
or set for not more than 115% for motors of other types. 


. No provisions are required for motors which have sufficiently 


high winding impedance or control devices which prevent 
damage due to stalled rotor. 
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PROMOTION of people and products is considered by National Electric's president 
as the most important factor in obtaining business. At the top of the second page of 


this typical issue are pictures of several of the firm’s employees 


Justesen stresses 


that he wants his customers to know—at least by sight—his employees. At the bottom 
are product literature listings by code numbers. A card with identical code numbers 
is included for customers who might wish to request literature 


SECRETARY Betty Parks handles pro- 
motion materials for National. Here, she 
checks items in “National Notes” file 
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Promoting 


“serv- 
are important in making 

sales, but as far as one New 
Jersey distributor is concerned, busi- 
ness today is obtained—or _lost- 
through personalities. 

The distributor, Cliff Justesen, pres- 
ident of National Electric Co., Pas- 
saic, N.J., believes that keeping busi- 
ness on as much of a personal basis 
as possible will result in quantity 
sales and profits. 

“We believe it is just as important 
for our customers to know our em- 
ployees personally as it is for them to 
know the types of products we han- 
dle,” Justesen says. “Many customers 
merely know the names and voices 
of distributor personnel with whom 
they transact business. This is not a 
good business relationship. If the cus- 
tomer knows personally the employee 
with whom he deals, he not only 
will feel he is getting personal service 
from the distributor, but also will 
learn the policies and the importance 
of the functions of the distributor 
more quickly.” 

e A Personal Note—Although the 
majority of employees at National 
Electric do not get out into the field, 
Justesen, in a overcomes this 
by taking them to. the customer by 
way of a company publication for 


and so-called 


RODUCTS 


ice 


sense, 


How an issue of National Notes 


AN IMPORTANT part of the paper deals 
“National Notes,” Justesen constantly takes 


In stressing this to customers who receive 


with photographs of company personnel. 


pictures of employees and events concerning the firm 
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People, Products, Service 


customers every two months. 
The publication, “National Notes,” 
was first initiated in July of 1949, 


and was designed to introduce Na- 
tional’s personnel to the customers. 

The four-page paper has been so 
successful that now copies are mailed 
to 2,000 customers and prospective 
customers once every two months. 
In addition, the extent of “National 
Notes” has increased so much during 
the past 11 years that one employee 
now handles the entire procedure 
from start to finish. This is in addi- 
tion to the employee’s regular duties 

In addition to pictures and items 
about company personnel, Justesen 
takés advantage of listing new prod- 
ucts and descriptions of products in 
“Notes.” 

“These listings have all but re- 
placed our direct mailings of manu- 


facturers’ literature,” the president 
explains. “When we send our litera- 
ture, we have to face the fact that 


not all of it is read. Because of this, 
much of our time and money is 
wasted. 

“However, by including listings in 
our publication of literature avail- 
able, the customer can be selective 
and request from us only what he 
wants.” 

Miss Parks, who 


Betty regularly 


goes fo press 





VARITYPE machine is used to type copy 
for company paper. Seventeen styles of 
type are being used at present. 
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performs secretarial duties, also pre- 
pares “National Notes.” In addition, 
she also is in charge of all promotion 
materials. When requests for specific 
literature is made from the list in- 
cluded in the company publication, 
Miss Parks promptly mails the pieces 
to the customers. 

e Complete File — Both Justesen 
and Miss Parks maintain an up-to- 
date file of anything that might be 
of interest to the customer. This in- 
cludes news of the electrical indus- 
try, mew procucts and even jokes 
Most of each issue, however, is de- 
voted to items and pictures of com- 
pany personnel, explanations of com- 
pany services and policies and future 
company plans. 

e New Features—-Starting with the 
issue this month, manufacturers will 
contribute articles to be included in 
a section devoted to a description of 
products. Justesen believes this will 
help educate customers in product 
applications. 

In addition, the president will em- 
phasize an editorial column. Written 
by him, Justesen will stress various 
problems faced by the electrical dis- 
tributor. In this way, he hopes the 
customer will get a better idea of 
the functions and importance of the 
distributor 





PASTING copy from Varitype machine 
onto layout sheets is next step. Photos 
taken by Justesen also are pasted here 





In an attempt to present as much 
thought as possible in “National 
Notes,” the distributor always devotes 
the entire front page to poetry. For 
much of this, he is required to get 
permission for reprinting the mate- 
rial. However, each poem is selected 
carefully, and includes attitudes any- 
one can put into use for better busi- 
ness practices, 

As far as physical makeup is con 
cerned, Justesen has invested in a 
Vari-type machine, for which he now 
has purchased 17 different styles of 
type. After Miss Parks has typed all 
items, she pastes them on a layout 
sheet that also includes pictures of 
company personnel and events taken 
by Justesen. This form is then sent 
to the offset printer for the finished 
product 
e Closer Ties—‘This type of pro- 
motion can bring only intangible re- 
sults,” Justesen says. “But the bene- 
fits are there, nevertheless. With 
‘National Notes’ we can present a 
personal view of ourselves and our 
company to our customers. This is 
what we attempt to stress in oul 
program of personalities—not only 
for our own benefit, but also for the 
customer who wants more to busi- 
ness relations than business transac 


tions.’ 


: 
@ 


} 
*é. BN thee 


APPROVAL of the final product is given 
by the president. Justesen started the pa 
per for customers in 1949 
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voltage used fo force the current 
through that part of the circush fn 
the sketch at lett; Zhere 1s a voltage 
drop of 2 vol?s between she gener 
ator and substation transforr7es,; 
3 volts Lefweer She substatoriard 
Mistribution transformer ete. Tus 
there isa potential of only #7/-5 
volts across the lamp when /# K“s 
plugged fato the receptacle. The 
voltages Showts wi l/ vary, of Courses 
with the actual currers? Flowing 
in The condac7ors. 








Just what comprises the ‘interral” and 
“external” circutts is a matter of opinion. 
Basically, everything outside the gener- 
ator /s external 7e the generating source. 


yond the service switch may be Consit- 
ered the external circu‘t As far as 
the extension Cord ard larip are Corr 
cerried, Overy thing up 7e the recep?r- 
acle 1s “internal.” The exact derjr- 


However, trom the standpoint of rhe oc- 
cupancy served, only that portion be- 


tion adgeted 15 animportant 





SERIES CIRCUIT 


Consider only that portion of the system 
beyond the receptacle shown. /n rtfi's 
simple circurt there are F resisvarices 
i? serves: 





Lonductor 7o lamp: 225 of 
lamp: /2/.00 olins 


Conductor trom lamp: 0.25 ohm 
Total resistarice: /21.50 ohms 





Jo tind the curren? flowing in the cir- 
cult apply Ohm's law : 


z = = 0.922 anpere. 
Fart of the 1/12 volts 1s used up 7o 


force the curren? through each of 
the three resistances. The vo/7age 
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VW- 
0.25 OHM 
Conductor Fo larnp: 
Es ZR = 0922 amp x 0.25 obm 
= V4 vol? (approx.) 
Lamp: 
£°IR * 0.922 amp x /2/ ohms 
= WI Ye volts (approx) 
Conductor Frem farnp: 
E* IR = A922 amp * 0.25 ohm 


- Y4. vol? (approx.) 
Thus, in a series crrcurt 





INCANDESCENT 


drop across ach par? may be 
found by applying Ohm's Jaw re 
each resrstanrce jn turn: 
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e THE SAME CURRENT FLOWS /N ALL PARTS. 
0 THE VOLTAGES ACROSS EACH PART ADD 
UP JO THE TOTAL IMPRESSED VOLTAGE. 
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Circuits—Il 


| N THE three forms of Ohm’s Law— 


E E 

I——, E=IR and R=— 

R I 

voltage is applied to the circuit which 

is made up of the resistance of 

the circuit conductors and the resis- 
tance of the load device. 

As a result, current flowing through 
the resistance of the conductors pro- 
duces a certain voltage drop in ac- 
cordance with the formula E=IR, in 
which the E equals the drop in voltage, 
the I equals the current flowing and 
the R equals the resistance of the cir- 
cuit conductors. The voltage dropped 
in the conductors is then subtracted 
from the voltage applied to the cir- 
cuit to obtain the voltage which is 
actually impressed across the termi- 
nals of the lamp, motor or other load 
device. Such consideration of voltage 
drop is an important phase of any ac- 
tual circuit calculation and will be 
considered fully later. 

Because circuits commonly supply 
a number of lamps or a number of mo- 
tors or other power devices, it is im- 
portant to be able to calculate the 
values of current, voltage and resist- 
ance for such operating conditions. 
In the common arrangement, load de- 
vices are rated for the circuit voltage 
— such as 120 volts — and are con- 
nected across the conductors in par- 
allel. Each load device is then sup- 
plied with its rated voltage and draws 
current in proportion to the value of 
its resistance. The circuit current is 
then equal to the sum of the currents 
drawn by the load devices connected 
in parallel. Or another way to cal- 
culate the circuit current is to reduce 
the resistances of the parallel load 
devices to a single resistance value 
equivalent to the several. 

Celculation of circuit conditions for 
supplying a number of independent 
load devices is based upon two rules 
of load connections: 

1. If two or more resistance load de- 
vices are connected in series, i.e., the 
load resistances are connected in series 
with the resistance of the circuit con- 
ductors, the effective load resistance 
is equal to the sum of the individual 
load resistances. And the total circuit 
resistance is the sum of the effective 
load resistance and the resistance of 
the circuit conductors. A circuit in 
which resistances are connected in a 
single path of current flow, with cur- 
rent flowing from one resistance to 


the 
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the next as it makes its way from the 
positive terminal to the negative term- 
inal of the voltage source, is known as 
a series circuit. 

2. If two or more resistances are con- 
nected so that each resistance has the 
full circuit voltage impressed across 
it, the resistances are said to be con- 
nected in parallel. In such an arrange- 
ment, the effective resistance of all of 
the resistances considered as a single 
resistance is equal to some value less 
than the smallest of the resistances 
connected in parallel. 


Series Circuits 


As far as the connection of load de- 
vices is concerned, series circuits are 
not generally used for modern light- 
ing and power load connection. The 
theory of series circuit operation, how- 
ever, is essential to a full understand- 
ing of what takes place in every branch 
circuit, feeder and service supply. As 
mentioned previously, every circuit 
finds the circuit wires themselves as 
resistances in series with the single or 
combination load resistance. 

In any strictly series circuit, the 
voltage at the source of the circuit is 
impressed across the sum of the re- 
sistances. As a result, the current 
that flows in the circuit can be deter- 
mined from Ohm’s Law as follows: 
I= . ° 

R.-+-R,-+R,+R,+R,+R,-+ ete. 
in which 
I=current flowing through all of the 

resistances 
E = the circuit voltage 
R:. Ro, Ro, R:. etc. — the individual 
resistances making up the circuit. 

Then, applying one of the other 
forms of Ohm’s Law to each resistance 
—i.e., E—IR—we will get the amount 
of the total circuit voltage which 
is dropped across each resistance, 
the amount of electron pressure 
needed to produce the current flow 
through each resistance. And the sum 
of these voltage drops around the cir- 
cuit—E,=IR,, E.=IR., E,=IR,, etc. 
—is equal to the voltage impressed at 
the source of the circuit. 

It should be noted that the current 
through a series circuit has the one 
value determined by the impressed 
voltage and the sum of the resistances. 
It is the same at any point in the cir- 
cuit. Voltages across individual re- 
sistances, on the other hand, vary 
with the value of resistance and the 


amount of current flowing. 

Of course, it must always be rem- 
embered that the voltage source it- 
self—whether it is a generator or a bat- 
tery, or the busbars in a switchboard 
or panelboard—has a definite amount 
of resistance, known as “internal” re- 
sistance, which it adds to the series 
resistances of the external circuit and 
which plays a part in limiting current 
flow. This latter characteristic re- 
quires that a careful distinction be 
made between the parts of any circuit, 
as follows: 

A. That part of the circuit 
which is connected to the terminals 
of the source—to the generator term- 
inals or to the bus lugs in a panel- 
board—is generally referred to as the 
“external” circuit. The resistances of 
the external circuit include the load 
resistances and the resistances of con- 
necting wires from the source to the 
load and between individual load re- 
sistances in a series circuit. 

B. That part of any circuit 
which is within the generator or bat- 
tery or that part which is between a 
set of terminals used as a voltage 
source and the actual generator or 
other source providing the voltage at 
the terminals can be thought of as 
the internal circuit. This internal cir- 
cuit contains the electromotive force, 
or electron pressure, and the resistance 
of its own current path. This internal 
resistance reacts with current flowing 
through it to produce a certain volt- 
age drop which substracts from the 
voltage value of the electromotive 
force. As a result, if the voltage across 
the terminals of a generator or other 
source is measured when the voltage 
source is not supplying current to a 
closed external circuit, the value of 
voltage will be exactly equal to that 
generated. 

If, however, the voltage of the 
same source is measured when the 
source is supplying current to an ex- 
ternal circuit, the voltage will be 
found to be somewhat lower than the 
open-circuit value. The difference in 
the two measured values will be equal 
to the product of the amperes of cur- 
rent flowing times the value of the in- 
ternal resistance of the source—ac- 
cording to Ohm’s Law that E=IR. It 
should be noted that voltage sources 
produce electrical pressure, but cur- 
rent flow through resistance always 
produces a drop in pressure. That is, 
it uses pressure and must therefore 
be subtracted from the source value. 

Any voltage drop, then, in the in- 
ternal resistance of a source must 
be subtracted from the value of gen- 
erated electromotive force to deter- 
mine the actval value of voltage avail- 
able at the terminals of the source to 
produce current flow through the ex- 
ternal circuit 
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flow in the portions of the circuit indicated by the arrows /n rhe 
drawing? Neglect fhe voltage drop in the corducrors. 
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We may apply Ohin's Law In turn We may a/so tind curren? A by a- 
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VOLTS eguivalent) res'stTarve: 
CURRENT = 
OHMS a ivdo J. CURRENT A 
_ 120 vouTs Resp R, RB, R, 
C = aa oums * |8.33 AMPERES | sie a t 
“ig 144 T1258 oar 
= = (8.3 MPE ware 
D = C = [8.33 amperes! = .0694+.0694-+.08 | Rett 
120 VOLTS I 
E = sous ~ (96 amperes] == - 2/88 
= zen = 4.57 onms 
B = E =|9.6 amperes| "a 








120 VOLTS 


A+ a OS = (26.26 amreces| 


Curren? A, the total branch car- 
curt current, 7s egual To Fhe sum 


of the currents +77 each of the Obviously, breakers or fuses wi// 
paralle/ LZrariches : open the formas 20- ampere Cir 
A-C+D+E cult with such a/oad. This em- 
= 8.33 + phasizes the desirability or 
A ‘O23 +26 having two 20-amp kitcher7 
A= 26. 26 AMPERES| appliance Circus 7s. 
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Circuits—Ill 


PPLICATION of _ series-circuit 
calculations takes many forms 


in modern electrical practice. 
Although utilization devices—lighting 
fixtures, motors, appliances—are gen- 
erally connected in parallel on branch 
circuits, street lighting circuits are 
frequently connected with the lumi- 
naires or ballasts in series. Series 
calculations are also standard parts 
of engineering design of feeders and 
of many motors and appliances. Some 
typical examples of calculations are as 
follows: 
1. A generator with an internal re- 
sistance of 0.5 ohm produces an 
electromotive force of 120 volts and 
is connected by two wires, each with 
a resistance of 1 ohm, to a load device 
with a resistance of 57.5 ohms. What 
is the circuit current? What is the 
terminal voltage of the generator? 
What is the voltage drop in the circuit 
conductors? What is the voltage 
across the load? 
a. The current flowing through the 
series circuit is equal to the emf 
divided by the total resistance. 





“— 120 volts _ 120 volts 
~~ 0.5+1+1457.5 60ohms 
= 2 amps 


b. Generator terminal voltage is equal 
to the generated emf minus the voltage 
drop produced by the circuit current 
and the internal resistance of the 
generator. 
Terminal voltage = 120 — (2 amps X 
0.5 ohms) = 119 volts 
c. Voltage drop in the circuit con- 
ductors is equal to circuit current 
times the total resistance of the con- 
ductors. 


Voltage drop = 2 ohms 


= 4 volts 
d. The voltage across the load is equal 
to the generator terminal voltage mi- 
nus the voltage drop in the circuit 
conductors. 


Load voltage = 119 volts — 4 volts 
= 115 volts 


2. Four lamps, each rated at the 
same resistance value, are series con- 
nected across a terminal voltage of 
600 volts, producing a current flow 
of 10 amps. What is the circuit resist- 
ance? What is the resistance of each 
lamp? What is the voltage across each 
lamp? 

a. Circuit resistance is equal to the 
terminal voltage divided by the circuit 
current. 


2amps 


600 volts 
= — = 60 ohms 
10 amps 
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b. Since the four lamps are connected 
in series and all have the same resist- 
ance, the resistance of each is equal 
to the total resistance divided by the 
number of lamps. 
“ 60 ohms 2 Si clin 
4 
c. The voltage across each lamp is 
equal to the resistance of the lamp 
times the current flowing. 


Lamp voltage = 15 X 10 = 150 volts 
Parallel Circuits 

As stated previously, the most 
common connection for light and 


power utilization devices connected to 
branch circuits in modern electrical 
systems is the parallel connection. In 
such a circuit connection, all of the 
load resistances are connected between 
the conductors which connect the 
load to the source of emf. As a 
result, the voltage across any one load 
resistance is essentially the same as 
that across any other load resistance. 

The voltage across all of the resist- 
ances is exactly the same if all of the 
resistances are connected to the same 
points on the circuit conductors tieing 
back to the emf source. Such con- 
nection, however, is not generally 
achieved in typical circuit hookups. In 
the usual arrangement some of the 
load resistances are further away from 
the switch or panelboard terminals 
than are others of the load resist- 
ances. There is, then, a very slight 
difference in voltage from one resist- 
ance to any other due to voltage drop 
in the conductors of the circuit. The 
basic theoretical point, however, is 
that voltage across ali of the resist- 
ances is the same in parallel hookup. 
This can be thought of as comparing 
to the fact that current through all 
of the resistances is the same in series 
hookup. 

With the same voltage across all of 
the load resistances, the total current 
drawn by the circuit is equal to the 
sum of the individual currents drawn 
by the individual resistances. The cur- 
rent divides among the parallel paths 
presented by the resistances, with the 
current through any path conforming 
to I=E/R. The load with the lowest 
resistance value will draw the highest 
current and that with the highest 
resistance value will draw the lowest 
current. Intermediate values of resist- 
ance will draw intermediate values of 
current. If, for instance, three load 





devices are connected in parallel on 
a 120-volt circuit, with the resistance 
values being 2, 4 and 6 ohms, the 
2-ohm device will draw 120/2 or 60 
amps, the 4-ohm device will draw 
120/4 or 30 amps and the 6-ohm 
device will draw 120/6 or 20 amps. 
The total current drawn by the circuit 
conductors which supply the three 
devices is equal to 60+30+20 or 110 
amps. 

Another way of evaluating a paral- 
lel circuit involves reducing the group 
of parallel-connected resistances to a 
single equivalent resistance which 
would draw current equal to the sum 
of currents flowing through the indi- 
vidual resistances of the actual circuit 
under study. The effective resistance of 
a group of resistances connected in 
parallel will always have an ohmic 
value less than that of the smallest re- 
sistance of the group. For any parallel 
group of resistances, the actual value 
of effective resistance can be readily 


found from the following formula: 
l 1 4 1 1 ‘ 
a = - + + — --- etc., 
Rerr R, Re R; 
where Rerr, = the effective resistance 


of the group, and R,, Re, Rs, etc 

= the individual resistances 
Example: Three resistances—10 ohms, 
20 ohms and 40 ohms are connected 
in parallel. What is the equivalent 
single resistance value of this group? 


rh. ¢, 4 @e6es 3 
Rerr. 10°20'40 40 40 
0 
Rerr. = — = 5.71 ohms 
‘ 
Example: Four resistances — each 


rated 20 ohms—are connected in par- 
allel. What is the effective resistance 
of this group? 


aS eS 
Rerr 20 207 20° 20 20 
20 
Rerr i 5 ohms 


From the latter example, it can be seen 
that when a number of parallel resist- 
ances have the same ohmic value, the 
effective resistance of the group is 
equal to the ohmic value of one of 
the resistances divided by the number 
of resistances connected in parallel. 

In the first example above, if the 
group of resistances were connected 
across a Circuit voltage of 120 volts, 
the current flowing through the circuit 
conductors would be E/R or 120/5.71, 
which is 21 amps. The current flow- 
ing through each of the individual 
resistances would be: 120/10 ohms 
or 12 amps; 120/20 ohms or 6 
amps; and 120/40 ohms or 3 amps. 
The total of the three currents is, of 
course, also 21 amps. 


Next Month: Circuit Studies 
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Saas 


WORKSHOP SESSIONS were the meat and potatoes of the 
2nd Eastern Region Meeting. Here, personnel management 


session—chairmanned by 
discusses employees, the distributor's most important asset 


Elmer Sisco, GESCO-Boston 


And Much Work Pay Off 


That was the story at NAED's 2nd Eastern Region Meeting in 
Atlantic City as members saved only the nights for fun 


2nd NAED Eastern Region Meet- 
ing was memorable for its real 
work as well as its relaxation. 

The confab—held in Atlantic City’s 
Claridge Hotel August 21st to 24th— 
was presided over by Bolan H. Boat- 
ner, Eastern Region v.p., and featured 
six workshop sessions that stimulated 
spirited discussion, profitable idea-ex- 
changes and much progressive thought. 

The sessions and chairmen; (1) Pro- 
cedures-Equipment Management, Phil- 
lip B. Leff, Leff Electric Co., Cleve- 
land; (2) Financial Management, 
Arthur E. Loeb, Jr., The Loeb Electric 
Co., Columbus, O.; (3) Personnel 
Management, Elmer A. Sisco, Gesco- 
Boston; (4) Inventory Management, 
Paul M. Gens, Loman Electric Supply 
Co., Boston; (5) Sales Management, 
Halsey Dickson, Leidy Electric Co., 
Phillipsburg, N.J. (6) Managing for 
the Future, T. W. Lauer, Rumsey 
Electric Co., Philadelphia, Pa. 

e Long Days—From 8:45 each morn- 
ing, the workshop give-and takes went 
on through each day. 

Distributors could visit each group 


T: MOST who attended, the recent 
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or concentrate on the several in which 
they might have particular interests. 

The well-chosen chairmen kept the 
ideas flying with skillful placing of 
questions that always seemed to elicit 
new thoughts. 





Called “outstanding” and “‘memora- 
ble” by many NAED members was 
the Hawaiian luau sponsored by man- 
ufacturers on Monday evening, August 
22nd, Dress ranged from brilliant 
shirts to sarong-like dresses to a 
mmumu or two (multi-colored mother 
hubbard to us uninitiated mainlanders). 

Committee for the luau: R. S. Ed- 
wards, Jr., Edwards Co. Inc., chair- 
man; Richard W. Noel, Electrical Fit- 
tings Corp.; R. A. Hubley, ELEC- 
TRICAL WHOLESALING; P. How- 
ard Farley, Anaconda Wire & Cable 
Co.; James J. Hennessy, Burdy Corp.; 
C. A. Biddulph, The Thomas & Betts 
Co., Inc. 





Typical of the workshop conclusions 
reached were these few comments ex- 
cerpted from the summaries of Elmer 
A. Sisco, Gesco—Boston, and Paul M. 
Gens, Loman Electric Supply Co., 
Boston: 

Sisco (on Personnel Management): 

. our effectiveness as managers 
must be directed toward the develop- 
ment of the proper spirit and resource- 
fulness of our people . (Our) 
major objective (is) attempting to at- 
tract and then hold high caliber people 
. . . The most valuable asset in our 
business is people.” 

Gens (on Inventory Management): 
“To the manufacturer . . . the prob- 
lems of the small distributor (on inven- 
tory control) are of prime importance 
. . . Indication of (the) realization that 
helping in efficient inventory control 
(can) be of direct use to the manu- 
facturer (is) found in the growing 
number of inventory reporting meth- 
ods and obsolescence guarantee pro- 
grams .. . spontaneously offered . . .” 

Addresses by Eastern Region v.p. 
Boatner and NAED Executive Direc- 
tor Arthur Hooper ended the meeting. 
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is American Distribution... 
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Re Renee Chet om oe 


QUESTION? What use is a Distributor-Does he cost me money?) 


Here ore the answer: invelving a typical instellation of a 25 HP. motor in @ fectory . . 
The AMERICAN WAY... 
The USSR. Wey- Me Distributor. sak Gall Datdetes'esd ies 8 
© Gots: CREED 1, Call WY 7-561. A trained engi- 


pecan ote a er a eg neer will advise you whet your 
. ere and the 


You draw your own conclusions 
which methed is the most desirable and efficient! 





HEATING © INDUSTRIAL 


SUPPLY Company @) 


PHONE WY 7-161 Ashtabula, Ohio : 








A Distributor Uses: 


An Ad Like a Double-Edged Sword 


The A. Louis Supply Co., Ashtabula, Ohio, aimed an ad 
at Khrushchev's Kremlin with one eye on the American 
people. Purpose was two-fold: educate Reds, Yanks. 


N electrical distributor in Ashta- 
bula, Ohio, took a two-page ad- 


vertisement in the town news- 
paper and swung it like a double- 
edged sword, hacking away at eco- 
nomic ignorance in Russia and the 
United States. 

The ad was aimed directly at the 
Kremlin but Louis Supply knew 
Americans would read it, too. 

Says one official of the firm 
“there are many, many misinformed 
Americans when it comes to under- 
standing the economics of distribution 
and what the functions of the elec- 
trical distributor are. Recently, a high 
school economics teacher came into 
our firm with some students to inves- 
tigate American business in motion. 
Standing here in this office with school 
children flocked about, the teacher said 


100 


‘is the 
the 


that the electrical distributor 
middle man—that parasite of 
American economy.’ ” 

Joining in with other local ° busi- 
ness establishments in the Ashtabula 
area, Louis Supply, in a special “free- 
dom section” of the Ashtabula Star 
Beacon, addressed a company adver- 
tisement (see illustration above) to the 
attention of Nikita Khrushchev. 

The idea originated at the Star Bea- 
con and its over-all purpose was to 
picture Ashtabula—‘“and thus all 
America—as a _ peace-loving and 
friendly community.” The entire sec- 
tion, including editorials and ads, was 
entitled “This, Mr. Khrushchev, is 
Ashtabula, U.S.A.” Copies of the sec- 
tion were sent by regular mail directly 
to the Kremlin. The State Department 
was solicited to utilize diplomatic 





channels to assure delivery. 
e Service and Value—Louis Supply 
spotlighted 10 ways the electrical dis- 
tributor can serve his customers with 
stock, salesmen, delivery, education, 
technical assistance, catalogs, commu- 
nications, products, inventory selection 
and experience. The advertisement also 
gives the administrative organization 
of the firm. 
e.The U.S. Way—lIn a step-by-step 
comparison process, Louis Supply 
shows why the American way—with 
the electrical distributor—is better 
than the Russian way—with no distri- 
butor. Then the ad says to “draw your 
own conclusions,” making a powerful 
point when it explains the value added 
by the distributor: 

“The major function performed by 

Continued on page 124 
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Sets Up E.M. T. 
With Original B-M Indenter Fittings 
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@ 8-M indenter Fittings and Tools make an unbeatable combination when it comes to easier E.M.T. 
installation at less cost. New lightweight plier size indenters make setting up thin wall conduit a breeze. 
B-M fittings are neater too! No unsightly nuts or projecting set screws. Other plus features of B-M 
fittings are Concrete tight—Vibration resistant—Extra heavy bright zinc plate, salt spray and acid 
drip tested for corrosion resistance—Extra heavy positive bonding locknuts—Smooth rounded edges 
or bushed throat type connectors that prevent insulation damage—All steel construction with extra 
heavy gauge wall thickness. 




















Briegel All Steel 
Indenter Fittings 











B-M Offset Connector , showing how ore U.L. approved 


: wires are guided over box edge. as Concrete-Tight. 























GALVA, ILLINOIS promt 
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USED THE MOST FROM COAST TO COAST 
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DEVICES FOR 


“| AM CORROSION ... and 
wiring devices are my dish! 


SPECIAL INSULATION 


Melamine’, Fiberglas*, porcelain, 
or Insulprene® to resist oils, 

hot water, live steam, grease 

and most acids. 


MONEL METAL 


... for cord grips and 
other exterior non- 
current carrying metal 
surfaces. Resists 
corrosion. 


HEAVY NICKEL-PLATED 
CONTACTS 


assure constant contact 
throughout the life of the unit. 


“See that beat-up cap at the bottom of 
this column? Six months ago, it was 
bright and shiny when they installed it 
in an industrial plating room. But look 
at it now! Completely useless...and Special Materials Insure Long Life in 


! 
dangerous too! Corrosive Areas 
“Mister! I can do the same to any wiring 
device you name...unless it’s one of Practically every industrial plant has areas where 


those new Hubbell Chem Marine items. ae : ‘ ae , 

Frankly, they’ve got me licked!” corrosive materials or high-humidity atmospheres 
send ordinary wiring devices to the trash can in a 
year or less. That means extra expense, extra bother, 
and sometimes production delays. 


No wonder Hubbell Chem Marine Corrosion-Resistant 
devices are getting a red-carpet welcome from main- 
tenance men, purchasing agents, and safety engineers! 
Their brass current-carrying parts are heavily nickel- 
plated for extra protection. Other metal parts are 
corrosion-proof Monel* Metal. And instead of con- 
ventional insulating materials, Insulprene®, Mela- 
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mine*, Fiberglas*, and vinyl compounds are used be- 
cause they withstand oils, greases, most acids, heavy 
impact, live steam, and extremes of temperature. 


To meet the growing industrial demand, the Hubbell 
Chem Marine Corrosion-Resistant line is now avail- 
able in Twist-Lock®, Seal-Tite®, Weatherproof, and 


straight blade devices. SALES ARE IN THE BAG 


To demonstrate these corrosion-resistant 
Tri , ¢ " . t " wiring devices to industrial buyers, Hubbell 
Write now for catalog pages showing the complete offers its distributors this handsome attache 


line. case fitted with 18 devices. Ask your Hubbell 
representative how you can obtain this 
sales-builder now. 


CORROSION-RESISTANT WIRING DEVICES 


HARVEY HUBBELL, INCORPORATED 


Bridgeport 2, Connecticut 


*Reg. trademarks of Inco, American Cyanamid, and Owens-Corning respectively ®@®Reg. trademarks of Harvey Hubbell, Inc 
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INTERCOM VOLUME 
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STOCK AND SELL THE NEW 


rile Ww rou Se 


ALL TRANSISTOR SOUND SYSTEM 


This intercom beats all competition in quality, versatility and performance . . . at 
a surprisingly low price. It’s fully-transistorized with AM/FM radio, big speakers 
in the remote stations for true high fidelity tone, convenient, inexpensive wall 
receptacles for the home owner to plug in his own Hi-Fi or Stereo. .. and many 
other features that make it easy to sell to builders and contractors. And that’s 
not all! This sound system will be Nationally Advertised in Better Homes & 
Gardens and in Builder magazines. Rittenhouse will give you plenty of sales 
helps . . . displays, folders to send to your own mailing list, promotional sheets, 
envelope stuffers, plus publicity in leading magazines. We’ll give you material 
that will help your customers sell] . . .a Hi-Fi record with background music and 
a sales pitch that the builder can play in his model homes to demonstrate the 
Rittenhouse Sound System . . . an attractive display sign that ties-in Rittenhouse 
with a famous name in music. 


YOU CAN SELL IT FOR LESS THAN OTHER COMPETING SOUND 
SYSTEMS. Write or Phone Today! 


BIG ADVERTISING AND PROMOTION PROGRAM 
[YBetterHomes}; [= ze 


INTERCOM 


AM/FM RADIO 


\ 
\ 


| Be | 











RECORDED MUSIC Builder- 


National Contractor 
Consumer Ads Magazine Ads 


EMERSON ELECTRIC 


BUILDER PRODUCTS GROUP 


Write Dept. B-24 EMERSON 3 Bho ty 


EMERSON ELECTRIC a a 


IMPER 


EP 


RITTENHOUSE 
ELECTRONIC CHIME 8100 Florissant « St. Louis 36 NEOVE FA N 
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6 New Ways to save your time... 
speed sales of 6-E 
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NEW FACTORY-PACKED DISPLAYS . . . WITH PRICE-MARKED PACKAGES 


Just set up and sell! 
NEW 4285 COUNTER DISPLAY 


Just slide from outer case and lock together . . . no need to 

spend time arranging stock . . . or pricing it. Stocked with 285 

_ lamps... in the three most popular types . . . with quantities 

Takes only 13°x17" —_ keyed to average user buying ...75 C6, 180 C7%, 30 D14...all 
of counter space " y . 4 

in 5-bulb packs, assorted colors. Go after more impulse sales 


Suggested retail price $ 38.04 . . . with displays at several points in store. Shipping weight 


Suggested dealer price $25 51* 6 lbs. Order from your G-E Christmas lamp supplier today. 
e 
Your profit $ 12.53 


#1565 FLOOR DISPLAY 


Tested and proved a sellout in hundreds of 
stores with high volume traffic. Takes only 
3 sq. feet of floor space yet it holds 1565 
General Electric Christmas lamps in 5 fast- 
selling sizes . . . all in 5-bulb packs except 
“Lighted Ice”. Set it up anywhere in 5 to 10 
minutes. No stock to shift... you're in business 
right away. Saves ordering time too, since 
stock is balanced to average user demand. No 
need to figure how many of each type to order. 
Shipping weight 31 Ibs. 
Suggested retail price $241.13. Suggested dealer price $161.67 * 
Your profit $ 79.46 


NEW #915 FLOOR DISPLAY 


Sets up anywhere . . . in five minutes or less... 
with stock all in position and priced. Think of 
the time you save—and how easy to display. 
No need to shift other items. Takes only a 
little more than 2 sq. ft. of floor space. Holds 
915 G-E Christmas lamps in 5 fast-moving 
types. (All in 5-bulb packs except “Lighted 
Ice”) . . . 90 D30, 180 C6, 75 D14, 120 D26, 
and 450 C7. Shipping weight 23 lbs. 
Suggested retail price $146.25. Suggested dealer price $98.04* 
Your profit $48.21 
Anis neihi teiteat atten 20” x 15” x 58” high 25” x17" x 60" high 


MORE ON NEXT PAGE 
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NEW G-E TWIN-LAMP PACK 


Sells two bulbs at a time instead of one 
Saves work...steps up “loose bulb” sales! 


. twins of same color. 
Will help double sales over single lamp bulb displays. Already price-marked 
C7 1] mpoon.ot ro oon 29° at NEW LOW PRICES . . . no need to stamp each bulb or put on stickers. 
+ Clearly marked “G-E” so customers know at a glance the quality they’re 
getting . . . and you get full advantage from G-E advertising. Each customer 
selects . . . just the colors he wants. Easy to display . .. dump in bin or basket 
. or use shipment tray. Available in solid or assorted colors in all types 
except Lighted Ice, Snowball or D25...in new 100-lamp tray units or in 
500-bulb case. Order from your General Electric Christmas lamp supplier. 
y > 
h CHRISTMAS Cone, 33]. 
% ay “A eo 69 
Cs — 


Special SNOWBALL Assortment Deal 


Your customers will like this new General Electric Snowball lamp (for 
C7% strings) .. . especially when they see it in this lighted display. Snow- 
balls are snowy white ‘til they light . . . in soft, non-glaring colors. Beautiful 
indoors or outdoors . . . and they decorate day and night! 120 of these new 
lamps in 20 cartons (assorted colors) plus free lighted display with 
6-socket string set and price card in one case. 


Suggested retail price $42.00 Suggested dealer price $26.84* 
Your profit $15.16 


es a #226 G-E LAMP ASSORTMENT 


baste 


ae rte Pc Includes FREE lighted display that attracts and demonstrates. Comes 
with special 14-socket string set plus price card all in one case with 

oePtwoanie these quick-selling new lamps: 96 D30; 80 D15 and 15 D27. Order 
coot-auemine either or both assortments from your supplier and attract more 
Wet br th So eer nt attention to ALL your G-E Christmas lamps . . . and string sets, too! 


Suggested retail price $54.26 Suggested dealer price $36.45* 
Your profit $17.81 


*All prices include Federal excise tox 


D40 D30 


SNOWBALL D26 LIGHTED ICE D27 


TWINKLE TWINKLE 


New Low Prices on 7 of 9 bulb sizes ... advertised to nearly 50,000,000 homes this Christmas 
to help you sell. Miniature Lamp Dept., General Electric Co., Nela Park, Cleveland 12, Ohio. 
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FLEXIBILITY 


AND NOW... 
_ MORE CIRCUITS 
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Uni-Pak loadcenters have long offered stantaneous thermal-magnetic tripping— 
maximum flexibility, superior construc- miniaturized without sacrificing any of 
tion and exceptional features ... qualities the well-known I-T-E quality. 


that have distinguished the I-T-E line. I-T-E plug-in circuit breakers plus the 


Now... the EQ-T DUAL is available to I-T-E Uni-Pak provide the best and most 
make the Uni-Pak loadcenter even more flexible loadcenter line available today. 


: flexible than ever. It’s a compact, dual- For additional information, write I-T-E 
breaker... two circuit breakers in a 1” Circuit Breaker Company, Walker Divi- 
case. The EQ-T DUAL is quick-make, sion, 125 Bennett Street, N. W., Atlanta 
quick-break, trip-free, with low range in- 9, Georgia. Ask for Bulletin NI-100. 


WALKER DIVISION 


(f) |-T-E CIRCUIT BREAKER COMPANY 
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To help you promote your biggest year in electric heating 


Electromode’s Complete 


Profit Partnership Program of- 
fers a new avenue of approach 
in selling electric heat to the 
builder. It’s a complete step-by- 
step sales and sales promotion 
program, including specific ad- 
vertising and promotional ma- 
terials, sales literature, direct 
mail, consumer ad reprints, pub- 
licity ideas, and point-of-sale 
displays. 


FOR YOUR COPIES OF THE ELECTROMODE PROFIT PARTNERSHIP PROGRAM 


Local Merchandising Aids 
are all prepared—a news- 
paper mat service... radio 
and television spot com- 
mercials—all stressing 
benefits of electric heating. 
Outdoor advertising, direct 
mail, publicity, store iden- 
tification, displays—and a 
new Yellow Pages pro- 
gram—are available. 


Model Home Promotion 
gives you a packet of ad- 
vertising materials to sell 
electric heat in the build- 
er’s model home. It helps 
you sell electric heat by 
helping the home builder 
sell his home. This special 


folder helps sell the builder 


promotional and market- 
ing ideas and materials. 





Profit Plans Kit details step- 
by-step sales programs for 
model homes, custom homes 
and home modernization. 
It includes “use the user” 
ideas, publicity ideas, ma- 
terials and methods for 
utilizing promotions and 
advertising. Gives full de- 
tails on ordering Electro- 
mode promotion materials. 


E 


see your Electromode representative or send $1.00 to cover cost of handling and mailing. | 
to: Electromode Division of Commercial Controls Corp., P. O. Box 1052, Rochester 3, N. Y. 
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New Sales Aids Program 


Electric Heating Field 
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MODEL HOME PROMOTION KIT includes seven big aids. 


Model Home Promotion Kit helps you 
sell the builder . . . helps the builder 
sell his homes. It gets electric heating 
in on the ground floor with promotion- 
minded builders. Here are some of the 
items it includes. 


ap Suggested Newspaper Ads... 
three layouts to focus attention 
on all-electric model homes in your 
area. 


ee Sided 


ht atin! 
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2 TV Spots . . . 20-second spots to 
be used by the builder, promoting 
electric heat. 


&) Outdoor Signs 
outside, direct people 
through the home. 


Wall Signs . . . for use near elec- 
tric heating units to pull pros- 
pects to the product. 


stop traffic 
into and 


5 
6) 
@ 


Wall Chart. . . lists 10 reasons 
why electric heating is an eco- 
nomical buy. 


Utility Heating Cost Estimator .. . 
gives prospects an estimate of 
year-round utility costs. 
Floor Pian Sheet .. . individually 
tailored to show floor plan of the 
home . . . promotes electric heat. 
Prospect may take this home. 
rey 


570 CULVER ROAD 
ROCHESTER 3, N. Y. 


MMERCIAL CONTROLS 


CORPORATION 
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NEWS FOR THE 


Profits Down 


rofits among electrical wholesale 

distributors in three of the nation’s 

leading markets — Los Angeles, 
Cleveland, and New York — have 
dropped below the January-September 
1959 level, and in two of these cities 
volume has also fallen below the pre- 
vious year’s eight-month mark. 

This is the summation of a three- 
city “saturation” survey by ELec- 
TRICAL WHOLESALING — a_ survey 
which involved contacting 48 distribu- 
tors by telephone (16 in New York, 
17 in Cleveland and 15 in Los An- 
geles). 

Last year, sales of electrical appa- 
ratus and supplies distributors §re- 
corded a 9% gain for the 12-month 
period, With three months of the cur- 
rent year left, the outcome for 1960 
appears to be less profitable. But most 
distributors are relying—hopefully 


INDUSTRY 


as '60 Sales Volume Drops 


on a fourth quarter spurt to offset the 
present decline. 

At the outset of the year, the sales 
and profits picture looked bright. But 
as the year progressed, several of the 
depending factors were not realized. 
The building construction industry 
slowed to a crawl, and the bottom fell 
out of the appliance market. 

As a result other factors have en- 
tered into the decline—price cutting, 
overproduction, stiffer competition, 
and strikes. 

In spite of these conditions, many 
distributors have increased their vol- 
ume, but at a high cost. As for profits, 
if there were any, they were negligible. 

Here is how the sales picture looked 
to electrical wholesalers in these three 
major markets during the first three- 
quarters of this year. 


CLEVELAND: ‘If sales aren't there, 
profits won't be either.” 


F ANY pattern of business condi- 

tions appears from the survey of 17 

Cleveland distributors it is this: The 
majority are doing average or better, 
but several reported business was slow. 
Almost to a man, the electrical whole- 
salers contacted reported their sales 
were down—anywhere from slightly 
below 1959 to “around 20% be- 
low.” But for a few of them sales were 
holding even or were, as in one case 
13%, higher. However, all had one 
thing in common. Profits will be down 
for “60, that means profits have not 
come, i.e. have not kept up with sales. 
For the majority, it means, as one of 
them puts it, “If the sales aren’t there 
the profits won’t be either.” 

The year started out good, the dis- 
tributors agree. For most of them, 
the first four months of this year 
showed considerable activity; then the 
slump hit around May, was aggravated 
by the traditional slow vacation per- 
iod starting at the end of June, and 
has shown no signs of a pickup yet. 
Another factor in the state of busi- 
ness in this area is the reduced rate 
of home and commercial building. 

Construction has not been up to 
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the national average for the past few 
years, and this year is no exception. 
The number of permits issued in the 
Cleveland-Cuyahoga County area for 
the first seven months of this year 
is almost 17% below the number is- 
sued in 1959, Last year was not con- 
sidered a good year by builders here, 
either. Many of the distributors re- 
ported their sales were semi-depend- 
ent on the state of construction in 
the area, and since both commercial 
and industrial, as well as residential, 
housing is down, their sales are cor- 
respondingly slow. 

Not only is the current picture of 
business anything but rosy, the out- 
look is equally clouded to these dis- 
tributors. Most of the distributors re- 
ported they expect a fall upturn— 
“Why I expect one, I don’t really 
know, but if everyone says there’ll be 
an upturn in the fall, Pll go along,” 
is one distributor’s answer to the ques- 
tion of “When do you think things 
will pick up.” Their outlook is based 
both on historic patterns of business 
activity and on the fact that steel- 
makers and other industrial produc- 
tion spokesmen indicate they expect 


an October upturn “If the rest of the 
economy picks up. we feel we'll get 
our share of any new business,” is 
the feeling of these spokesmen. 

Counting on a “decent” pickup in 
the fourth quarter, many of the dis- 
tributors think they can at least break 
even with levels set in 1959 as far 
as sales are concerned. Only one of 
the wholesalers queried felt the year 
would end up “excellent” if a fourth 
quarter spurt did come off. The im- 
pression is that the majority would 
be happy to break even with 1959, 
but will not do so unless there is a 
sizeable increase in activity during the 
fourth quarter. 

The majority of distributors are 
wondering about prices. Will they 
hold steady, will there be price fluc- 
tuations, will there be any chance of 
price hikes this year? Most say there 
is no stocking now on the part of 
their customers. The customers are 
buying for use only—they’re using 
everything they buy and won't buy 
before they need. 

The disparity between profits and 
sales has forced one wholesaler into 
making concerted efforts at cost re- 
duction. “We're doing everything we 
can to cut expenses, and increase our 
volume. There’s not much we can do 
about upping those margins, though,” 
the spokesman said. 

Figuring it by product lines gives 
a pretty spotty picture. Again, those 
products used extensively in construc- 
tion are usually down for most of 
the distributors. But even that de- 
scription doesn’t always fall neatly 
into place. There is little pattern ac- 
cording to size of the wholesaler 
that is, small distributors are not 
always down in the same product 
lines, and large wholesalers aren't al- 
ways up in those lines by comparison. 
Sales, for the most part, are running 
something like this: 

Only one wholesaler said wire and 
cable sales were ahead of sales reg- 
istered in 1959. Another described 
wire and cable sales as “holding up.” 
The others, to a man, complained that 
a very bad price situation was driv- 
ing business down, that fluctuating 
prices created a very erratic market, 
and that sales in these lines were 
suffering. Individual comments ran 
something like this. “If prices would 
settle down our customers might come 
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in to stock. Now they're buying only 
what they will absolutely use.” “Sales 
depend on steady prices and with 
prices on wire and cable the way 
they’ve been for about a year, who 
can tell what will happen?” 

Conduit sales, because of their end 
use, seem down in most wholesalers’ 
stores, but not to the same extent 
as wire and cable sales. Aluminum 
conduit, as well as steel conduit, sales 
seem to be holding their own (within 
the usual about 20% volume going 
into aluminum and the rest into steel) 
slightly better than wire sales, and for 
one wholesaler, are 40% above the 
volume of last year. A couple of the 
wholesalers think there’s another er- 
ratic price situation going here, blame 
that and the drop in commercial and 
residential housing for lagging con- 
duit sales. 

Fittings follow the trend set 
by conduit for all wholesalers. That 
means about three of the wholesalers 
thought sales were holding their own, 
one found sales higher by a wide 
margin, the others described sales as 
down. 

Motor control sales seem a little 
better off than the first three cate- 
gories. Wholesalers on the average 
say their sales in the motor control 
items are holding steady or are only 
slightly below 1959 levels. Three of 
them say sales are down, two say 
they’re spotty. More realistic pricing 
is the answer these distributors give 
for their fair sales pattern, combined 
with better and improved products 
being offered by manufacturers at 
“reasonable” prices. 

Panelboard sales look like this: One 
wholesaler said sales were up, two 
described sales as “holding their own,” 
another said spotty. The rest of the 
distributors again responded sales of 
panelboards were down, that custom- 
ers were buying only to fill specific 
needs, that no stocking was being 


done to any important extent. 

Transformers seem to be doing 
better. Respondents report transform- 
er sales, on the average, are either 
up or are holding pretty even with 
1959 levels. Only two electrical supply 
houses described sales of transformers 
as “bumping along just below 1959.” 

Commercial and industrial lighting 
fixture sales are generally down here. 
Again, the slump in industrial and 
commercial construction is the an- 
swer—plus the fact that none of these 
distributors’ customers are stocking 
any items. They buy for the jobs they 
are working on at the time, won't 
stock anything if they can help it, the 
dealers report. 

Residential lighting fixtures, for 
those wholesalers who carry the line, 
are also down compared to sales in 
1959, due to little housing activity. 

Electric heating lines seem too new 
to these distributors—those who han- 
dle them, that is—to afford a very 
good comparison. On the whole, 
wholesalers are optimistic about the 
prospects offered by electric heating, 
and, though sales are down right now 
because of both the slow customer 
acceptance in this area of electric 
heating and because of the construc- 
tion picture, the distributors who 
handle electric heating items aren't 
worried. 

Most feel that once consumer ac- 
ceptance is won and housing picks 
up, electric heating will be a good 
volume operation. 

Signaling equipment follows the 
same pattern set above. The larger 
distributors say sales are about normal 
or better, the smaller ones say sales 
are either holding even or are below 
1959 levels. 

That’s the picture from Cleveland. 
Nothing definitive can be said, but 
wholesalers are hoping for some real 
sign of good activity in the fourth 
quarter. 


LOS ANGELES: Increased volume 


may mean a break-even point. 


VERYTHING is downhill among 
Los Angeles electrical distributors. 
Both volume and profits are below the 
1959 level for the first nine months, 
according to 15 distributors contacted. 
The axiom that “you can’t have 
profits without sales” is clearly evi- 
dent among the chains and independ- 
ents here in one of the largest of 
the West Coast markets. “Off at least 
5% ... off 15%... down 20-25%,” 
are what several distributors here said 
of this year’s sales volume, thus far. 
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Other distributors were in agreement 
that this year’s sales volume has been 
less than in °59, but they declined 
to estimate the percentage loss. 
Along with the decline in business 
volume and an increased overhead, 
especially sales costs, profits are down 
markedly. “We have to increase our 
overall sales volume by 25% in order 
to reach a break-even point,” one 
distributor declared. Another distrib- 
utor was more specific about the 
profits decline, “Because of price cuts 


in copper and steel, we had to follow 
and reduce our prices correspondingly 
with the net result that profits are 
shortened on the products affected.” 

In effect the slow down in con- 
struction was given as the primary 
reason for the decline in sales volume 
this year and the accompanying de- 
crease in profits. 

As for the fourth quarter, distribu- 
tors here do not expect much im- 
provement, if any, in business con- 
ditions during the closing months of 
the year. Most are hoping that prices 
will remain firm and construction will 
pick up. 

In the Los Angeles area, sales vol- 
ume of the following ten products 
are predominantly down from the 
1959 level. Leading the downward 
trend are: conduit, aluminum and 
steel; transformers; residential light- 
ing fixtures and electric heating 
equipment. According to figures re- 
ceived, these products have registered 
the greatest decline in sales. Follow- 
ing close behind are fittings and sig- 
nalling equipment. Wire and cable, 
and commercial and industrial light- 
ing fixtures, and panelboards are next 
on the down slope. Recording the 
least decline and trying hard to get 
into the black is motor control equip- 
ment, which is moving at a little less 
than average pace. 

“We must sell wire and cable, con- 
duit and fittings before we can sell 
such products as commercial and resi- 
dential lighting fixtures,” one dis- 
tributor commented. “Building in 
this area is significantly off and this 
situation affects the sale of all prod- 
ucts,” another distributor gave as the 
reason for business falloff in the Los 
Angeles area. The construction slow- 
down was used uniformly as a reason 
for decline in sales volume this year. 

The southern half of California 
failed in July to maintain the record 
pace of total building and construc- 
tion set in June. Percentage-wise the 
decrease was 22%. Homebuilding in 
this area declined sharply between 
June and July and was well below 
year-ago levels. During the first seven 
months of 1960, the decline, based 
on number of residential permits is- 
sued, was 17%. 

One distributor who blamed the 
slow-down on construction as the ma- 
jor cause of business decline said, 
“business during the first six months 
of 1960 was level with that of 1959. 
But, during July and August it had 
fallen off significantly. 

“We rely heavily on the aircraft 
industry for our business volume and 
when compared to _ construction 
building activity here in 1959, plant 
expansion in 60 has slowed to a walk. 

Continued on page 112 











You Asked For It! 
NOW You Can 


CLIPPING 
EARS 


Go To Your 
DISTRIBUTOR 
For Ready To 
“LAY-IN" 
Standard 
Receptacles 


Adjusting ring for our 190 series is 
so designed that KEY drops easily into 
speciaal slots. You select the receptacle 
required and simply "LAY-IN": then 
“LAY-ON" receptacle ring. That's it. 


FULLMAN’S 
Adjustable 


STEEL BOX 


190-N R Series 
No Receptacle 


Our 190 box permits the pouring of 
concrete to very top in one operation 
—and still have whole hand access 
from top to bottom of box. 


Sold only thru Wholesalers 


Pullman 


Manufacturing Co. 


JEFFERSON 5 


LATROBE. PA. 


TREET 





‘60 Sales Volume—Profits Drop .. . 
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These companies are now concerned 
with the transition from aircraft to 
missiles and presently are not expand- 
ing plant facilities.” 

Also blamed was the fact that 
1960 is an election year. “This is an 
election year and building has slowed 
down. Evidently, no one wants to 
begin construction projects until the 
political picture is better delineated.” 

In an effort to counteract the loss 
through building lag, distributors 
have resorted to increased sales ef- 
forts. “Through extra sales efforts we 


are maintaining approximately the 
same business volume as in 1959. But 
it costs more to get it and the profits 
aren't there. For every $1.00 in sales 
volume made in 1959 we have to 
sell $1.25 today to come out even,” 
a leading Los Angeles electrical 
wholesaler said. 

With few exceptions, every distribu- 
tor contacted was of the opinion that 
business has slackened considerably as 
compared to ‘59 volume. And the 
year isn’t over yet. 


* 


NEW YORK: Volume up 


and profits down. 


N ew York, New York—it’s a 

helluva town, the volume is up 
and the profits are down. But elec- 
trical distributors in the “big town” 
are looking forward to a fourth 
quarter field goal that will give them 
a break-even or better sales record 
than the previous year. 

On the average, volume for this 
year, as compared to the same period 
last year, is slightly above the °59 
level. For the most part, it is run- 
ning 8% to 14% over last year’s sales 
volume, according to 16 distributors 
contacted. The major chains are 
leading the volume barometer with 
an average of about 10% above the 
*59 mark. (One chain in the New 
York area indicated that sales were 
up 30% over last year). On the in- 
dependents’ scale, the sales picture 
is a little less optimistic. Most dis- 
tributors report that volume is about 
the same as last year or slightly 
better. In a few instances, sales have 
fallen below the °59 level. 

As for profits—there just aren’t 
any. That is, any that would amount 
to a substantial sum for the first year 
of the “Soaring Sixties.” Generally, 
distributors here are counting on a 
fourth quarter boost to satisfy a 
break-even year with 1959. But in- 
dications are that this will be realized 
only with increased steel production 
and a substantial increase in housing 
and construction, which at the present 
seems unlikely. 

Percentage-wise, the profits picture 
for the past nine months for most 
New York electrical wholesalers ap- 
peared as follows: 

Independently speaking, the profit 
margin was low, as compared to last 
year’s figures. The scale ranged from 
a slight decrease to, in one case, a 


decrease of 20%. But on the average, 
the profit-squeeze was slightly less 
than 10% of last year’s figure. What 
do most distributors attribute the 
profit loss to? There is a variety of 
reasons which includes: stronger com- 
petition, price-cutting, overproduc- 
tion, and strikes. As for the majority 
of distributors, the profit-less picture 
was unanimously the same. But in the 
situation noted above profit was well 
below last year’s level. 

However, both the chains and the 
independents are using all measures 
to cut costs and close the gap be- 
tween sales and profits, and are giving 
added impetus to land profits. But 
with only three months of the year 
left, it is most likely that the picture 
will change very little, and the year 
will close with an above average sales 
volume and a below average profit 
scale, for New York area electrical 
distributors. 

e Factors—One big factor stands 
out in the disparity between sales and 
profits, and that is—pricing. Of those 
distributors contacted, most hoped 
that the pricing situation would re- 
main stable throughout the rest of 
the year. One distributor attributes 
the low profit—high volume situation 
to “erratic price-cutting.” As he put 
it, “Some will sell at any price. Too 
many are seeking low profits and are 
resorting to price-cutting as a means 
to obtain it. It is ruining the industry.” 

The price-cutting, according to re- 
ports, is prevalent among both manu- 
facturers and distributors. Another 
distributor, who agreed with the pric- 
ing situation at the present time, said, 
“We've got more business and more 
sales, but less profit due to pricing.” 
It was admitted the prices were cut 
on certain commodities in order to 
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A cord for-every-customer! 




















ROYAL “POWR-KORD” 


Heavy Duty Extensions are a cinch to sell. They’re available in one 
quality (the very best) . . . two types (rubber and vinyl) . . . three 
colors (black, red, yellow) . . . four wire sizes (12, 14, 16, 18) ... and 
over five handy cord lengths (10 to 100 ft.). Satisfy every customer 
with the complete line of Royal “POWR-KORDS.” Want complete 
facts? See your Royal representative. 
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ROYAL ELECTRIC CORPORATION 


PAWTUCKET, RHODE ISLAND 
In Canada: 
Royal Electric Company (Quebec) Ltd., Pointe Claire, Guebec 
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DISTRIBUTOR SALESMAN 
meets 4 


TIME SWITCHES © 


This scene is repeated every day throughout the nation. Contractor asks 
for a time switch that does the tough jobs best —a switch that can be depended 
on to work faithfully and precisely without time-consuming call backs. The 
Counterman shows Intermatic with a brief explanation ... and a sale is made 
on the spot! Countermen take it for granted . . . Intermatics always sell because 
Intermatics are designed for easy operation with built-in reliability that makes 
them easy to explain—that’s why they’re the sellingest. If you’re in doubt 
which switch to pitch ... sell Intermatic! 


THESE ARE THE REASONS “WHY” INTERMATIC IS THE BEST BUY! 
Snap-out mechanism for faster, easier mounting . . . 31 cubic inches of wiring 
space to work in without getting finger cramp... Top on the job performance 
with a heavy duty motor and 40 Amp rating (4375 watts tungsten rated)... 
Hi-Power switching mechanism and U-Beam Switch Blades assure long life 
. .. E-Z See Dial for faster, more accurate settings. It figures: Intermatic 
gives more switch for every dollar . .. more performance for every job. 


OVER 100 MODELS TO CHOOSE FROM 
© 125-250 Volts © 10 seconds to 23 hour timings ® 1 
to 96 operations per day @ Up to 55 Amps ® One or 
two circuits © Standard or ‘‘Skipper’’ models 

Pm oe oe ee oe ee ee ee ee ee ee ee ee eee 
INTERNATIONAL REGISTER COMPANY 

2624 W. Washington Bivd., Chicago 12, Illinois 
Gentlemen: Please send me your catalog on the com- 
plete Intermatic Time Switch line. Bulletin 100-Q 
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For FREE iftustrated color catalog a a a 
MAIL THIS COUPON TODAY! 

















meet competition. Stiffer competition 
has been a major cause in contribut- 
ing to a low profit margin, several 
distributors agreed. “We try to keep 
a stable pricing policy but we can't, 
if we want to stay in business. We 
have to meet our competition,” one 
distributor said. 

Other factors which have caused 
a decline in profits include high labor 
costs and overproduction. One dis- 
tributor who indicated that profits 
were bad said, “We are suffering 
from overproduction. There are too 
many products not selling.” 

Along product lines, here is how 
sales have moved during the past 
three-fourth’s of the year: 

Wire and cable, conduit and fit- 
tings sales have been down, with few 
exceptions. Sales for the most part 
started out at the beginning of the 
year on the rise, but as spring ap- 
proached, a slow-up resulted. Most 
distributors attributed the decline due 
to manufacturers’ price-cutting pol- 
icies. 

Motor control equipment, panel- 
boards, and transformers have kept 
a normal sales pattern during 1960, 
thus far. On the average, sales have 
kept at 1959 levels and in a few 
instances are above last year. 

Lighting sales, among New York 
distributors, showed fluctuation dur- 
ing the first eight months. One dis- 
tributor reported that fixture sales 
were up in March but down in August. 
Another reported that “commercial 
and industrial lighting fixtures sales 
had increased at a steady pace.” 

Among the lighting fields, the in- 
dustrial was considered the best sales 
medium for the period, and sales were 
slightly above the 1959 level, accord- 
ing to most distributors contacted. In- 
dustrial sales accounted for 20% in- 
crease above last year’s level. How- 
ever, commercial sales increased over 
industrial and residential. 

Electric heating and _ signaling 
equipment have been slow movers in 
the New York area. In the electric 
heat market, most distributors indi- 
cated that the local utility rate is too 
high and the utility has not helped 
in promoting electric heat. As for 
signaling equipment, sales have been 
average among most distributors, as 
compared to 1959 sales. 

e Last Spurt—With a sales vol- 
ume averaging a little better than 
last year, distributors are hopeful that 
a fourth-quarter spurt will lift profits 
to a break-even point with that of 
*59. One distributor, however, indi- 
cated, “We expect to keep the same 
ratio for the balance of the year.” 
However, the profit-squeeze is the 
chief worry among electrical whole- 
salers in the New York area. 

Continued on page 116 
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Shown here is a section of final testing area. Voltage tests are being applied to full reel lengths of cable before shipment. 


ANOTHER BIG REASON WHY 


YOU SHOULD CONSIDER ANACONDA BUTYL (AB) CABLE— 


SPECIALIZED QUALITY CONTROL AND INSPECTION 


From the start: Raw-material suppliers are required to sub- 
mit certified test reports. Then, tests and sampling at our 
plant offer extra protection even before production begins. 
To finish: Here's the final inspection line where the finishing 


touches are applied and where every inch of cable is care- 
fully inspected. Perhaps you already know that Anaconda 
test procedures are much above industry standards. But do 
you know that test voltages on Anaconda Butyl (AB) Cable 


are 125% of industry standards—that minimum corona level 
is 150% of rated voltage to ground? 

Quality control at Anaconda is more than mere testing 
and inspection. It is built into every manufacturing step. 
That's why you can be sure your Anaconda cable will be of 





high quality—why you can be sure Anaconda Butyl (AB 
Cable is the finest rubber-insulated cable you can buy 

For real long-range economy, promote Anaconda Buty] 
(AB) Cable to help protect your customers’ investment in 
high-voltage cable. Send for Publication DM 5903: High- 
Voltage Durasheath* Cable to Anaconda Wire & Cable 
Co., 25 Broadway, New York 4, N. 


ASK THE MAN FROM 


ANACOND 


ABOUT BUTYL (AB) HIGH-VOLTAGE CABLE 


> ROCKER-GLO 


Efficiency and 
Elegance... 


with PaS 
Rocker Glo 


Throughout the beautiful and im- 
pressive Hilton Inn in New Orleans, 
modern Rocker-Glo switches by Pass 
& Seymour are on the job. Rocker-Glo 
is unique. It can be smoothly operated 
by pressing, rocking, rolling or simply 
nudging. Rocker-Glo is quiet in opera- 
tion and it glows in the dark. 


Rocker-Glo’s functional lines and 
soft beauty blend with any decor... 
add a touch of charm wherever used. 


Rocker-Glo AC switches can be 
used at full current rating on tungsten 
filament and flourescent loads. 


A specification grade switch, 15 and 
20 amps. 120/277 volts AC. 


Write for free literature, Dept. EW-106 
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No. 2201 Rocker-Glo Switch 
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PERFORMANCE 
SPECIFIED 


PASS & SEYMOUR, INC. 
® SYRACUSE 9, NEW YORK 


@ E. 42nd St., New York 17, N.Y. 1440 N. Pulaski Rd., Chicago 51, Ill. In Canada: Renfrew Electric Co., Ltd., Toronto, Ontario 








‘60 Sales-Profits ... 
Continued from page 114 


With a leveling off of prices in the 
final quarter of the year and the con- 
tinuing present pace of volume, dis- 
tributors in this area may find that 
the first year of the “Soaring Sixties” 
will be an inducement to higher sales 
and more profits in the decade ahead. 





NEWS 





Forecast ‘61 
Business Upswing 


NEW YORK—Capital goods pro- 
ducers cooperating in the quarterly 
McGraw-Hill Machinery New Orders 
Forecast have predicted a rise in busi- 
ness in early 1961. The current fore- 
cast reflects the belief that business 
expenditures for new equipment in 
1960 will be slightly lower than origi- 
nally forecast, but that these deferred 
outlays will carry over into 1961. 

Third quarter machinery orders, 

seasonally adjusted, will probably turn 
out to be the peak level of new orders 
this year. The current forecast indi- 
cates a small dip between the third and 
fourth quarter of this year, followed 
by a more substantial drop (5%) be- 
tween the fourth quarter of this year, 
and the first quarter of next year. 
However, capital goods producers now 
anticipate a modest upturn of about 
3% in the April-June quarter of next 
year. 
e Rebound—cCurrent expectations are 
for a rebound of incoming new busi- 
ness in the second quarter of 1961 to 
the same level as in the April-June 
period of this year. Builders of metal- 
working machinery now look for a 
12% gain in new orders and office 
machinery manufacturers expect a rise 
of 6%, comparing second quarter 
1960 with second quarter 1961. In the 
same period, producers of engines and 
turbines anticipate a modest rise of 
4%. 

Manufacturers of other industrial 

machinery—general purpose and spe- 
cial purpose machines—anticipate a 
slight dip in the level of incoming new 
business during the coming quarters; 
but they expect business in the second 
quarter of next year to rebound vir- 
tually the same level as in the second 
quarter of this year. On the other 
hand, producers of pumps and com- 
pressors, and of construction and min- 
ing machinery expect business in the 
future to decline from levels reached 
in the first half of this year. 
e Outlook—New machinery business 
in the first half of next year is now 
expected to run 2% higher than in the 
first half of this year, but 5% below 
the second half. 
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to RUN A FLASHLIGHT 





























SOMETIMES IT COSTS MORE 


TO OPERATE ONE FLUORESCENT 
THAN TO OPERATE TWO 


When only one fluorescent lamp is op- 
erating on a lead-lag ballast designed 
to handle two lamps, more line current 
can be drawn than if both lamps were 
operating. This is due to a shift in power 
factor. Moral: keep all lamps operating 
— you can draw less current and get 
twice the light. 

















When a lamp is run on a flashlight battery the 
power cost is in the vicinity of $77.50 per KW 
hour. The power cost to operate lamps from 
residential electric supply is only 2.66 cents 
per KW hour. 
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~~ CHAMPION LAMP 
* HAS ALREADY BEEN LIGHTED 






A LITTLE VARIATION IN VOLTAGE 






apee-= 
CAN MEAN A LOT decniee <\MES 
IN THE LIFE OF A LAMP LEAS 


Incandescent lamps are designed to 
yield maximum lighting economy when 
used on circuits where the voltage is the 
same as that printed on the bulb. When 
the circuit voltage is 5 volts above the 
bulb rating lamp life can be cut in half. 
A variation of 5 volts below rating can 
double lamp life. 


Every Champion lamp is lighted a mini- 
mum of 7 times before it is packaged. 
Checks like this are typical of the strict 
quality control maintained at Champion 
and one of the reasons why the 
Champion Diamond on the outside of a 
lamp means a dependable source of 
light on the inside. 


CHAMPION LAMP WORKS, Lynn, Massachusetts 
CHAMPION INCANDESCENT-FLUORESCENT «© your BEST BUY IN LAMPS 
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BUSINESS INDEX for JULY 1960* 
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il idl Vaile hay: 
1958 1959 960° 


SALES INVENTORY 
—-——(% Change)——— ———(% Change)——— 
1960 
From From From From From 
July '59 June '60 1959** July ‘59 June ‘60 


NATION...... 4 = 9 +3 +5 ol 


NEW ENGLAND iat +8 +7 45 


MOUNTAIN —10 


MIDDLE ATLANTIC 


EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL ' * +f +1 


PACIFIC —22 —I2 — 6 +11 +3 


*For electrical apparatus, supplies distributors; Source: Bureau of Census. **7 months 1960 from 7 months 1959 
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RACEWAYS 


Of 


HOT DIPPED 
GALVAN/IZED 


SMOOTH INNER RACEWAYS PERMIT EASY WIRE PULLING 


Laclede Rigid Conduit, produced in one of the most modern pipe 
mills in America, is designed to leave no inside seam. It is galvanized 
in 10’ lengths for maximum inside smoothness of zinc. A special pro- 
tective coating over the zinc reduces friction to make wire-pulling easy 
with ordinary fish tapes. Threaded ends butt in the coupling to form 


a snag-free raceway. 
...and look at these other quality features 


Made of Laclede's own open-hearth steel 

Hot dipped galvanized inside and out 

Easy to bend without fracture of protective coating 

Meets Underwriters, A.S.A., State, and Federal specifications 


Available from stock for quick delivery 


LACLEDE STEEL COMPANY 


SAINT LOUIS, MISSOURI & Producers of Steel for Industry and Construction 
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NAED Western Region Meeting Program 


*ATLANTA, GA. 
* “NEW ORLEANS, 


Stardust Hotel—Las Vegas, Nevada 
October 18-21, 1960 
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CORPORATION 


Montgomery, Penna. 
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TUESDAY—October 18 


Soles Reprosenterwe: & "Werehewse Stocks 
*CINC! 


12:00 Noon—Registration 


Afternoon Business Meeting 
(For Members Only) 


WEDNESDAY—October 19 
All-day Registration 
8:00 A.M.—Area Meeting Breakfasts 
(For Members Only) 


9:30 A.M.—General Convention Session 
(For Members and Guests) 


FITTINGS 


Noon Adjournment 
2:00 P.M.—Workshop Sessions for Non-golfers 
(Voluntary Selective Sessions ) 
6:00 P.M.—Manufacturers’ Cocktail Party 
Welcoming Mixer Party 
Tropicana Hotel 


COVERS 


THURSDA Y—October 20 


BO X 


9:00 A.M.—Registration 
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9:30—General Convention Session 
(For Members and Guests) 


Noon Adjournment 


1:00 P.M.—Golf Tournament 
(Municipal Course) 


BOXES 


2:00 P.M.—Workshop Sessions for Non-golfers 
(Voluntary Selective Sessions) 


7:00 P.M.—Lido de Paris Show 
(Stardust Hotel) 


OUTST 


FRIDAY—October 21 
8:00 A.M.—Vice President’s Breakfast Meeting 
(For Past and Newly Nominated Officers) 


9:30 A.M.—General Convention Session 
(For Members and Guests) 


BOXES 


11:45 A.M.—Adjournment 
(For All But Members) 


12:00 Noon—Members-Only Meeting 
(Election—Ratification of Nominees for 
Vice President and Officers) 





SWitcH 


ARROLET 


1:00 P.M.—Banquet-Luncheon 
(For Members and Guests) 
Guest Speaker, Golf Awards, Installation of Officers, 
Ladies Favors 





2:30 P.M.—Convention Adjournment 
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SERVICE 
Equipment 


STOCK LESS 

Why? Because the special A-H “Add-On” feature 
provides a flexibility and versatility that lets you 
meet practically any 200 amp service requirement 
with just one basic unit. And because the ‘‘Add-On”’ 
pullout and branch circuit units are also inter- 
changeable with A-H 100 Amp “Add-On’’ units. 
This new 200 Amp “Add-On” unit is factory- 
assembled with one main 200-amp pullout, four 
30- or 60-amp pullouts and twelve fused branch 
circuits. To meet individual needs, you can add 1 or 
2 pullouts and 2 or 4 branch circuits with a maxi- 
mum of 6 pullouts and 16 branch circuits. 


SELL MORE! 


Why? Because these units appeal to your customers! 
Exclusive full-hinged main pullout. ‘““Add-On”’ flexi- 
bility takes care of both present and future electrical 
needs. Compact enclosures—smaller than other com- 
parable units—save space and make faster installa- 






tions. Extra space 

in the enclosures including 

5” head space for incoming service 

lines. Ample knockouts adjacent to the branch 
terminals, and other features insure easy installation. 


GET ALL THE FACTS. Write today for complete 
information. Department EW, The Arrow-Hart & 
Hegeman Electric Company, 103 Hawthorn St., 
Hartford 6, Conn. 
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FEATURING EXCLUSIVE 
“TURN-TO-TEST”’ 
ILLUMINATED 

PUSH BUTTON! 





TURN BUTTON TO TEST 
LAMP FOR FAILURE. 


PILOT LIGHTS IF LAMP IS 
OPERATIVE. 


PUSH BUTTON TO START, 
WITH FULL ASSURANCE 
PILOT WILL GIVE A TRUE 
INDICATION! 


Satisfy Every Control Need . . . with this complete 
line that includes: Standard, Mushroom, Extended, 
Metal and Lock-Type Buttons; Pilot Lights; Stand- 
ard and Lock-Type 2- and 3-Position Selector 
Switches: and variations, modifications and acces- 
sories to meet individual needs. 


Meet Highest Performance Standards . . . push but- 
ton and pilot devices all interchangeably mounted, 
are sturdily constructed from quality materials and 
deliver long life and dependable operation on the 
toughest, heavy-duty industrial applications. 


Write today for complete information on these A~-H 
Oil Tight Push Buttons . . . and also on our stand- 
ard Duty and Heavy Duty Push Button Lines. The 
Arrow-Hart & Hegeman Electric Company, Dept. 
EW, 103 Hawthorn St., Hartford 6, Conn. 


ARROW © HART 


Khualy we 1890 


MOTOR CONTROLS + ENCLOSED SWITCHES 
APPLIANCE SWITCHES + WIRING DEVICES 
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Business Outlook: 


There's That 
Word Again 


Here’s the monthly report on business 
as prepared by the McGraw-Hill De- 
partment of Economics. 


PR pattie Ana i that’s how you 





spell it. And business forecasters 

are predicting we'll be hearing 
it again in the not too distant future. 
But in any event, it is clear that busi- 
ness in the USA, as a whole, has what 
it takes to carry through the year 
at an ascending level and validate the 
forecasts that 1960, even if something 
less than a roaring take-off for the six- 
ties, would be the biggest year on 
record. 

Right now the Gross National Prod- 
uct is running at an annual rate of 
about $507 billion. This is $2 billion 
higher than it was last quarter, and 
about $26 billion or 5% higher than 
it was at the same time a year ago. 
Before we see in the new year, the 
prospect is that it will have hit an 
annual rate of more than $510 bil- 
lion. 

Then what, if anything of substance 
is there in the suggestion that some- 
thing tess than a rollicking “rolling 
readjustment” may not be far down 
the road? There are two things prima- 
rily. One is a faltering in the expansion 
of business investment in new plant 
and equipment, the most crucial ele- 
ment in the ups and downs of busi- 
ness as a whole. The second is the 
prospect of relatively heavy going in 
selling consumer durable goods—ap- 
pliances, automobiles, etc., after the 
turn of the year. 

Two things are contributing partic- 
ularly to the faltering of business in- 
vestment in new producing facilities. 
One is the ample supply of manufac- 
turing capacity. The other is the sog- 
giness of profits—the stuff of which 
much of both the incentive and where- 
withal to buy new producing facilities 
is compounded. 

Right now, industrial production, as 
measured by the Federal Reserve 
Board Index, is rolling along at just 
a shade off its all-time high, as it has 
been for months now. But manufac- 
turers are using their available capacity 
at only somewhere around 83% where, 
on the average, they would like to be 
using somewhere around 94% of their 
capacity. This, obviously, has some 
dampening effect on the urge to invest 
in new producing facilities. And so 
also does the fact that business profits, 
while still high in absolute terms, have 
been sliding off. 

Between the great increase in the 
money they are setting aside to take 





care of depreciation of their plant and 
equipment and their present take in 
profits, our corporations have the fi- 
nancial capacity to keep on expanding 
their capital investment. In fact, their 
so-called cash flow (money set aside 
for depreciation and retained profits) 
will be at an all-time high this year. 
And there is abundant occasion to 
keep on spending at an expanding 
rate to get our industrial plant, much 
of which is woefully antique, up to 
date. 

e Selling Need—Only a small part of 
that $95 billion we found would be 
necessary to put our industrial plant in 
first class shape has been spent. Vigor- 
ous selling of modern plant and equip- 
ment could do a lot to keep the curse 
off capital investment moving up, and 
thus wipe out the present prospect of 
some drop in capital expenditures by 
business next year—a prospect in- 
creased by the fact that the steel in- 
dustry, normally a big capital spender, 
is going through a discouraging year 
and the automobile industry, also a 
mammoth user of capital goods, has 
pretty well completed its revamping 
for the production of the compact 
cars. 

The expectation that sales of con- 
sumer durable goods is going to be 
rather soggy shortly is based in con- 
siderable part on the fact that auto- 
mobile sales (at somewhere around 6.6 
million cars of domestic and foreign 
make) have been so good this year. 
To have another year of automobile 
sales that good immediately doesn’t 
fit the conventional pattern of up and 
down years for automobile sales. Also, 
the surveys of consumer plans to buy 
durable goods suggest that, as a whole, 
they feel pretty well stocked at present 
and not avid to increase their purchas- 
ing. Here again is a case where hard 
and effective selling could modify the 
relatively dim outlook decidedly. 

e Salesman Key—In fact, in the econ- 
omy as a whole the salesman is clearly 
emerging as a key, if not the key fig- 
ure. The war and postwar shortages 
are all behind us. Abundance is emerg- 
ing as the dominant characteristic of 
the sixties. And with it the art of sell- 
ing, including everything from product 
design to advertising to door bell push- 
ing, emerges as a basic economic 
process—far more basic than some 
business leaders have yet come to see. 

There will be powerful offsets for 
possible sags of the sort that have been 
arrayed. One of them is the prospect 
of increased government spending on 
which we expanded last month. If 
history repeats itself another will be 
a pickup in housing, stimulated by the 
availability of more money for it and 
at lower interest rates. 

Indeed, there are those of much 
faith in the power of money manage- 
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SPECIFICATION 


120-277 volts, ac only 
This comment is ‘ 
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introduction of 


SPACE-SAVER 


Quiette Switch. Vill -wise 
Here’s why . . . ie P . 





EXTREMELY SHALLOW BASE . 

only %” from face to back. FITS 1144” BOX. 
GREATER WIRING ROOM... 

making wiring easier, faster. 


TWO WIRE ANCHOR HOLES... 
at each binding screw for holding wire when looping 
around binding screw. 

BIG BINDING SCREWS... 
with deep-cut slots, for gripping wire firmly, assuring 
permanent holding and strong, positive connections. 


QUIET, MECHANICAL ACTION 


AVAILABLE IN BROWN OR IVORYLITE 


FOR FULL INFORMATION ... on the new Arrow-Hart 
Space-Saver Quiette Switch and the complete line of 
Arrow-Hart Quiette Switches, write to Dept. EW, The 
Arrow-Hart & Hegeman Electric Co., 1083 Hawthorn St., 
Hartford 6, Conn. 


ARROW HART 
Lasley since 1890 


WIRING DEVICES * ENCLOSED SWITCHES 
APPLIANCE SWITCHES - MOTOR CONTROLS 








Ground 
the destructive force 
of lightning with 


CF.«I Galvanized Steel Strand 


For grounding of power transmission lines, CF&I Galvanized 
Steel Strand has been proved by years of experience. Weldless 
Overhead Ground Wire Strand is made of special analysis steel to 
ASTM specification A-363, in three- and seven-wire construc- 
tions. It is carefully galvanized for extra weather resistance. 

For guy, messenger and other applications, CF&I Strand is 
made to ASTM specification A-122. CF&I can also manufacture 
strand to your individual specifications. For prompt delivery, get 
in touch with a CF&lI sales office. 


7635 


iy | GALVANIZED STEEL STRAND 


{ 
STEEL THE COLORADO FUEL AND IRON CORPORATION 
In the West: THE COLORADO FUEL AND IRON CORPORATION — Albuquerque * Amarillo 
Billings * Boise * Butte * Denver * El Paso * Farmington (N. M.) © Ft. Worth * Houston 
Kansas City * Lincoln * Los Angeles * Oakland * Oklahoma City * Phoenix * Portland 
Pueblo * Salt Lake City * San Francisco * San Leandro * Seattle * Spokane * Wichita 
In the East: WICKWIRE SPENCER STEEL DIVISION — Atlanta * Boston * Buffalo * Chicago 
Detroit * New Orleans * New York © Philadelphia * CF&l OFFICE IN CANADA: Montreal 
CANADIAN REPRESENTATIVES AT: Calgary * Edmonton * Vancouver * Winnipeg 


ment, who feel that there is a better 
than even chance that by moving so 
fast and so positively to make money 
easier, the Federal Reserve authorities 
have wiped out any threat of an im- 
minent recession, new or old style. 
Powerfully on the positive side there 
are also these key facts: 
(1) Personal income continues to go 
on up, and while consumers seem to 
be a bit jaded so far as consuming 
durable goods is concerned, consump- 
tion of foods, clothing, services, etc., 
keeps right on expanding. 
(2) The American economy has dem- 
onstrated what a magnificently rugged 
creation it has become by taking right 
in its upward stride a shift from a $12 
billion deficit in the budget of the 
federal government in fiscal 1959 to 
a surplus of $1 billion in fiscal 1960. 
Clearly an economy that can absorb 
wallops like that with not much more 
than a quiver is not going to be 
knocked off its base any rolling read- 
justments ahead, even if they have 
something of a downward tilt. And 
while the present prospect is that they 
will have a tilt of that sort, enough 
hard and effective work of the sales 
department this fall could wipe it 
out and keep business right on the 
onward and upward course where it 
is going to be pretty consistent right 
through the sixties 





Double-Edge Sword .. . 
Continued from page 100 


the distributor can be classified as 
buying, selling, transportation, storage, 
finance, risk-bearing and marketing 
information. These basic marketing 
functions must be performed in the 
distribution of all goods, consumer or 
industrial, durable or non-durable, 
costly or cheap. An important point is 
that the marketing functions cannot be 
eliminated, regardless of the channel 
of distribution employed or the specific 
methods used to market a product.” 

The high school teacher who 
thought the distributor was a parasite 
on the economy now has a different 
opinion of the wholesaler. 


Two Distributors 
Elected To NAED 


NEW YORK—Two full-function- 
ing electrical wholesale distributors 
have been elected to membership in 
the National Association of Electrical 
Distributors. Elected were: United 
Electrical Supply Co., Inc., 13 Wash 
ington St., New London, Conn, Peter 
P. Mariani is president; Good Friend 
Electrical Supplies, Inc. Route 37 
Toms River, N. J. Irving Rosen is 
president. 
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Concrete tight! 
Every size 
bonneytor and 





ELECTRICAL 
WHOLESALERS! 
HERE'S IMPORTANT 
NEWS FOR 


YO U Your customers will be reading the advertisement 
on the opposite page in leading national trade periodicals. 
They'll learn of the many new additions to the GENERAL CONTROLS | 


RAPID INDUSTRY WIDE ACCEPTANCE 


ADVANTAGES TO SELECTED DISTRIBUTORS 


A 


GENERAL CONTROLS 


4 








$886 Million Spent 
By Nation’s Wholesalers 


WASHINGTON, D. C.—Merchant 
wholesalers spent $886 million in 1958 
on capital outlays, according to the 
1958 Census of Business preliminary 
figures. Of this amount, $773 million 
was spent on new Capital items, ac- 
cording to the National Association of 
Wholesalers. The new capital expendi- 
tures were divided $287 million 
(37%) for new plants and plant ad- 
ditions and $486 million (63%) for 
new fixtures and equipment. 

W. D. Jenkins, president of the 
National Association of Wholesalers, 
said, “In addition to warehousing over 
$12 billion of the nation’s output, ex- 
tending over $13 billion credit to the 
nation’s retailers and business users of 
the products of our factories and 
farms, the nation’s 185,000 merchant 
wholesalers expanded and modernized 
their plants and facilities in the single, 
so-called “recession” year, 1958, by 
almost $1 billion in capital outlays.” 

The capital expenditures reported 
for new facilities were almost equally 
divided between durable goods whole- 
salers and non-durable goods whole- 
salers, $393 million and $380 million 
respectively. In both groups, expendi- 
tures for new fixtures and equipment 
were significantly greater than for new 
structures and additions. About one- 
third of the total new capital invest- 
ment of durable goods wholesalers and 
about 40% of non-durable goods 
wholesalers went into new structures 
and additions. 

Three-fourths of the total capital 
outlays by merchant wholesalers in 
1958 were corporate investments, 
$585 million. 87% of the outlays in 
the durable goods lines were by corpo- 
rations while only 67% in the non- 
durable lines were expanded by corpo- 
rations. 


Boston To Host 
Distribution Conference 


BOSTON, Mass.—The annual meet- 
ing of the Boston Conference on 
Distribution will be held October 17 
and 18 at the Statler Hilton Hotel. 
The two-day session is an internation- 
al forum on problems of distribution. 
Among the cooperating organizations 
are the National Association of Elec- 
trical Distributors and the National 
Association of Wholesalers. Themes 
of the four sessions will be: Marketing 
In The 60’s; The U.S. And World 
Markets; Contest For The General 
Merchandise Dollar; and New Forces 
In Making Consumer Sales. 
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KLIKSWITCH BY GENERAL CONTROLS 


Now Available through Authorized Distributors 


National distribution now is available for one of the most complete lines of precision snap action 
switches built to industry standards. Select ail your switch needs from a broad variety of 
precision engineered switches designed for exceptional repeat accuracy. Local authorized General 
Controls distributors provide prompt delivery of KLIKSWITCHES. Factory trained engineers in 
44 national branch offices are always ready to give you field assistance. 
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TYPE S4 BASIC KLIKSWITCHES 





TYPE S610 ENCLOSED KLIKSWITCHES 


aie 


ciel GENERAL CONTROLS ww 


80680 MCCORMICK BOULEVARD. SKOKIE. ILLINOIS RVING 


For complete information check the yellow pages of your local directory for your 
nearest Authorized Distributor or General Controls Factory Branch Office 





How to DOVBL — your 


sales of Insulating Tapes 


Sales records have proved that insulating tape 
sales can be doubled, even tripled, by making 
a few short demonstrations for your customers. 


Here’s how Mr. Harold Epand, a tape distrib- 
utor salesman for Brite Electric Sales Corpora- 
tion, New York City, uses these convincing 
demonstrations: 


A cross-section through layers of A cross-section through layers of 
self-fused Okolite tape. Unre- plastic tape. Unretouched micro- 
touched micro-photograph...mag- ‘ photograph...magnified 20 times. 
nified 20 times. ‘ 


1. “First I point out that the materials in a splice must be as 
good as the corresponding materials in the cable. Everybody 
knows that the insulation compound on electrical cable is a 
solid material. But many insulating tapes never become solid 
materials when applied to a splice. These tapes permanently 
remain in the form of layers, held together by an adhesive. 
That’s why I demonstrate how Okolite or Okonite Insulating 
Tapes actually fuse together into a solid, non-porous wall— 
just like a cable’s insulation. 


“T snugly wrap a six-inch length of this tape around a pencil. 
Because Okonite and Okolite are pure uncured Para rubber 
compounds, they will fuse together almost immediately. When 
the customer sees the solid wall of moisture-proof, void-free 
cable insulating compound, he’s 90% convinced right then. 


“Then I clinch the sale by pointing out that the cost of using 
Okonite Tapes in a splice is insignificant. When you figure the 
labor and materials, and compare how much each contributes 
to the total cost of the splice, the cost of using Okonite materials 
is the cheapest insurance against power failures you can buy. 


“Then I ask for the order... and usually get it.’’ 


Try this sales-making demonstration of Harold Epand’s—you’ll prob- 
ably double your Okonite Insulating Tape sales. Sell Okonite Tape 
(the yellow can) for splices up to 2,000 volts, Okolite Tape (the red 
can) for over 2,000 volts. 


Ask about Okonite’s splicing movies and tape calculator. They’re 
designed to help you increase your tape sales. 


THE OKONITE COMPANY 


Subsidiary of Kennecott Copper Corporation 
Passaic, New Jersey 6470 


SOLD 100% THROUGH AUTHORIZED ELECTRICAL DISTRIBUTORS 
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Wiring Awards 
Competition Announced 


NEW YORK—Entries are now be- 
ing invited for consideration in the 
adequate wiring awards competition 
sponsored by Look magazine. The 
awards for programs conducted during 
1960 will be presented to the winners 
at the 17th annual conference of the 
National Wiring Bureau at the Sher- 
man Hotel, Chicago, Ill. on February 
23rd and 24th, 1961. The awards are 
presented to members of the electrical 
industry for outstanding promotional 
activities in the field of adequate wir- 
ing. The wiring awards were estab- 
lished “to recognize and encourage 
local campaigns aimed at improving 
wiring in residential dwellings,” ac- 
cording to Richard Harmel, the maga- 
zine’s manager of markets and mer- 
chandising. 

“Inadequate wiring is the number- 
one enemy of growth in the markets 
for electrical products and services,” 
Harmel said. 

Entries are now being invited for 
consideration in the following cat- 
egories: Community Service Award 
for Utility Companies (250,000 me- 
ters); Community Service Award for 
Utility Companies (under 250,000 
meters); Community Service Award 
for Electrical Leagues—Wiring Bu- 
reaus; Sales Promotion Award for 
Electrical Contractors; Merchandising 
Achievement for Electrical Distribu- 
tors. In each category, citations of 
honorable mention will also be given 
when earned. The judging will be based 
on the outstanding qualities of pro- 
grams conducted during 1960 (Janu- 
ary Ist through November 30th, in- 
clusive). At the time the awards are 
presented, the winning entries will be 
displayed and featured. 

Entries must be received no later 
than January 15th, 1961. For informa- 
tion on contest rules and preparation 
of entries, contact: Richard C. Opfer, 
Wiring Promotion Competition Co- 
ordinator, Look Magazine, 488 Madi- 
son Ave., New York 22, N. Y. 


GE To Market 
Electricity Maker 


NEW YORK—Mass production of 
thermionic converters has begun by 
the General Electric Co. The units 
produce electricity directly from the 
application of heat to a vacuum. The 
devices eliminate use of water or steam 
normally required in generation of 
electricity. 

The thermionic converters will be 
available commercially this month. 
Prices will range from $300 to $350 
for each converter which resembles 
a silver dollar, with wires. 


ELECTRICAL WHOLESALING—October, 1960 














you don’t build repeat sales 


with second class products! 


P. T. Barnum said it: “There’s a sucker born every minute.” 
But, even Barnum knew— you don’t build repeat sales with 
second class merchandise. 

As an established distributor of electrical products, you can’t 
afford to handle anything but the very best .. . if you want to 
keep your electrical contractor customers coming back for 
precious repeat sales. 

Republic ELECTRUNITE E.M.T. is one outstanding quality 
electrical product that assures repeat sales and full profits with 
every sale. Because, ELECTRUNITE is the product with features 





electrical contractors want most. 

“INCH-MarKS”’ for easy, accurate measuring. “GuipE-LINED”’ 
to save time and material in bending. “INsmmeE-KNURLING”’ with 
SILVERSLICK inside surface that makes wire-pulling as much as 
37% easier, wire-pushing easier, too 

ELECTRUNITE is trade preferred. Electrical contractors ask for 
it again, again, and again, because they know 


“THE BEST COSTS LESS INSTALLED’ 


Profit through quality. Stock and sell Republic ELECTRUNITE E.M.T. 
and Rigid Steel Conduit—products with built-in sales features. 


REPUBLIC STEEL 


STEEL AND TUBES DIVISION 





Cleveland 8, Ohio 


REPUBLIC STEEL CORPORATION 
STEEL AND TUBES DIVISION + DEPT. C-9788 
215 EAST 131st STREET - CLEVELAND 8, OHIO 


I want to learn more about “INCH-Marks'®, “Guipe-LiInep’’®, 
“INSIDE- KNURLING”, and SILVERSLICK®", the quality selling 
features of Republic ELECTRUNITE® E.M.T 

Name— Title 

Firm — 


Address 


City Zone State 
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New 1! il > No. 141 


Geared Threader 


“ Pipe and Conduit 


For 2", e 3h", 


No. 141 


Pat. Appl’d. For. 


..-Help Your Customers Save Time 
..- Cut Costs on all large threading jobs! 


1, Only 1 Set of High Speed Dies threads 2'»’’, 3’, 314” 
and 4” pipe and conduit. No extra die sets to change or lose! 
Die size selector plate sets quickly and locks at desired size. 
Easy adjustment for tapered, straight, over or under size 
threads, 

2. Jam-Proof for safe threading by power or hand. Drive 
pinion kicks out automatically. Die head Can’t Jam... 
avoids costly repairs and delay. 

3.New Fast-Action, Cam-Type Workholder sets to size 
by quick turn of collar. Set screw holds work centered for 
perfect threads every time . . . adjustable for drip threads. 


Don't miss easy sales of this finest 2/2” to 4”’ threader available. 
Order new RIG(D 141 Geared Threader now! 








Appliance Market 
In Cuba Is Nil 


NEW YORK—Tough dollar re- 
strictions, the explosive political cli- 
mate and the threat of government 
expropriations have nearly wiped out 
the once-fertile appliance market in 
Cuba, according to Electrical Mer- 
chandising Week, McGraw-Hill pub- 
lication. 

Almost $12 million worth of U. S.- 
built appliances were exported to Cuba 
in 1958. Last year the figure was less 
than $3 million and it won’t go above 
$250,000 for 1960. Neither American 
manufacturers nor the Cuban distribu- 
tors interviewed by the publication see 
much hope ahead. 

The Cuban government reportedly 
has not interrupted credit collections 
nor confiscated property outright as 
yet, but the clamp it applied in mid- 
1959 to the flow of U. S. dollars from 
Cuba has simply left distributors with 
nothing to sell. They normally paid for 
their appliances with American dol- 
lars, and once the dollar export ban 
was declared, they had to cease im- 
porting. No one expects the ban to be 
lifted for some time, if at all. 

With new appliances gone, Cuban 
distributors for American companies 
have plunged into other fields. Some 
are handling the few locally made 
items, such as gas ranges. Westing- 
house distributors and Sears Roebuck 
mail houses are reportedly doing this. 
Other distributors—especially many of 
the biggest—are turning to used appli- 
ances, though the shortage of spare 
parts makes reconditioning difficult. 

General Electric Cubana, the only 
American-owned distribution oper- 
ation on the island, stopped importing 
nearly a year ago. It is now said to 
be almost out of refrigerators, auto- 
matic washers and air conditioners. 


Electrical Conference 
Selling Space—Fast! 

WASHINGTON, D.C. Forty per 
cent of the space for the Third Bien- 
nial Electrical Trade Conference and 
Exposition set for Washington, D.C. 
February 14, 15 and 16th, 1961 has 
been sold according to show manager 
William G. Hills. In addition a large 
number of inquiries have indicated 
an early sellout of all available space 
in the Sheraton Park exhibit hall, scene 
of the conference. 

The conference is under the joint 
sponsorship of the Electric Institute 
of Washington and the Electrical Man- 
ufacturers Representatives Association 
of Baltimore. All inquiries concerning 
the show should be addressed to Wil- 
liam G. Hills, managing director Elec- 
tric Institute of Washington, PEPCO 
B’ldg, Washington 4, D.C. 
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Proper steel plus! The best cold 
rolled steel! pius the right handling give 
CIRTUBE EMT its natural bendability. 


Easy fishing! A baked-on protective 
coating gives CIRTUBE EMT a built in tubri- 
cation for easier wire pulling. 





Hard galvanized finish for durability; polished satin lustre for lasting good looks, 


Even EMT can look good 4 


Split-free, bead-free! induction 
welded CIRTUBE EMT, left, proves stronger 


[IZ seen 


IN 


a 
Automated quality control! 
Automatic controls assure complete and 
continuing uniform quality of product. 


~~ the first things you look for in EMT are: one, is it 
fx easy to work with—two, is it made to give lasting 

an protection. CIRTUBE EMT, by the way, rates tops on both. 
\7 But there’s no reason why EMT can’t look good as well! 

That’s where CIRTUBE EMT “shines,” too. Reason for its pleasing 
polished satin lustre is the cyanide zinc plating process Circle uses 
(even though it costs a little more to apply than other methods). 

The zinc bond is better, too—won’t chip or flake off. That’s because 
Circle employs elaborate cleaning processes to make sure that the steel 





is absolutely clean before plating. 
Quality finish is only one of many reasons why CIRTUBE EMT has 
gained such wide acceptance in so short a time. Order it now from 


your local Circle representative — or write direct °Trede Merk 


Tight, easily handled bundles! 

WIRE & CABLE Bram. “orange Gon hold CIRTUBE EMT 

a subsidiary of securely for easy handling on and off the job. 
CERRO DE PASCO ai 

CORPORATION Lifetime exterior finish! 424 


galvanized finish for durability; polished 


PLANTS: Maspeth and Hicksville, N. Y SALES OFFICES & WAREHOUSES: In ali principal cities satin lustre for lasting good looks 


RUBBER COVERED WIRES & CABLES * VARNISHED CAMBRIC CABLES + PLASTIC INSULATED CABLES 
NEOPRENE SHEATHED CABLES * “CIRTUBE” EMT 








\ 


y years of sound engineering 
field testing are built into the 
advanced design of all Furnas 
) Blectrice products, to. provide 
- the leading motor controls 

: on the market today 


Furnas Electric standardized 
design and exclusive ‘‘in- 
between” starter sizes reduce 
stock inventory and allow 
wider application with fewer 
units. You are assured of su- 
perior performance, longer 
life and unmatched economy. 
SEE FOR YOURSELF! Write foday for Port- 


folio 5412 — 1069 McKee Street, Batavia, 
Hlinois. 


iy 
MAGNET ASSEMBLY 


Magnet features just one 
moving part. Dual voltage 
coils, 110-220 or 220-440 


" volts at no extra cost. 


i 
THERMAL OVERLOAD 
RELAYS 


Trip-free. Manual or auto- 
matic| reset. Third over- 
load rélay kit can be added 
in the) field. 


CONTACT BLOCK 


Non-tracking, impact- 
resistant material. Visible 
and front removable 
silver-cadmium oxide ‘coh- 
tacts. Extra switchlets can 
be added to either side. 


tele i dies wale), Bo das-) 


Include push button, selec- 
tor switch, pilot light, and 
third overload relay for 
quick| and easy field mod- 
ification. Starter inventory 
is simplified and reduced 


CALENDAR OF EVENTS 





OCTOBER 


International Association 
of Electrical Leagues 
25th Annual Conference 
Hotel President 
Kansas City, Mo 
October 5-7 


Lake Michigan Club 
French Lick Springs Hotel 
French Lick Springs, Ind 
October 8-12 


American Institute 

of Electrical Engineers 
Fall General Meeting 
Morrison Hotel 
Chicago, Ill 
October 9-14 


National Electronics 
Conference 
Hotel Sherman 
Chicago, III 
October 10-12 


National Hardware Show 
Coliseum 
New York, N.Y 
October 10-14 


National Association 

of Electrical Distributors 
Western Region Meeting 
Stardust Hotel 
Las Vegas, Nevada 
Meetings, talks 
October 18-21 


National Electrical 
Contractors Association 
1960 Annual Convention 
Convention Center 
Las Vegas, Nev 


92.97 
“Zi 


October 23-2 


1960 Electron Devices Meeting 
Washington, D. C. 


97.99 


October 2 


NOVEMBER 


Mid-America Electrical Convention 
Kansas City, Mo. 
November 14-16 


National Electrical 

Manufacturers Association 
Annual Meeting 
Atlantic City, NJ 
November 14-18 
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You get more profitable - 
rewiring business... 
sell more builders, too ~ 


with Murray “MFP” 
GUARANTEED FOR LIFE Breakers 


Way SQUEEZE profits on rewiring 
jobs, when you can more easily sell 
quality jobs at profitable prices. By 
offering customers a breaker that’s 
guaranteed for life, you win con- 
fidence, make your sales job easier. 


Homeowners appreciate knowing 
that the breakers you install carry 
a life guarantee...won’t quibble so 
much about price. Here’s another 
advantage: the guarantee shows 
you’re using the best, helps you build 
prestige in your neighborhood. 


These money-making 
sales aids help you 
sell more “Guaranteed 
For Life’ breakers: 
Guarantee Certificate 
Load Center Sticker 
Consumer Booklet 
Builder Brochure 





Extra Sales Advantage! 

Builders, too, go for the lifetime 
“MP” breaker guarantee. It helps 
them sell against homes with less 
quality, gives them an extra sales 
edge in today’s competitive market. 


Show builders how “MP” breakers 
can turn more lookers into buyers... 
and you’ve practically made the sale. 


Easy To Install! 
“MP” breakers are fully magnetic. 
They’re unaffected by heat, never 


Gentlemen: 


Name 


need derating, never trip unneces- 
sarily, carry full rated load...and can 
be installed anywhere. You'll find jobs 
going up easier, faster...and at mini- 
mum expense. And there’s an en- 
closure for every job in Murray’s 
full line of load centers. 


How To Cash In! 

See your Murray distributor today. 
Ask him to show you all the promo- 
tional material he has available to 
help you sell. Or write Murray di- 
rectly for details. Do it today. 


PROSTHESES EEEETEEESESEHE HEH EBEEE 


Murray Manufacturing Corp., 1250 Atlantic Avenue, Brooklyn 16, N.Y. 


A circuit breaker that's Guaranteed For Life! i'm interested. As soon as pos- 
sible, send me complete information on everything. 





seer eeraeeeeeeeeeee 


Address 
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WATCH 
FOR 


TRINE'S 


DRAMATIC 


NEW 


ELECTRIC 


PUSH 
BUTTON 
DISPLAY 
NO. 68 


FEATURING 
] 
NEW 
PUSH BUTTONS 


STYLED FOR 
TODAY'S HOMEOWNER 


TRINE MANUFACTURING CORP. 
~~~ 4430 FERRIS PLACE 


NEW YORK 61, N.Y. 


by Bill Murray 





HIGH VOLTAGE 














West will be shouting this month as they invade this gambler’s 

paradise for the 52nd annual Western Region Meeting. But 
there’ll be little time for trying one’s luck at the dice tables, since the 
convention has an agenda of serious business lined up. 


|“ Vegas here we come! .. . is the cry NAED members in the 


Heat’s On 


Electric heat is making news in all channels. . . . A new sound 
slide film on installed performance standards for insulation in houses 
to be heated electrically has been released by the National Mineral 
Wool Association. The film, entitled, “Eliminating the Guesswork,” 
was prepared for viewing by electric companies and cooperatives, 
electric heating equipment manufacturers, distributors and contrac- 
tors... . Con Edison, a New York utility which produces both gas 
and electricity seems to promote gas heating while neglecting electric 
heat entirely. The utility is currently running local poster ads which 
read: “Heat with gas . . . the popular heat. Certified Cost Home 
Heating Plan.” With a little effort and promotion, electric heat can 
be proved to be the most popular and also the most convenient. It 
should be noted that most gas heating units require electricity to 
initiate the burner . . . so why not use it all the way. 


Quick Sale 


Speaking of utilities, most of them along the East Coast had their 
hands full last month replacing downed power lines as a result of 
Hurricane Donna. One New England utility reportedly called a local 
electrical distributor and asked, “How much cable do you have in 
stock?” After a quick check of inventory, the distributor gave the 
amount. The utility spokesman on the other end of the line replied, 
“We'll take it all.” The distributor commented it was the fastest 
cable sale on record. . . . Also in New England, electrical distributors 
and electrical contractors in Massachusetts recently participated in a 
state-wide Burglary Prevention Week program. Emphasizing that 
“light discourages burglars,” a feature of the program was a recom- 
mendation by the law enforcement authorities for the use of auto- 
matic timers on lamps. During the promotion electrical distributors 
were urged to concentrate special sales effort on automatic timers. 


Sales Talk 

“The Sale’s The Thing” . . . is the theme of the twenty-fourth 
annual convention of the New Jersey Council of Electrical Leagues 
being held October 7, 8, 9 in Atlantic City, N.J. With emphasis on 
living and lighting, topics of discussion will include: “The Challenze 
of Lighting to the Electrical Industry,” “The New Look for the 
‘Live Better Electrically’ Program,” and “Live A More Abundant 
Life.” . . . Across the river (the Hudson that is), the following sign 
was noted, posted in a New York omnibus: “For Sale—Rear Door— 
Cheap .. . Very Little Used.” . . . Two so-called salesmen came 
to the big town last month trying to sell the U.N. a line, but nobody 
was buying . . . Khrusch and Castro, of course. A motion picture 
which appeared on a late evening show in the New York area while 
both dictators were visiting was titled “The Uninvited.” 


About Us 

Double header. . . . Both George Farley and Herb Cavanaugh 
became proud fathers of bouncing boys last month . . . for George 
his third, named James Stephen and for Herb, his second also named 
James. This staff is getting larger every day. . . . To both of them— 
Congratulations! 
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“You'd think 
| was 
running a 
haberdashery 
store.” 


“All I heard was shirts ... shirts .. 

shirts ... when Amprobe started giv- 
ing away those free Van Heusens to 
my salesmen. The more my crew 
thought about those shirts the more 


sales they made. I know that the free- 
shirt campaign has helped me move 


merchandise.” 


RELIABLE ELECTRICAL SUPPLY CO 
NEWARK, NEW JERSEY 


Sales incentive plans —like the recent Van 
Heusen shirt campaign—are just one of 
the ways Amprobe puts more money in 
your pocket. Only Amprobe backs you up 
with a five point JOBBER PROFIT 
PROGRAM: 1) 100% Jobber Protection 
2) Sales Training 3) Saturation Adver- 
tising 4) Sales Incentives 5) Brand 
Demand. 


You Can Count On 


AMPROBE 


For Sales Incentives 


AMPROBE is adivision of Pyramid Instrument 
Corporation, 680 Merrick Road, Lynbrook, 
New York, manufacturer of REMCON low- 


voltage wiring devices 





\ BRONCO STABLES 


NEOPRENE 


There’s now a multiple conductor Bronco cable for just about any control application you care to 
name. Any application where you've got to have out-and-out dependability, that is. They all have 
the famous Bronco 66 jacket, the jacket that is certified by a Registered Professional Engineer to 
contain not less than 67.32% neoprene—highest content in the industry. This is what makes 
Bronco 66 so highly resistant to oil, sunlight, ozone, abrasion, acids and other chemicals. Bronco 
66 Station Control Cables also have a color-coded Neoprene jacket over the rubber insulation on 
each single conductor. They are built to meet I.M.S.A. (International Municipal Signal Association) 
Specification No. 5. Bronco 66 Portable and Shielded Control Cables have heat-resistant rubber 
insulation, vividly colored, coded in accordance with standards set down by N.E.M.A. and I.P.C.A. 
Bronco 66 Portable Control Cables are among the few that have U.L. approval (standards applicable 
to sizes 18 through 10 with any number of conductors). Bronco 66 Control Cables are made with 
from 5 to 60 conductors. They range in size from 18 through 2. Most popular sizes are carried in 
stock in a nation-wide network of warehouses. Outer protecting jackets are branded every two feet 
exactly. Type, size, number of conductors, rated voltage are molded permanently into the jacket 
by a patented* Bronco process so they can’t be rubbed off. Write for the Control Cable section of 
the Bronco Catalog; some folks find it a kind of impressive roundup. 


*U.S. Patent 2867001 





PEOPLE IN THE NEWS 





Howard H. Sheppard, vice presi- 
dent, utilities and power department 
of Rumsey Electric Co., Philadelphia, 
Pa. has been elected vice president of 
the American Institute of Electrical 
Engineers, representing the Middle 
Eastern district. Prior to his associa- 
tion with the Rumsey Electric Co., he 
was with the Philco Corp. and Mc- 
Graw-Hill Publishing Co. 


John Cummings has been appointed 
California district sales manager for 
Halo Lighting Products, Inc. Cum- 
mings has been active in developing 
sales at the distributor, contractor and 
architectural levels for the past three 
years. He will headquarter in Los 
Angeles. 


Raymond E. LaPlante has been ap- 
pointed product manager, Fiber Prod- 
ucts division of the Triangle Conduit 
and Cable Co., Inc., New Brunswick, 
N.J. 


Claude D. Lawrence, vice president 
in charge of sales for the New England 
Power Service Co., Boston, Mass., has 
been named chairman of the sales di- 
vision executive committee of Edison 
Electric Institute for 1960-1961. 


John A. Connors has been named 
assistant sales manager of Continental 
Electric Equipment Co., Cincinnati, 
Ohio. He will be responsible for coor- 
dinating the commercial and govern- 
ment sales programs, directing ad- 
vertising, and supervision of the inter- 
nal sales staff at the home office. 


Wesley J. Gorder has assumed the 
position of manager of sales and 
engineering at the newly acquired 
Alrectic division of MeGraw-Edison 
Co., Jackson, Mich. The division was 
formerly the aluminum fabricating 
portion of the Handley-Brown Co. 


Joseph H. Schellman has _ been 
elected a vice president of Controls 
Company of America. In addition to 
corporate responsibilities, Schellman 
will continue to have as his major 
assignment, the position of general 
manager of the newly established 
Control Switch Div. 
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REVERE 
UNITIZED URBANOVAL 
No. 2531-B175 





REVERE 
URBANOVAL 
No, 2501-B250 


NEW FAMILY OF 
REVERE LUMINAIRES 


New unitized oval mercury luminaires with built-in 
ballast components are the latest addition to the Revere 
family of street lighting equipment. New 2600 Series 
Endoval luminaires provide high-level, glare-free illu- 
mination for arterial streets and highways. New 2500 
Series Urbanoval luminaires are designed to provide 
economical lighting for residential areas or secondary 
streets where uniform, low-level lighting is desired. 
Both series offer the advantages of modern styling, 


substantially reduced installation costs, and efficient, 
economical performance 

Revere’s new unitized luminaires together with newly 
designed conventional luminaires let you solve every 
street and highway application problem the one best 
way. You can select high quality, design-matched Revere 
luminaires, poles and equipment specially engineered 
for every street lighting need. Send for complete catalog 
information and technical data. 


OUTDOOR LIGHTING 


Revere Electric Mfg. Co. 


e 7420 Lehigh Avenue e¢ Chicago 48, Illinois (In suburban Niles) 


Long Distance Phone: Niles 7-6060 © Chicago Phone: SPring 4-1200 © Telegrams: WUX Niles 
In Canada: Curtis Lighting, Ltd., Leaside, Toronto, Ontario 





New Revere 2600 Series Endoval luminaires use 250 or 400-watt mercury 
Unitized Endoval features built-in constant-wattage or reactor ballasts. Conver 
tional Endoval employs same housing, reflector and Revere-Corning Pyrex molded 
prismatic refractor, but without built-in ballast components. Both types are Tiel s 
with or without mounting adapter for E.EJ.-NEMA standard plug-in locking-type 
photo-electric control. Adjustable socket positions produce A.S.A.-I.E.S. Types II, Ill 


or IV with proper choice of lamp 








REVERE 
UNITIZED ENDOVAL 
No. 2633-B400 





SO EASY TO HANDLE 


WB DYNAPRENE PORTABLE CORD 


Smaller sizes are packed on spools in 
cartons . . . Larger sizes in coils, in 
knockout cartons . . . Easy to identify 
anywhere .. . Type, size and gage, 
clearly marked on jacket . . . Safe to 
recommend... Premium quality, long 
lasting, oil-resistant, neoprene jacket 
... ULL. approved. 


a 
WV 


NEW HAVEN 14, CONNECTICUT / Telephone CHestnut 8-5515 / TWX: NH 84 


Write for free Catalog 
PC-58 “Portable Cord 
and Cable” 





Edward F. Finn has been appointed 
product manager of the Pos-E-Kon 
division of the Thomas & Betts Co., 
Elizabeth, N.J. Finn has been sales 
promotion manager since 1959. 


H. E. Cele, Jr. has been named 
district manager of the Atlanta District, 
National Electric Div., H. K. Porter 
Co., Inc. Cole was formerly branch 
menager of the Charlotte Branch 
which included the states of North 
and South Carolina. 


C. H. Brittenham has been ap- 
pointed manufacturing manager of 
Federal Pacific Electric Co.’s Pacific 
Manufacturing Div. In his new posi- 
tion, Brittenham will be in charge of 
the company’s manufacturing opera- 
tions at its new 250,000-sq ft plant in 
Sinta Clara, Calif 


Walter J. Barnes has been appointed 
southeastern sales manager of Wheat- 
land Eleciric Products Co. He will 
supervise and promote sales of the 
company’s products in seven south- 


eastern states 


Joseph G. Poppe has been appointed 
district manager, distributor sales, for 
CBS Electronics. He will headquarter 
in Detroit. Prior to joining CBS Elec- 
tronics, Poppe was associated with 
Ferguson Electronic Supply Co 


Donzld W. Gunn has been ap- 
pointed a regional vice president of 
Sylvania Electric Products Inc. He is 
responsible for the company’s mar- 
keting activities in the 12 western 
states and Hawaii. He was formerly 
vice president-sales of electronic tubes. 
William O. Spink has been appointed 
to Gunn’s former position. Spink was 
formerly equipment sales manager. 


Murray J. Mauritzen has been ap- 
pointed vice president in charge of 
manufacturing for Appleton Electric 
Co., Chicago, Ill. Mauritzen joined 
Appleton in 1948 as production con- 
trol manager. 


Gerald F. Heagney has been ap- 
pointed advertising and sales promo- 
tion manager of The Thomas & Betts 
Co., Elizabeth, N.J. 


William H. Dennler has been named 
general manager of General Electric 
Co.’s major appliance division, Ap- 
pliance Park, Louisville. Dennler, who 
was previously general manager of 
the company’s portable appliance de- 
partment in Bridgeport, Conn., suc- 
ceeds William P. Von Behren. 


S. Manuel (Mannie) Pearl has been 
appointed sales vice president of Circle 
Wire & Cable Corp, Maspeth, N.Y. 
Pearl succeeds in the post of the late 
Harry W. Goodman 
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Now One 
Sylvania 
200 watt 
VHO 
Powertube 


oe 


gives more ligh@@iaEt- Mi eliarelirxr 


~ 


Many lighthouses don’t deliver as much light as this one 
8-foot Sylvania VHC Powertube. 15,000 lumens! Smooth, 
white, and no glare! 

It’s not surprising that more and more companies use 
Sylvania VHO (Very High Output) Powertubes in all sizes 
indoors and out! Only Sylvania Powertubes give you all this: 


@ 2'2 times more light than you get from standard fluorescent 
lamps of the same size. 


@ Smooth tubular surface doesn’t catch or hold dust 


@ Less weight, easier to handle. Powertubes weigh half as 
much as other shapes, no “heavy” fixtures needed. 


@ Slimmer size. T-12 12” tube diameter means better air cit 
culation around tube than larger diameter lamps. 


@ Uniform light distribution. Sylvania VHO Powertubes deliver 
full light output in any position. 


GS 


@ Better control. Light can be directed where you want 


e Lowest TCL—total cost of lighting—means lowest cost of lamp 


plus power plus maintenance. 


e Exclusive Light Insurance Policy. “If at any time a Sylvania 
Fluorescent Lamp fails in your opinion to provide better per- 
formance than any other brand fluorescent lamps, on the basis of 
uniformity of performance, uniformity of appearance, main- 
tained brightness and life, it may be returned to the supplier for 
full refund of purchase price.” 


EXTRA! INSTALLATION SERVICE. Sylvania has also developed a 
more effective directional control for fluorescent lamps. 

Called CFR (Controlled Fluorescent Reflectance), it 

brings greater efficiency, light reflectance from VHO 
Powertubes. Call your Sylvania representative, or 

write: Sylvania Lighting Products, a Division of Sylvania 

Electric Products Inc., Dept. 62, 60 Boston Street, Salem, 

Mass. In Canada: Sylvania Electr (Canada) Lt 

P. O. Box 2190, Station “O,” Montreal 9 


LVANIA 


Subsiotary of GENERAL TELEPHONE & ELECTRONICS 
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HOW GOOD IS... 
~~» 
AN IMITATION Anipirap’ ? 





for 
600 Volts 
or less 


Amp-traps are our products. We originated and developed them. We alone 
manufacture them. They are so good that others are now imitating them. 
This is flattering because it indicates Amp-trap is superior. But, don’t be 


confused by imitations. 
Aniptrap ; 


“Just like Amp-trap.” “As good as Amp-trap.” “Works like Amp-trap.” 
“Better than Amp-trap.” These are the deceptive phrases that imitators 
must use. Without them they can neither explain nor sell their substitutes. 


Amipirap 


Whenever you need Amp-trap, you want Amp-trap — not an imitation or 
a substitute. Amp-trap is a very special current limiting device with high 
interrupting capacity. Regardless of claims, imitations aren’t enough. More 
than 27 patents prove it. Nothing takes the place of Amp-trap! For your 
own protection specify Amp-trap. Then — make sure you get it. 


” 6 


THE CHASE-SHAWMUT co. 
374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
Subsidiory of |-T-E CIRCUIT BREAKER CO., 


+ é -~ o-T TRIONET” ont @-T rime 


NEW LITERATURE 





Magnetic Starters—Brochure 14-B2 
describes new design magnetic starters 
featuring unitized construction with 
all components front removable. Plug 
in push-button or selector switch units 
are easily added in the field. Brochure 
is available from Furnas Electric Co., 
Batavia, Ill. 


Troffer—A new Universal II fluor- 
escent troffer, adaptable to practically 
all ceiling systems, is fully described 
in a new multi-colored bulletin just 
released by the Pittsburgh Reflector 
Co,. Pittsburgh, Pa 


Generators—A new bulletin describing 
its full line of ac and de generators 
and motor generators has been an- 
nounced by Howell Electric Motors 
Co. Built by the company’s subsidiary, 
The Leland Ohio Electric Co., Dayton, 
Ohio, these generators range from 12 
through 15 kva, ac or 2 to 3kw de 
Write for Bulletin 700 (A, B). 


3 


Contactors—Bulletin GEA-6621A, 
pages, catalogs contactors and ee 
for all de industrial control. It de- 
scribes a new design approach permit- 
ting the customer to reduce inventory 
by assembling building-block com- 
ponents. Catalog includes illustrations, 
layout and schematic diagrams, ap- 
plication data, and specifications for 
each line of general-purpose con- 
tactors. Available from General Elec- 
tric Co., Schenectady 5, N.Y. 


Catalogs—Five catalogs have been 
issued by the Control Switch Div., 
Controls Company of America, Fol- 
croft, Pa. Catalog 130 features her- 
metically-sealed and environment free 
switches, complete with details on 
variation, engineering drawings and 
specs; catalog 120 features over 30 
basic styles of indicator lights: catalog 
110 gives basic details on basic preci- 
sion switches; catalog 100 is the con- 
densed catalog which will serve as 
a guide to the division’s line of 
switches. The fifth catalog features 
electroluminescent paneling 


Signal Equipment—The Benjamin di- 
vision of Thomas Industries Inc., Des 
Plaines, Ill. has issued a 16-page book- 
let on audible signal equipment. Book- 
let describes types and applications 
of various horns and buzzers. 


Relays—Catalog No. 60-8 illustrates 
stock relays manufactured by Kurman 
Electric Co., Brooklyn, N.Y. Among 
relays shown are sensitive, power, 
antenna, micro-miniature, hermetically 
sealed, telephone and multi-pole sen- 
sitive types. Catalog is available from 
191 Newel St., Brooklyn 22, N.Y. 


Continued on page 144 
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He can make or break sales. He’s the guy with the answers. 
He’s the distributor’s inside salesman. €@_ He’s expected to 
have the knowledge of an encyclopedia, the patience of a 
polar bear, the speed of an antelope, the accuracy of a UNIVAC 


and the tireless feet of a race horse. €_ Everybody wants everything in a hurry, 
wants a “price,” wants to chat, wants help in buying supplies. His Jos: turn wants 
into sales, customers into friends. His TOOLs: his feet and his head. Rome Cable 
Division of Alcoa can do little for his bunions, but plenty for his brains. €_ Today he 
has more backing and help than he has ever had before, through the combined 
strengths of Rome and Alcoa, integrated into a single sales force. These men are 
ready to draw upon their experience to help you solve customer problems or improve 


selling techniques. €_ Keeping your inside sales- 
ROME CABLE 


men up to date keeps us on the go. Rome Cable 


Division of Alcoa, Dept. 17-100. Rome, New York. DIVISION OF ALLCOA 








CITY ELECTRIC SUPPLY CO 








DO YOU KNOW 
at STRINGER 


—manufacturers of safety equipment 
for linemen for 16 years—offers an 
OUTSTANDING discount plan to the 
electrical wholesaler? Become eligible 
for STRINGER'S High Profit, attrac- 
tive discount plan by displaying the 
STRINGER line in your catalog. You 
owe it to your company—and the 
company salesmen—to investigate this 


offer. Write STRINGER, or call, today. 


ASK FOR NEW 
FREE COLOR CATALOG No. 15 
e A COMPLETE LINE 
Highest Quality 
e Sales Aids Supplies 


“Line Truck” Equipment 


UTILITIES SAFETY 


SUPPLY CO., INC. 
LEE’S SUMMIT, MO. 





MARKETING AIDS 














MINERALLAC 


STEEL 


Scissor Clips 


Two-Piece Stud Clips 


Scissor Clip 


Two-piece clip for 
mounting Fixtures, 
Boxes or Conduit 
Hangers to 1-inch 
T-Bar. Easy to 
install and locks in place. 
Made of zinc plated steel, 





Two-Piece 
Stud Clip 





For mounting 
Fixtures, Boxes or Conduit Hangers to Tee Irons 
or Beams heavier than |-inch T-Bar. Fits 
Flanges 1-%" to 2-%" width up to 4" 

thick. Zinc plated steel. 


Send for Literature and Prices 


MINERALLAC ELECTRIC COMPANY 
25 WN. Peoria Street, Chicago 7, Illinois 


MINERALLAC 
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Unveils “Sound Partnership” Policy .. . 


the electronic sound 


policy in 
distribution field, which recog- 


nizes the distributor as the key to 
marketing success and protects dis- 
tributors’ profits, markets and efforts 
has been unveiled by the Educa- 
tional Equipment Division of Ed- 
wards Co., Inc. 

The policy, identified as “Sound 
Partnership,” calls for appointment of 
only enough franchised distributors 
to achieve adequate distribution and 
market penetration. Each distributor 
will share in every sale made in his 
exclusive franchise area. Additionally, 


EED will provide distributors with 
support in depth. This will include 
market development, sales training, 
technical field service, sales promo- 
tion efforts, national advertising and 
publicity, and sales leads. 

According to Robert L. Kempton, 
marketing vice president, “We're 
doing this for a very logical reason. 
Experience has shown that we need 
the distributor. We go along com- 
pletely with a recent university study 
which showed the value added by 
distributor services is almost 20% of 
sales.” 


. . . And A Simplified Unit Pricing Plan 


Conn. has currently underway 

a Simplified Unit Pricing pro- 
gram for distributors. The program 
features simplified discounting, revised 
and pre-calculated price lists, machine- 
controlled invoicing, packaging geared 
to shelf movement and pre-paid ship- 
ping. 

The company’s products, under the 
program, are classified into two cate- 
gories. Class I covers stock items and 
some components. Systems fall into 


T= Edwards Co., Inc., Norwalk, 


Class Il. In addition, full distributor 


discounts reportedly will be extended 
to many additional Edwards products, 
at no increase in list price. 

According to a company spokes- 
man, price lists have been extensively 
revised. They are now color-coded and 
easier to use. List, contractor-dealer 


net, distributor costs and unit prices 
have all been pre-calculated to speed 
distributor transactions. Balanced in- 
ventory is an essential part of the 
program. Fast-moving items, according 
to the spokesman, will be packaged 
in multiple, while special voltage 
equipment and other slow-moving 
products will be packaged singly. To 
the contractor-dealer, standard pack- 
ages will carry a 40% discount, while 
broken packages will carry a 30% 
discount. 

Regarding shipping policies, Ed- 
wards will pay all transportation costs 
within the Continental United States, 
on all orders of $200 (net) and above, 
even when equipment is drop-ship- 
ped. In the event of incorrect ship- 
ment, the company will pay distrib- 
utors a 5% bonus, the spokesman said. 


Westinghouse Launches Light Bulb Program 


HE most extensive and aggres- 
Tes: marketing program in the 

history of the Westinghouse 
lamp division is scheduled to be 
launched by the company this fall. 
According to Charles E. Erb, general 
marketing manager for the division. 
the broad program will encompass the 
most dramatic bulb packaging changes 
ever undertaken by the industry; en- 
tirely new products in practically all 
major product lines; an extensive ad- 
vertising campaign, including nation- 
wide election coverage on TV; ads in 
national magazines and newspapers; 
an entirely new program for providing 
industry and commerce with lighting; 


and a fresh approach to merchandisers 
and displays used at the point of sale. 
It has also been disclosed that the 
company will shortly unveil a new 
concept in fluorescent lighting which 
the company expects will have a 
major impact on the commercial and 
industrial market. 

In the household lamp market, Erb 
indicated that Westinghouse is com- 
pleting development of a new dual 
purpose light bulb which will perform 
two important functions in the home. 
It is expected that the new bulb will 
be marketed nationally this winter. 
The division will also introduce a 
major improvement in frost bulbs. 
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the Duette Custom Miami Master Model 2030-31 the Duette Duchess 


MIAMI-CAREY LIGHTED BATHROOM CABINETS 
—the most complete, easiest-to-sell cabinet line ever designed 
¢ overhead or side-light fluorescent fixtures + fixtures pre-attached at factory 
« completely wired for quick installation 


TAKE THE FIRST STEP toward 
greater bathroom profits! Write 

EH-1060 for the 28-page Miami-Carey ‘ bd he 

catalog, ‘““Glorifying the American ‘ 
Bathroom’’. See the complete line of A 
popular Miami-Carey Mirror-Cabinet , . , 
Units. Stock them. Sell them. They will : MIAMI CABINET DIVISION 

mean MORE SALES FOR YOU! : : THE PHILIP CAREY MFG. COMPANY . MIDDLETOWN, OHIO 
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New Literature... 


BELL Continued from page 140 


Ceiling Panels—Information on rigid 

Weather proof vinyl material, VCA-3606, for lumin- 
7) oe) aa ous ceiling diffusers and other lighting 
fixture applications is available in 


y oO L a D film and sheeting technical release 
; Ini Plastic 


No. 8, from Union Carbide 


B > “A ) Co., 30 East 42nd St., New York 17, 
WY. 

COVER “=e Cable Marking—A _ six-page booklet 

‘ - describing a wire and cable marker 

PLATES ~ fe system has been published by Electro- 

hey ae “a vert Inc., 124 East 40th St., New York 

16, N.Y. A list of specifications and 


traceable drawings are included for 
drafting departments’ use. 


pppoe neo ; ath: a cor eane Time Switches—A one color, four- 
yer stanea tor greenest : 1 2, page stuffer highlighting the six main 

3-gang and specials, with or without tasks performed for swimming pools 

intone by time controls is available from 

Intermatic Time Controls, Internation- 

CAST ALUMINUM BOXES in complete al Register Co., Chicago Ill. Booklet 
pti ine fatig sag og nd No. NR-120 points out advantages of 

r ’ 


. automatic timing for swimming pool 
spacings fit most standard covers E § pt 


lighting. 


WRITE for CATALOG SHEETS & Ventilating Fans—A new two-color 
PRICES today! 16 page catalog, No. 268-L, describes 
complete line of range hoods, ventilat- 
ing fans and accessories. Catalog is 
BELL ELECTRIC CO. available. from Leigh Building Prod 
ucts, Division of Air Control Products, 


| Ave., Ch 36, Ill ; 
HS. Cee Inc., Coopersville, Mich 


Put Your Name 
In Your Customers’ Hands 


ELECTRICIAN’S 


match 
all popular 


wood paneling 


Look like WOOD 
Feel like woop 
—_ 


West like IRON! ae 
. -~ CANDELABRA 


Two high carbon cutlery steel 
For use in dens, recreation rooms, blades. Screwdriver and splic- MEDIUM BASE 


kitchens, offices, motels, etc. ing blade lock in open posi- INTERMEDIATE BASE 
tion. Knife handle contains : a i 


ae popular wood grains, your “line advertising — 3 
all styles, 1- to 10-gang: 4 Sage. A practical, low-cost git lowers cost¢: 


@ WALNUT @ BIRCH 144... 75¢ 576......69¢ 


ee ee 288. 72¢ 1152..67¢ saves time 


match most interiors . . . won't 
peel, chip, crack . . . resists high Sample on request 


humidity and corrosion. ° ° 
FREE! 40-page catalog . and immediately 


ALSO complete lines of METAL jisting over 250 proven P 
WALL PLATES in wide range of cnseliien alte aut 08 available from factory 


styles and finishes. vertising specialties. and local stocks / 


WRITE TODAY FOR CATALOG 
SHEETS, PRICES, AND DETAILS! 


BELL ELECTRIC CO. R. Frank Advertising Specialties, Inc. UNION INSULATING CO. 


- p 
5735 S. Claremont Ave., Chicago 36, Ill 253-14 aN St., Williston Park, N. Y PARKERSBURG, WEST VIRGINIA 
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Lappin Electric 
Opens New Building 
BELOIT, WIS.— Lappin Electric 
Co. of Beloit has announced formal 
opening of its new building at 1462 
6th St. in Beloit. It was formally lo- 
cated at 643 Cross St. and is a branch 
operation of the parent company lo- 
cated in Milwaukee. There is also 
another branch in Green Bay. 


IAEL Conference 
Marks Silver Anniversary 


KANSAS CITY—tThe Internation- 
al Association of Electrical Leagues 
will hold its 25th “Silver Anniversary” 
Conference at the Hotel President in 
Kansas City, October 5-7. The major 
national promotions for 1961 will be 
introduced by top industry speakers, 
and ways in which leagues can effec- 
tively implement them locally will be 
explored. 

Several sessions of this year’s con- 
ference will be held jointly with the 
Missouri Valley Electric Association, 
and a workshop seminar of league 
managers will take place on the final 
day of the conference. 


Dial ““O” 
For Oven? 

PITTSBURGH, PA.—To  “tele- 
phone” your oven—or for that matter, 
virtually any electric appliance—may 
appear as a fantastic dream, but it 
really isn’t. A method of operating 
electric household appliances, cooling 
and heating equipment, and other 
electrical devices in the home by dial 
telephone from any location in the 
United States has been developed by 
the Westinghouse Electric Corp. 

For example, a company spokesman 
pointed out, “you are about to take 
a jet flight from New York to Los 
Angeles. You step into a telephone 
booth—make a call—and in a matte; 
of seconds the air conditioner you 
turned off last week will be turned on, 
and your house will be cool upon 
arrival in a few hours.” 

Basic to the system is a relay box. 
Its size and the number of relays de- 
termine the number and kinds of 
things the remote control telephone 
will do. When the owner of the 
equipment leaves the home, he turns 
the equipment to automatic. Then 
from any dial telephone he can call his 
home number. Next, he dials the code 
connecting him to the relay box. An- 
other code number connects him to 
a specific appliance or device he wants 
to control. One more number selects 
the point at which the setting is to 
be made, like operating the oven, turn- 
ing off a light, turning on an air con- 
ditioner, or defrosting a refrigerator. 
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Get these 
Extra Features at 


NO EXTRA COST 














Before buying any dry type power transformers, compare the intrinsic value 
of Acme Electric transformers and get the extra and added features that 
give you better performance, quiet operation and greater value. 





1. Extra large wiring compartment for ease in making connections. 

2. Terminals are of the pressure-connector type—no soldering necessary 

3. No taping of connection joints—terminals are mounted on insulated 
board 

4. All aluminum windings. 

5. Either aluminum or copper wire may be used in conduit. Universal 
connectors are suitable for either choice. 

6. Class ‘‘H’’ insulation used throughout 

7. Extremely QUIET—-PRACTICALLY NOISELESS. 

8. Insulating pads prevent magnification and transmission of vibration 
to other parts of system, thus maintaining absolute quietness. 

9. Unit is shipped on skid for easy handling 

10. Unit is shipped encased in polyethylene cover which provides adequate 


protection and eliminates necessity for removal and disposal of bulky 
packing materials. 


Investigate the advantages of Acme Electric dry type power transformers 
Write for Dry Type Transformer Catalog. 


ACME ELECTRIC CORPORATION 


6710 Water Street Cuba, New York 
In Canada: Acme Electric Corp. Ltd., 50 Northline Rd., Toronto, Ont 


Aeme-xiNi=Fleetric 


T 2A NS. FE ee ee eS 
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Cond-Alum Corporation 


sole distributor 


Jasco Aluminum Rigid Conduit 
New Hyde Park, L.I., N.Y. 


See us at Booth 190 at the Sixth National Exposition, 


Las Vegas Convention Center, October 23-26. 








ATTENTION SALES AGENTS 


SOME TERRITORIES STILL OPEN 
FOR REPRESENTATION 








POWERCRAFT 


PRIMARY 


BUS SUPPORTS 


soe 





STOCKS 


FOR IMMEDIATE 


e Contractors, Industrials, and 
Utilities rely on the accuracy 
of these Bus Supports to meet 
exacting service conditions. 
Available for Indoor and Out- 
door Service — flat or pipe 
mounting. Conform fo NEMA 
standards. POWERCRAFT in- 
vites your inquiries on any 
special Bus Support require- 
ment. Other POWERCRAFT 
Products . . . Indoor and Out- 
door Disconnecting Switches, 
Bus Clamps, Power Connec- 
fors, Pipe Frame Fiffings for 
1144” LP.S. Pipe, and Clamp 
Insulator Supports. 


SEND FOR NEW CATALOG. 


POWERCRAFT CORPORATION 


Phone Prospect 6-4532 


2215 De Kalb St. 
Sinee 1932 
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Wholesale Prices 
To Hold Firm Through ‘60 


NEW YORK—Over-all wholesale 
industrial prices should hold firm 
through December, increasing by one- 
half of one per cent at most, according 
to Purchasing Week, McGraw-Hill 
publication. 

As forecasters see it, the seasonal 
pickup in orders, about 72 per cent 
above summer lows, will bring a slow- 
down in price-cutting, and other un- 
official shading that marked the first 
eight months of the year. Other price 
firming factors include: the end of in- 
ventory paring in steel and other ma- 
terials, increased buying because of 
lowered interest rates, and the pressure 
of rising labor costs. 

But any increases will be sharply 
limited, the publication points out. In- 4 
dustry operating at only 80% of ca- 
pacity, record imports that should 
reach $16 billion this year, 
productivity increases, and low back- 


nearly 


logs of unfilled orders are all strong 
anti-inflationary forces. 





NEW YORK—Minnesota Mining 
& Manufacturing Co., St. Paul, Minn., 
and Warner-Lambert Pharmaceutical 
Co. of Morris Plains, N. J. are en- 
gaged In negotiations for the purpose 
of combining the two companies 


PORTABLE POWER 
CUTS YOUR COSTS 









3500 
WATT 


of) 


Other Sizes—600 Watt to 
1O0OKW—Al! Voltages, Phases 






USE POWER TOOLS WITH DEPENDABLE , 


WIND-—— ELECTRIC 
——F OWER p.Lants 


You save 4 big ways with a 

WINPOWER electric plant: 

(1) automatically idles plant when load 
is off . cuts fuel cost ‘ 

- extends engine 





















lowers noise 
life; 

(2) costs less to buy 
beat ali competition; 

(3) speeds up production by supplying 
low cost, instant power on the job; 

(4) gives you long and dependable 
service backed by 35 years of 
manufacturing experience. Portable 
cradle units or two wheel dolly 
types. 

FREE BROCHURE AND COMPLETE INFOR- 

MATION SENT BY RETURN MAIL. 


WINPOWER MFG. CO. 


. priced to 
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1961 NEW 
Plans Formulated 


NEW YORK—Plans to make the 
1961 observance of National Electri- 
cal Week another outstanding en- 
deavor were formulated recently at a 
meeting of the full National Electrical 
Week Committee, representing all the 
major segments of the electrical in- 
dustry. The 1961 week will be ob- 
served February 5-11. 

According to a committee spokes- 
man, the 1961 Planning Guide is in 
production and will be distributed to 
6,000 industry leaders and groups 
throughout the country in mid-Octo- 
ber. It will outline details of how vari- 
ous participating groups can plan and 
carry out their own National Electrical 
Week observances. Chairman Harold 
A. Webster announced that more than 
80 companies have been contacted in 
efforts to build a strong nation-wide 
backdrop for the Week’s activities 


Central Jersey League 
To Hold Trade Show 


TRENTON, N.J.—The MUIDA 
division of the Central Jersey Electri 
cal League will sponsor the 3rd Tren- 
ton Electrical Exposition at the 112th 
Field Artillery Armory, October 18 
19 and 20th 


You'll be happy 
selling 


KNOPP 


Voltage Testers 


Patented Prod-Mount 


More user-value at Less Cost— 
means more turnover for you at good 
profit margins 
Five Safety Features— 
hese Testers sell themselves 
@ Rugged, Reliable— 
build goodwill and repeat sales for you 
Tell if circuit is open or closed; magnitude 
of voltage between 110 and 600 a-c or d-c, 
pure or rectified; 25 or 60 cycles. 
Two models. Free Sales Aids. 
Write today for full details. 


KNOPP INC. 


Founded in 1928 by Otto A. Knopp under the 
name of Electrical Facilities Inc. 


Dept. A-12 1307 66th St., Oakland 8, Calif. 
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NEW... Red Seal isc 
KEEPS DIRT 
OUT of THREADS 


| 
Indicates bottom A/ 


for correct 
installation. 


Long screws 
sh 


MACHINE SCREW ANCHOR 


with PRETESTED 
HOLDING POWER 


Now available in 10-24 and ‘4-20 sizes. Samples on request. 


DIAMOND EXPANSION BOLT CO., INC 


Garwood, New Jersey 


s[}’ QMQy TeRminat Luss 
AND GRIMPING TOOLS 


« 


SPEED INSTALLATION — REDUCE COSTS! 


INDENTED CRIMP 
FOR GREATER RESISTANCE 


TO PULL-OUT 
VOID FREE 


CONNECTION 


MONEY SAVER 


SAVE UP TO 15% 
WITH SHERMAN 


Write for FREE Sample 


SHERMAN 
UNI-CRIMP SHERMAN 
LUG "ST" LUG 


SHERMAN HAND CRIMPING TOOLS 


Portable or bench mounted for fast, easy instal- 
lation of money-saving Sherman terminal lugs 


H. B. SHERMAN MANUFACTURING CO., BATTLE CREEK, MICHIGAN 


147 




















LI QUA TS 


FLEXIBLE LIQUID-TIGHT WIRING CONDUIT 


Impervious Molded-On Polyvinyl Jacket neal 


Heavy Square Locked {= : 
or Interlocked 
Galvanized 
Flexible Conduit 








... nor can grease, dirt, oils, alcohols or 
most other corrosive vapors, acids, or F& 
other harmful elements. Circuits are [% 
completely protected. ts 

Liquatite can be installed as quickly “ 
and easily as Flexible Conduit, yet 
assures the protection of Rigid Conduit. It 
follows contours, absorbs motion, vibration 


and shock indefinitely. TYPE LT 
J.1.C. APPROVED 
Find out why Liquatite is serving industry everywhere. 





Write today for free sample, costs and TYPE LA 
discounts. UNDERWRITERS 
| QUAIITE] APPROVED 


P.O. BOX 128A e@ ROSELLE, ILLINOIS 


dae a ilemsesi 


DISTRIBUTORS: 


NOW! Thermostats Factory-Direct! 


Buy Mono-Gram line-voltage electric heat thermostats direct from 
manufacturer. Top quality controls are competitively priced, guaranteed 
18 months, warranteed 25 years. Get extra profit. No O.E.M. COMPETI- 
TION! Write today for prices and descriptive literature. — 


Mj FREE THERMOSTAT to distributors now selling or 
interested in selling line-voltage controls. WRITE FOR 
YOURS TODAY! 





C.E. ARMSTRONG CO.“ 
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MOISTURE JUST CAN’T PENETRATE 











MANUFACTUPE?S' FXPANSIONS 





New Orleans, La.—Bryant Mfg. Co. 
has opened a factory sales branch at 
2836 Frenchmen St., New Orleans. 
Max N. Pleasant, formerly at the 
home office in Indianapolis, Ind., has 
been named manager 


Newark, N. J.—Federal Pacific Elec- 
tric Co. has broken ground for a 
175,000 sq ft building near O’Here 
International Airport, Chicago. The 
building, when completed in early 
1961, will have four operations. 


Los Angeles—The Square D Co. has 
announced the opening of a new as- 
sembly plant in Los Angeles. The plant 
will cover customers in the Pacific 
Southwest and Hawaii 


Geneva, Ill.—Allied Precision Indus- 
tries, Inc. of Geneva has inaugurated a 
new building expansion program. Ac- 
cording to a company spokesman, the 
new larger building will increase 
engineering and production facilities. 


Glen Cove, N.Y.—Slater Electric & 
Mfg. Co., Inc. has announced forma- 
tion of a new subdivision to manu- 
facture semi-conductors. Present facili- 
ties are being increased from 55,000 
sq ft to 80,000 sq ft on the company’s 
16-acre tract. 










Put Your Name 
In Your Customers’ Hands 





\ This is the inexpensive adver- 
tising specialty that is kept 
long and used often! Diecast, 
heavy chrome case bears your 
4-line imprint and trademark 
on this tempered 6 ft. rule. 
Handsome gold foil gift box 


125......69¢ 576......64¢ 
288.....67¢  1152......62¢ 


Sample on request 


FREE! 40-page catalog 
listing over 250 proven 
executive gifts and ad- 
vertising specialties. 





R. Frank Advertising Specialties, Inc. 


253-11 Center St., Williston Park, N. Y. 
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OBITUARIES 





Harry A. Lainson 


Harry A. Lainson of Dutton-Lainson 
Co., Hastings, Neb., died recently at 
the age of 74. Lainson was appointed 
chairman of the board in 1950, prior 
to which he held the post of president 
of the firm. His son Hal is president 
of the company, which has wholesale 
electrical, hardware and manufactur- 
ing divisions. 


Harry W. Goodman 


Harry W. Goodman, vice president 
and director of sales for Circle Wire 
and Cable Corp., Maspeth, N.Y., died 
recently at the age of 69. He was a 
member of the National Electrical 
Manufacturers Association. 


Andrew Jochum 


Andrew Jochum, president of Knick- 
erbocker Annunciator Co., New York, 
and a charter member of the Electrical 
League of New York, died on Sep- 
tember 14, 1960. He was former 
secretary of Electric Associates Inc., 
which is now the Electrical League of 
New York. 


THEY STAY ON..... 


All VICTOR “MAGIC” CLAMPS 
and STRAPS for Thin and 
Heavy Wall Conduits have 
this time-saving snap-on 

feature. 


ro 
Contractors everywhere are =r" 


switching to VICTOR. Cash in 

on this heavy demand. Add 

these fast selling, profitable 

Clamps and Straps to your 

line 

VICTOR products are 
neatly packed, clearly 
and attractively labelled 
Orders for stock items 
shipped within 24 hours. 





Write for the new 
Victor Strap Catalog. 
Lists over 600 items 
to fasten Wire, Cable, 
Tubing and Conduit 


\WWictor speciatties, INC. 


775 MAIN ST., NEW ROCHELLE, N.Y 





_o Greatest Single Source for Clamps and mets” 
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CLASSIFIED 


ADVERTISING 


SELLING OPPORTUNITIES 


s $16.00 per inc 


An advertising. inch | is 


a n mns sO m ) a pag 


Send NEW “ADS or lonhen to Classified Adv. of ELECTRICAL WHOLESALING 
P. O. Box 12, New York 36, N. Y. for November issue closing October 17th 


POSITION WANTET 


UND/SPLAYED 


$1.50 per line minimum 3 lines. To figure ad 
vance payment count 5 average words as a line 


Bcx numbers 1 
Position Wanted ads 


Discount of 10° ff me is mace 











PLIES TO 
publ 


ADDRESS 
G¢ 1 2 
FRANCISCO 
SELLING OPPORTUNITIES WANTED 


representative or- 
lines to be sold 
Indiana 


Established maoufocturers 
ganization wishes additional 

to electrical wholesalers in Ohio and 

RA-4842, Electrical Wholesaling 


Mfr’s Rep. invites quality lines for large follow- 

of electrical wholesalers in Metropolitar 
I York and New Jersey. RA-4934, Electrica! 
Wholesaling 


Montreal Canada known agents opened short 
fill in Canadian Standard Approved lines 
Write J Lefebvre, Box 7, Mount-Royal 
Manufacturers’ Representative—Met. N.Y. seeks 
additional quality line for electrical whole- 
salers. Excellent references. RA-5297, Electrical 
Wholesaling 


Line Wanted—Agency based Phi'adelphia seeks 

one additional AAA-1 line. We offer young 
aggressive and experienced manpower to an es- 
tablished manufacturer intent on increased sales 
through fresh representation. Complete coverage 
of distributors, contractors, utilities, architects 
and engineers. Your line wiil be in excellent 
company. Manufacturers now represe nted by us 
have been notified of this ad. RA-5373, Electrical 
Wholesaling 


Established agency now representing two na- 

tionally known lighting companies desires one 
additional! line to be sold to architects, engineers, 
and contractors in eastern 


electrical wholesalers 
Delaware. RA-5199, Elec- 


Penna., South Jersey, 


trical Wholesaling 


Manufacturer's Rep. contacting Distributors, En- 

gineers, Contractors and Industry desires two 
additional! lines for Illinois and Eastern Mis 
souri. Engineered Electrical Sales, 4060 W. Pine 
St., St. Louis, Missouri 


Aggressive Sales Agents, over 10 years ex- 

perience, with salesmen and warehousing 
facilities, need a quality wire line for south 
western states, for sale to distributors, indus- 
trials and utilities. Able to do annual 
of $1,000,000.00 Reply RA-5320, Electrical 
Wholesaling 





Put Yourself in the Other 
Fellow's Place” 
TO EMPLOYERS 


TO EMPLOYEES | 


Letters written offering Maslerment or apply- 
ing for same are written with the hope of 
satisfying a current need. An answer, regardless 
of whether it is favorable or not, is usually 


expected 
MR. EMPLOYER, won't you remove the mystery 
about the status of an employee's application by 
acknowledging all applicants and not just the 
promising candidates 
MR. EMPLOYEE you. too. can help by arck- 
nowledging applications and job offers. This 
would encourage more companies to answer posi 
tion wanted ads in this section. We make this 
suggestion in a spirit of helpful cooperatior 
between employers and employees 
This section will be the more useful to all as a 
result of this consideration 

Classified Advertising Division 


McGRAW-HILL PUBLISHING (CO., INC. 


330 West 42nd St., New York 36, N. Y. 

















NOTICE 


REPUTABLE MANUFACTURERS 
DESIRING COMPLETE COVERAGE IN 
SOUTHERN CALIFORNIA— 
ARIZONA AREA 

Agency with 
contact with Dis 
d Engineers desire 
rical product and 


this coverage 


ALL INQUIRIES ‘smeicruy CONFIDENTIAL 
Write: RA 5247 Electrical Wholesaling 
1125 W. 6th St., Los Angeles 17, Calif 








ELECTRICAL AGENTS WANTED 


To call on jobbers for copper connector mfg 
co (split bolts, termina lugs, etc.). Most 
territories open 

COPPER ELECTRIC CORP. 
248 Flushing Avenue Brooklyn 5, N.Y 








REGIONAL SALES MANAGER 


at 


P 5304 Electrical Wholesaling 
Class. Adv. Div.. P.O. Box 12, N.Y. 36, N.Y 








WANTED 
MANUFACTURERS’ REPRESENTATIVE 
EX eaeienoss | IN SELLING TO 
ELECTRICAL w LE DIST 
SELL 





volume 








RW 5305 Electrical Wholesaling 
520 N. Michigan Ave., Chicago II, Ill. 














TWO GOODWILL WINNERS 
BLUE PRINT MEASURER ELECTRICIAN'S KMIFE 
imprinted with your advertising 

25 or more $) 50 each. Write for catalog 
GERSON CO. 
49 DEERING ROAD 
MATTAPAN, MASS 
CY press 6- 1463 


—— MANUFACTURERS! —— 


You will receive better results from your 
“Representative Wanted” advertising if 
you will state in your copy what territory 
or territories are available. 

















* "MARKETS UNLIMITED” * 


“WE ELIMINATED 


$3800.00 
IN 3-PHASE WIRING 


with the 


® 
Gdd-A-Phase’ 
Says RUSS JONES 


RUSS JONES CONSTRUCTION CO. 
ST. LOUIS BUILDER 


“The ADD-A-PHASE enabled us to 
operate this 3-phase equipped 
SANITARY SEWAGE 
DISPOSAL PLANT FROM 
SINGLE PHASE LINES” 





This 
Gdd-A-Phase 
Power Converter is successfully 


operating the following 3-phase 
equipment from single phase lines 


e 2 H. P. BLOWER 
e 1H. P. AGITATOR DRIVE 
e 1/3 H. P. SUMP PUMP 


Add-A-Phase units are available for 
1 H.P. to 50 H.P. three-phase motors 
... write for more information. 


- 
| ADD-A-PHASE 
Div. System Analyzer Corp., Nokomis, Illinois 


Gentlemen: Please send, without obligation, 
complete details on your ADD-A-PHASE Power | 
Converter. 


| Name 








| Company___ 


| Address_ 








SEE FOR YOURSELF... postage 
includes many case histories of the 
success of the peo F 
ears of trouble free u: You 
AVE A fy ELECTRIC POWER 
PROBLEM GIVE DET 
FOR RECOMMENDATION. 


ADVERTISERS’ INDEX 


Accurate Mfg. Co. . 
Acme Electric Corp. .. 
Adam Electric Co., Frank 
Advance Transformer Co. 
Allen-Bradley Co. . 
All-Steel Equipment, Inc., Raco 
Div. 
Amprobe, A Div. of Pyramid — 
Instrument Corp. 
Anaconda Wire & Cable Co. 115 
Appleton Electric Co. . Second Cover 
Armstrong Co., C. E. 148 
Arrolet Corp. .. he kes aoe 
Arrow-Hart & & Hegeman Electric 


Co, . 121, 122, 123 


Bell Electric Co, pha el! 144 
Blackhawk Industries ... . 50 
Briegel Method Tool Co. .. . 101 
Bryant Electric Co., The .. 33, 34, 35 
BullDog Electric Products Division 
1-T-E Circuit Breaker Co. ... 15 
Burndy Corp. . 19 
Bussmann Mfg. Co. Fourth Cover 


Carol Cable Co., A Div. 
Crescent Co., Ine. 
Champion Lamp Works 117 
Chase-Shawmut Co., Ine. 140 
Circle A-W Products Co. 26 

Circle Wire & Cable a Subsidiary 

of Cerro de Pasco Corp. 131 
Clark Controller Co., 
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Colorado Fuel & Iron Corp. 124 
Cond-Alum Corp. 146 
Conduit Pipe Products Co. 47 
Cornish Wire Co. 40, 41 
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of the 


Diamond Expansion Bolt Co., 


Inc. 147 


Electric Tube Products .. 125 
Electrical Fittings Corp. ; 13 
Electri-Flex Co. eee 
Electrix Corp. , 6 
Electromode Div. of Commercial 
Controls Corp. 108, 109 
Emerson Electric Mfg. Co, 104 


Federal Pacific Electric Co. 24, 25 
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Fullman Mfg. Co. 112 
Furnas Electric Co. is 132 


G & W Electric Specialty Co. 69 
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General Electric Co. 
Specialty Lamp Div. 
Wiring Device Dept. 
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Holub Ind., Ine. 18 
Hubbell, Inc., Harvey 102, 103 


International Register Co. 114 
I-T-E Circuit Breaker Co., Walker 
Div. 7, 107 





Jefferson Electric Co. 
Jet Line Products, Inc. 


Knopp inc. 


Laclede Steel Co. 
Lighting Products, Inc. 


Mark & Co., Clayton 

Mason Co., L. E 

Miami Cabinet Division, The 
Philip Carey Mfg. Co. 

Minerallac Electric Co. 

Murray Mfg. Corp. 


Okonite Co., The 


Paranite Wire & Cable Div. Essex 

Wire Corp. 48, 49 
Pass & Seymour, Inc. 116 
Phelps Dodge Copper Products 

Corp. 11 
Plymouth Rubber Co., 

Inc. Third Cover 
Porcelain Products Co. 2 
Powercraft Corp. 146 


Republic Steel Corp. 

Revere Electric Mfg. Co. 
Reynolds Metals Co. 

Ridge Tool Co., The 

Rockbestos Wire & Cable Co. : 
Rome Cable Div. of Alcoa 
Royal Electric Corp. 7 


Sherman Mfg. Co., H. B. 
Simplex Wire & Cable Co. 
Sola Electric Co. 

Square D Co. 

Stephens Mfg., Inc., M. 

Steel & Tubes Div. 

Steelduct Co., The 

Sylvania Electric Products, Inc. 
System Analyzer Corp. 


Thomas & Betts Co. 
Tork Time Controls, Inc. 
Trine Mfg. Corp. 


Union Insulating Co. 
Utilities Safety Supply Co., Inc. 


Vaco Products Co. 
Victor Specialties Inc. 
Virden Co., John C. 


Weaver Co., J. A. 

Western Insulated Wire Co. 
Whitney Blake Co. 
Winpower Mfg. Co. 


Xcelite, Ine. 


CLASSIZIED ADVERTISING 
J. Eberle, Business Mgr. 
SELLING OPPORTUNITIES 
EQUIPMENT 
Used or carpins New) 
For Sale .. 
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SLIPKNOT OW Tare GAP y 
STRIPS AND STICKS 
AT 20 BELOW 






es 


THIS IS THE COLD-WEATHER 
” VINYL TAPE YOU’VE BEEN 
WAITING FOR... 


At 20°F below zero, this remarkable 1 inyl tape 
@ Strips easily from the roll... 
@ Remains completely flexible ... 
®@ Sticks down instantly — molds perfectly — 
holds permanently! 
Try it in your home freezer — write for a sample 
roll on your letterhead today! 


NECA Convention—Las Vegas——Booth Number 19 





<The *. 
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For fuses with 
200,000 ampere 


interrupting rating 


plus, extreme 
current limitation 


plus, time-lag 
to prevent 
needless blows 


You need .. 


Buss 
LOW-PEAK 
Fuses 














A Revolutionary 
New Protective Device 





Buss LOW-PEAK fuses can com- 
pletely revolutionize the protection of 
the entire electrical system 

Protect Circuits, Motors, Control 
lers, Switches whether fault current is 
1,000 amps. 100,000 or 200,000 amps 


Prevent damage Panelboards, 
Controllers or other circuit compo- 
nents Let-thru fault currents are 
limited to « xceptionally low values 

Can be easily coordinated into a 
selective system to limit fault out 
ages to circuit of origin 

Prevent waste of time and money 
because long time-lag keeps them frome 
opening needlessly on harmless over 
loads 

Permit increasing interrupting 
capacity and current limitation on 
present ystem at minimum cost 
Fuses fit standard switches and panel 


boards. Available from 15 to 600 am- 


peres in both 250 and 600 volt ranges 


Remain throughout the years 


without maintenance or recalibration 
Write for Buss LOW-PEAK Bulletin 
LPCS 
BUSSMANN MFG. DIVISION, 


row-E 


University at Jefferson, St. Louis 7, Mo. 


NEW SALES and NEW PROFITS 
WITH A NEW PROTECTIVE DEVICE 


Now you really have something to sell to any 
user of electricity who might be worried about 
the safety of his electrical protection. 


A revolutionary new protective device—the 
Buss LOW-PEAK fuse not only solves the prob- 
lem of having sufficient interrupting capacity 
plus current limitation but it adds to these most 
important features—Time-Lag. 


In other words, the Buss LOW-PEAK fuse 
combines the interrupting capacity of the Limi- 
tron fuse with the time-lag feature of the Fuse- 
tron fuse. 


The result is a practical, dependable and safe 
protective device. The user not only gets safety 


from electrical hazards but he gets freedom from 
needless interruptions of service caused by need- 
less opening of the protective device. 


The Buss LOW-PEAK fuse does not take the 
place of the Fusetron fuse on most installations 
but whenever there is any question about the 
interrupting capacity that is where the LOW- 
PEAK fuse fits. 


If you haven’t the BUSS Bulletin on LOW- 
PEAK Fuses, ask your Sales Manager to get it 
for you—or talk to the BUSS Representative in 
your territory. He will give you the Bulletin and 
much more valuable information as to the selling 
of Buss LOW-PEAK fuses and other BUSS 
Fuses. 


BUSSMANN MFG. DIVISION, McGraw-Edison Company, St. Louis 7, Mo. 





Electrical Protection Goes 


Modern with BUSS FUSES 
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